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Where and how 
can I develop the 
business necessary 
to keep my yard 
going and my men 
reasonably busy? 
That is a question 
uppermost in the minds of retail lumber and building 
material dealers everywhere. They may wonder if 
they will ever find the mythical pot of gold at the 
end of the rainbow. 





A dealer in a southwestern community, whose 
name the AMERICAN LUMBERMAN is not at liberty to 
mention, decided not to wait for the business sun to 
shine and throw a rainbow across the sky, but de- 
termined to go out and create his own rainbow. Fur- 
ther than that, he determined to locate the pot of gold 
at the end of this rainbow. Did he succeed? 


Read this story—not the fruit of a fertile imagina- 
tion and a facile pen, but the actual, cold facts. 

Calling his employees into conference, he said to 
them: “What we want more than anything else is 
more business. Where is this business to be had? 
Naturally, in the territory contiguous to our yard. 


“Now, I want each of you to get out of the office 
and away from the yard. Go out into the country 
and call personally on every farmer. Say to each 
farmer, ‘I am not here to try to sell you anything, but 
I want to ask a question. If you had the money and 
it was possible for you to make the purchase, what 
are the things you would find most necessary for the 
home, the barn or the farm? When prices for your 
products improve, what will be the first things you 
will buy?’ 


~ Your Own 
Rainbow 


“When you have completed the rounds make a com- 
plete list and let’s see what you have.” 


Fired with enthusiasm and determined to do a real 
job, these men started out. Within two weeks they 
had completed the survey, had personally contacted 
the farmers within a radius of fifty miles of the yard 
and when the results were compiled, this is what 
they found: 


Prospective business to the amount of $600,000. 
Veritably, a pot of gold at the end of the rainbow! 


This is an invaluable prospect list. It is business 
that will actually develop. It is a list about which 
there is no guesswork; something actual and tangible 
to work on—business that is sure to be placed. 


But that is not all. While these men were not mak- 
ing an effort to effect spot sales, and made that very 
clear to the farmers on whom they called, this dealer 
was gratified to find that orders were voluntarily 
placed by the farmers for materials sufficient to more 
than pay for the entire expense of making the survey. 

Here’s an interesting angle to this true story: 

This dealer was induced to put this plan into effect 
by the live-wire representative of a large lumber 
manufacturer, who realizes that the best salesman of 
his product is the retail lumber dealer, and that the 


most promising field for the dealer is in the agricul- 
tural communities. 

What this dealer has done in developing a live pros- 
pect list for $600,000 worth of business from the farm- 
ers in his community can be duplicated in almost any 
section where farming is the principal industry. Isn’t 
it worth the effort to go out and— 


Create your own rainbow? 
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Siding Finish Mouldings 
Pickets Porch Work 


Frames 















to hold down your investment. 


tained quickly from our Chicago warehouse. 


HAMMOND LUMBER Co., Ine. 


Branch Eastern Sales Offices 
HAMMOND LUMBER CO., Inc., NEW YORK, N. Y. 
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Encourage More Lasting 
CONSTRUCTION 

sy recommenpinc RED WOOD 
This is the one wood nature gave man which will 
withstand the wear and tear of the elements. RED- 


WOOD should, therefore, always be used for the 
outside surfaces of every building. Recommend it for: 


When you buy REDWOOD from Hammond you can order 
it mixed with limited amounts of Douglas Fir flooring, drop 
siding, ceiling, ete. This is just another way Hammond helps 


Remember, your fill-in requirements can always be ob- 




















Sample of Big Redwood Logs We're Cutting 
601 West 138th St. my 
Riverdale Station, CHICAGO LOW 009 


Telephone, Pullman 0420 





370 Lexington Ave. _— HAMMOND & LITTLE RIVER REDWOOD CO., Lid. 
WHEELER & DUSENBURY, ENDEAVOR, PA. REDWOOD Mills} Samoa, Calif. Crannell, Calif. 
* ARTFORD, CONN. 
GUERNSEY-WESTBROOK CQ: y +650 Main St. ‘ HAMMOND LUMBER CO., Mill City, Ore. YgE REDWOOD 
"* 4*EWTON CENTER, DOUGLAS FIR—Mills HAMMOND.-TILLAMOOK LUMBER CO., IT LASTS 


Garibaldi, Ore. 
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T Ohio Dealer Praises New \ 
1S & K Frames 























































Columbus, Ohio, July 13, 1932 

“We want you to know that we con- 

sider your frame the best and most 

honest construction that we have ever 

seen and a frame that we can show to 

the most critical person and easily con- 

vince him of the features that obviate 

wind and water seepage into the home.” 

READ —Name on request. 
LETTER a = — 
Wien ae f ve (och Jorn 











“Most Honest Construction” 


The excerpt from letter reproduced above comes 
from a lumber dealer who thoroughly investigated 
the S & K Weather-Tite frame before stocking it— 
and who knows its merits from actually having sold 
S & K frames. 


If you are not familiar with the new exclusive 
lock joint which makes S & K frames positively 
leak-proof, we suggest that you send today for 
catalog without obligation. 





All inquiries will receive our prompt attention. 


SEGELKE & KOH US COMPANY, 
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“Over-the-Top” Door Equip- 
ment offers the most revolution- 
ary improvement in garage door 
operation since os came 
into existence. 

@: Lifts the doors, up out 

the way. 
e Easily operated hy 


women and children. 


7 A ae to OLD or 


new doors. 


s Quickly installed—no 
costly fitting. 


7 Never needs adjust- 
ment or servicing. 
* Weather - tight — no 
snow or ice worries. 
a For doors v arying 
from 8' to 18’ in wid 
and 7’ to 12' in height. 


Priced within the 
reach of every purse. 


Lumber Dealers! There is a vast 
rofitable market for “‘Over-the- 
op” Door Equipment in your 

community. Write for more in- 

formation and prices. 


FRANTZ MFG. CO. 
Sterling, Ill. Dept. AL 





NEW LOCK «with 
catches on both jambs 
atno EXT RA COST’ 
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AMERICAN LUMBERMAN 


A “Grab Bag” of Comment on 
Current Problems 


ROM TIME TO TIME there 
F has been a lot said about lumber 

prices reaching the bottom. When 
they went below cost a couple of years 
ago it was said they couldn’t go lower, 
but they did. Last spring when a car- 
load of No. 3 common fir was sold to 
a wholesaler for nothing flat (under- 
weights to the mill) it looked like 
maybe prices had hit bottom. How- 
ever, it is reported now that this item 
recently has been sold for “nothing, 
less 5 percent.” It may be all right to 
give lumber away, but what is a 5 per- 
cent commission? 

x «kx x x 

Forty years ago or more a young 
man named Stone was diligently look- 
ing after the interests of his employer 
as manager of a retail yard. Every 
week he carefully read the AMERICAN 
LUMBERMAN and, as he expresses it, it 
was cards, compass and guide to him, 
not only in lumber but in the other 
news that it carried. He became much 
interested in the announcement of a 
race to be held in Chicago. Fifteen 
“horseless carriages” were entered, 
some of them coming from England 
and other European countries. When 
the race was run this journal printed 
an account of it showing that but three 
of the vehicles were able to cover the 
course, which was only a few blocks 
long. The reporter of the event made 
the comment that it proved that gen- 
eral use of the “horseless carriage” was 
merely an idle dream. Mr. Stone is 
still a retail lumberman, now living at 
Nampa, Idaho, but he does not believe 
every prophecy he reads. 

* x * * 

Republicans have been accused of 
starting the boom in the stock market 
by buying and selling listed stocks to 
one another. It has been suggested 
that lumbermen ought to play the 
same game, and by buying and selling 
lumber to one another establish a bull 
market. 

* ok * * 

A reporter suggested to a lumber- 
man that he had better prepare to meet 
steel house competition, but the lum- 
berman said he didn’t believe anybody 
would want to live in a steel house— 
he just couldn’t imagine it. At one 
time hardwood manufacturers felt that 
way about automobile bodies. 

k *e * * 


Speaking of logging methods: Of 
truck logging versus railroad logging 
one lumberman says both methods will 
soon be passe, and when the airship 
goes out into the mountains and hooks 
onto a cradleful of logs there won’t be 
any necessity for building either rail- 


road or truck road. Having been ac- 
cused of calling the horseless carriage 
a dream we refuse to comment. 

* * * * 

Lumber manufacturers admit they 
can’t stabilize lumber prices. How 
would it be to let the employees stabil- 
ize a standard minimum wage? 


*k* * * * 


One disgusted sales manager says: 
“New ideas aren’t worth a damn in 


Penny Pinching Is 


September 3, 1932 


this game any more. The lumber 
manufacturer’s idea is to see how 
cheap lumber can be made, so it can 
be sold cheaper. But it can’t be made 
cheaper than a salesman can sell it. 
That has been tried unsuccessfully too 
many times.” 
ok * aK 2K 

Retail lumber stocks are admittedly 
lower than in a generation. Manufac- 
turers say prices can't go lower be- 
cause they are now less than cost. 
They suggest the retailer should stock 
up with lumber at these rock bottom 
prices. “Okeh,” says one retailer, “if 
you will guarantee that your prices 
won't go lower within six months I 
will stock up now.” 


No Way to Aid 


Trade Revival 


Fk WE WANT to see the depression 

end—and who does not?—we have 

got to begin again to practice the 
almost forgotten art of letting go of 
a little money over and above that 
which we absolutely are compelled to 
spend in order to exist, or to keep our 
business going. It is that “over and 
above” buying that spells the differ- 
ence between a dead center in busi- 
ness and a healthy, normal activity. 
Too many of us have become obsessed 
with the idea that saving a few pen- 
nies, or a few dollars, by “cutting 
down” or “cutting out” something 
which we really need and ought to 
have is a praiseworthy action. Un- 
questionably, thrift and wise economy 
are admirable, but when they degen- 
erate into mere penny-pinching parsi- 
mony they become a menace to the 
individual and to the body politic. 

Much of the “saving” being prac- 
ticed today, so far from being a vir- 
tue, is a crime against the common 
weal. People who are well to do ac- 
tually are boasting about petty econo- 
mies that are totally unnecessary and 
which really mean nothing to them, 
but which in the aggregate may stifle 
an industry and put thousands of per- 
sons on the breadline. Apropos, a 
man worth a million was lately heard 
to say that, now that things seem to 
be picking up a little, he guessed that 
maybe he could afford a new suit. 
Shame on him! He probably should 
have bought a half dozen new suits 
while he has been wearing his old 
ones, and passed those along to needy 
persons or to the salvage organiza- 
tions. 

We have all got to make up our 
minds to spend some money with one 
another if we want to get the wheels 
of industry to turning once more. If 
you don’t buy my goods or service, I 
can’t buy yours. That’s as certain as 
that two plus two equals four. Multi- 


plied a thousand times, the dollar that 
Jones saves by doing without some- 
thing is the identical dollar that Smith 
must have to keep his business going. 
For lack of it, Smith has to shut down, 
and he and his employees no longer 
can buy from Jones. Concisely stated, 
the battle is between the “sock” and 
the “till.” For a long time the “sock” 
has been winning and it is time to give 
the cash register a chance. The tinkle 
of the till and the jingle of the cash 
register are the tunes needed to chase 
away the “depression blues,” for they 
mean that goods are going into con- 
sumption, and that more will be 
needed to replace them. 

The La Salle Street brokers say that 
since the stock market began to move 
upward a lot of long hoarded money 
in the old large-size bills, and even in 
gold coin, is coming out of hiding and 
passing over the counter in exchange 
for stock certificates. That is a good 
sign, in that it indicates that at least 
a portion of the public is getting tired 
of hoarding. It also proves the peren- 
nial optimism of the amateur spec- 
ulator. 

If there is plenty of hoarded money 
available for stock market speculation, 
and the daily record of transactions 
seems to indicate that there is, then 
surely there is enough cash still 
“tucked away” to start the wheels of 
industry to humming again if only a 
part of it were turned into the channels 
of trade; yes, and of home building. 

The practical thing for everyone 
who wants to see business improve is 
to go out today and buy something 
that he needs but has been depriving 
himself of under the mistaken idea 
that somehow that would help the sit- 
uation. On the other hand, if we like 
the depression, its continuance with 
us can be assured by everyone stick- 
ing to the “do-without’” and “save- 
every-penny” policy. 
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QUERY AND COMMENT 


Berry Baskets and Shipping Crates 


Will you please advise us where we can 
obtain a list of the manufacturers of one- 
quart berry baskets which are universally 
used on the market? Also the shipping 
crates which could be shipped knocked down, 
in 24- and 32-quart sizes? We have an in- 
quiry which may develop into several car- 
loads.—INQUIRY No. 2856. 


[To this inquirer, a lumber company in an 
important Pennsylvania town, have been given 
the names of a number of companies in position 
to supply the one-quart berry baskets and ship- 
ping crates for berries. To others in position 
to supply its requirements the name of the lum- 
ber company making the inquiry will be given 
upon request.—EDITOR. ] 


Who Makes Fabricated Houses? 


Would you please give us the names of 
concerns offering for sale patented or other- 
wise fabricated or sectional houses? We are 
particularly interested in propositions of es- 
tablished merit, which through intensive 
merchandising could be made to facilitate 
the distribution and consumption of lumber 
products.—INQUIRY No. 2858. 


Unfortunately, the AMERICAN LUMBERMAN 
does not have in its files a complete list of con- 
cerns offering patented or fabricated or sectional 
houses for sale. This inquiry comes from the 
representative of a group of important lumber 
producers whose name will be given upon re- 
quest to concerns interested in giving the in- 
formation asked for.—En1Tor.] 


How Much Should a Dealer Spend 
for Advertising 


For the purpose of helping our local deal- 
ers work out their merchandising plans for 
1938 and the balance of 1932, we would like 
your recommendations for the amount of 
money our lumber companies should spend 
yearly or per season for advertising or selling 
effort. Also your suggestions for media to 
use; i. e. newspapers etc. Population of this 
city is 3,100. While our trade area extends 
out beyond the city limits, we are going to 
try to enlarge our present trade area con- 
siderably.—INQUIRY No. 2853. 





[This inquiry comes from the secretary of 
the chamber of commerce in an enterprising 
small city in Wisconsin. Several years ago 
the AMERICAN LUMBERMAN made a _ survey 
covering yards in 18 States, which showed that 
the percentage of gross sales used by retail 
lumber dealers for advertising varied from ™% 
of one percent to 2 percent, 114 percent being 
the amount most often mentioned. Responding 
to a questionnaire sent out by the Illinois Lum- 
ber & Material Dealers’ Association, 267 re- 
ports were received covering 275 yards. Of 
these, 24 reported that during the previous year 
3 percent of their gross sales was spent for 
advertising and promotional work; 39 reported 
expenditure of 2 percent for that purpose; 80 
dealers reported from 1 to 1% percent; while 
124 said that they expended only % of one 
percent or less for advertising and promotional 
work. Of this latter number, 45 said they did 
no advertising or promotional work. In a 
public address on “Publicity and the Lumber- 
man,” as reported in the AMERICAN LUMBER- 
MAN, a speaker, who is reputed to be an 
authority on the subject, said that retail lumber 
fealers should spend in various forms of ad- 
vertising 24 percent of their gross sales. Of 
this amount, 30 percent should be spent on 
direct mail; 30 percent in newspapers; 20 per- 
cent in co-operative advertising with other 
merchants, on the building page of the news- 
paper; 15 percent in placards and other display 
materials at the lumber store, and 5 percent 
for advertising novelties. A successful plan 
adopted in some communities by the dealers, 


for enlarging their trade area, is to make com- 
plete surveys through house-to-house canvasses, 
in which information is recorded as to the con- 
dition of the buildings and the prospects for 
business. These cards then are followed up 
through personal solicitation. Some yards are 
enlarging their trade area through making 
attractive prices for cash and advertising this 
fact through circulars and newspapers. Deal- 
ers who budget their advertising expense and 
who have adopted successful plans for enlarg- 
ing their trade areas are invited to give this 
inquirer, through the AMERICAN LUMBERMAN, 
the benefit of their experiences.—Enror. | 


Boxwood For Making Clarinets 


We have a customer who wishes to obtain 
a few pieces of boxwood in 2x2 and 3x3 di- 
mensions, from 18 to 24 inches long. Could 
you give me information as to where this 
could be obtained?—INQuIRY No. 2851. 


[To this inquirer, the head of an Indiana 
lumber concern, was given the name of a com- 
pany in Chicago, which is an importer of box- 
wood. This company, however, advised that 
the only way in which it could supply this 
stock in the dimensions required would be to 
use inch stock and laminate it. Further inquiry 
developed the fact that this boxwood was 
wanted for the purpose of manufacturing clari- 
nets, the 2x2 for the main part of the instru- 
ment and the 3x3 for the bell, and doubt was 
expressed that laminated wood would serve 
the purpose. To anyone in position to supply 
boxwood in the dimensions required, the name 
of this inquirer will be given upon request.— 
Ep1Tor. | 


Plans and Pictures of Log Cottages 


The writer is particularly anxious to secure 
plans and illustrations of log cottages, both 
large and small, and am just wondering if 
you have any illustrations of log houses and 
whether or not you could furnish plans of 
same. In the event you do not have these 
illustrations, I am wondering if you could 
put me in touch with some one from whom 
I might be able to secure these illustrations 
and plans. I would also like to have illus- 
trations of small garage apartments and 
small cottages of say four or five rooms, to 
be constructed of lumber.—INQUIRY No. 2849. 


{To this inquirer, an executive of a large 
southern hardwood lumber manufacturing com- 
pany, was given information concerning plans 
and pictures of summer cottages, built with log 
siding, including a pamphlet issued by one of 
the large lumber manufacturers and another 
issued by one of the lumber associations. The 
inquirer also was referred to these books: 
“Camps, Log Cabins, Lodges and Club 
Houses,” by F. E. Brimmer, price $2; “The 
Real Log Cabin,” by C. D. Aldrich, price $4; 
“Bungalows, Camps and Mountain Houses,” 
by Comstock, price $2.50; and “Camps in the 
Woods,” by A. D. Shepard, price $6, all of 
which may be purchased from the AMERICAN 
LUMBERMAN. Reference was made also to a 
Government pamphlet on “The Use of Logs 
and Poles in Farm Construction,” Farmers’ 
Bulletin No. 1660, which may be obtained from 
the Superintendent of Documents, Washington, 
D. C., for ten cents. As to plans for small 
cottages to be constructed of lumber, “Summer 
Cottage Ideas,” published by the AMERICAN 
LUMBERMAN, would seem to fill the needs of 
this inquirer.—EbITor. | 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN. LUMBERMAN 








A drive, belonging to J. R. 
Sutherland, amounting to 6,250,- 
000 feet is now in the river a 
little above Winnipeg, Man. 
The Winnipeg Lumbering Co.’s 
drive is fairly under way. 

* 2«# @ 


Saginaw, Mich., had a shin- 
gle packing matinee, Aug. 17, 
which stirred up the natives. 
Jack Lyons, of Saginaw, and 
Robert Scott, of Manistee, were 
the contestants and the stakes 
were $200. During most of the 
time the two worked very even- 
ly, but at the end of ten hours 
the Saginaw man pulled ahead. 
Lyons packed 59,250 shingles 
and Scott, 59,100. Pool selling 
and other betting was active, 
and it is said that about $1,500 
changed hands on the result. 

* #*# @ 


R. T. Flournoy, of St. Paul, 
agent of the “Lumber Line” 
visited the Lumberman last 
week. The line is doing a most 
prosperous business with every 
indication that it will increase, 
as more lumber is piled than 
used, and less run down the 
river in rafts. The line is now 
running lumber trains through 
to the West. One of these 
trains recently ran from Cum- 





berland, Wis., 
distance of 


to Denver—a 
1,056 miles in 
eleven days. The Eau Claire 
Lumber Co., of Eau Claire, 
started a train of twenty-four 
cars for Omaha. The head car 
was to be covered with canvas 
and painted, and then the train 
was to be photographed when 
on the Chippewa bridge. The 
time doubtless is not far dis- 
tant when it will take sharp 
eyes to discover a raft of lum- 
ber floating to Mississippi River 


ints. 
points —, 


As predicted in the Lum- 
BERMAN some weeks ago Isaac 
Stephenson, of Marinette, Wis., 
vice president of the N. Lud- 
dington Co., has received the 
congressional nomination from 
the ninth Wisconsin district, 
and as the nomination is equiv- 
alent to election will fill the 
chair in the next house, va- 
cated by Thad C. Pound, of 
Chippewa Falls. 


There is a great cry for lum- 
ber at New Tacoma, W. T., the 
terminus of the Northern Pa- 
cific on account of the growth 
of the town and development 
of the region. 





The Ludington, Wells & Van 
Schaick Co., at Menominee, 
Mich. is putting in a huge 
burner at the bay shore mills, 
and a slip is being dug inland 
near the mill to permit the 
vessel to receive cargoes direct 
from the saw. 

* * . 


It takes some lumber to keep 
the feet of pedestrians out of 
the mud. For instance it is 
noted that 25 miles of plank 
walk have been laid in the lit- 
tle town of Superior, Wis. 

* * 


Robert Wadleigh, of Kittery, 
Me., obtained from the town of 
Dover, March 3, 1669, “an ac- 
commodation for the erecting 
and setting up of a sawmill at 
ye Uppermost Falls, Upper 
Lampereel River, commonly 
called Highland Falls” (after- 
wards called Wadleigh’s Falls). 
The mill was built and oper- 
ated and Robert Wadleigh 
made large purchases of timber 
in that region. Family tradi- 
tion, according to L. B. Wad- 
leigh, of Clinton, Iowa, credits 
the said Robert Wadleigh with 
having also operated mills on 
the Po and Back rivers at an 
earlier date. 
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Lumber Industry at Imperial Conference 


Orrawa, Ont., Aug. 29.—After threatening 
to collapse over the Russian trade siutation, the 
Imperial Economic Conference came to an en- 
thusing close at Ottawa on Aug. 20 after 
more than four weeks of discussion among Em- 
pire delegates that, at times, bordered closely 
to bickering. The trade relationship between 
the United Kingdom and the Soviet Union was 
the problem which almost brought about the 
undoing of the parley and the lumber interests 
of Canada and Great Britain were vitally con- 
cerned in the matter. Likewise, the actual out- 
come of the Conference is of prime importance 
to the lumber industry of the Dominion. The 
result of the Ottawa conference is, generally, as 
follows ° 

The United Kingdom is to provide an 
annual market of 1,300,000,000 board feet for 
the Canadian lumber industry. This is ap- 
proximately one-third of Britain's imports. 

Great Britain has guaranteed to control 
tussian and other foreign dumping. 

Canada has asked Britain for an increase 
from 10 to 20 percent in preference for lum- 
ber shipments to the British Isles and this 
will be dealt with at the next session of the 
Imperial Parliament. 

Agreements which involve tariff changes 
between Canada and the United Kingdom 
will be for a period of five years, after which 
they can be terminated on six months’ notice 
by ‘either party. Other bi-lateral or multi- 
lateral agreements arising from the Confer- 
ence will be effective for similar periods. In 
a sense, this provides a “five-year plan” for 
the Empire. 

British countries have guaranteed not to 
undertake any favored-nation trade treaty 
with any foreign country that will discount 
the preferential ratio within the Empire 
which will be established following tariff 
revisions at Parliamentary sessions in the 
different parts of the British Commonwealth 
this fall. Great Britain is to cancel what is 
known as the Graham Treaty with the Soviet, 
entered into by the late Labour Government 
in Britain, which was intended to encourage 
trade with Russia. 

For manufactured goods, a uniform Empire 
content of labor and materials will be 
adopted as a basic principle for preferential 
treatment. This will probably be a 50 per- 
cent content. 

The effect of these Conference measures is 
expected to be a flow of new life and vigor 
for the lumber industry of Canada and it is 
expected that the trade turn will provide em- 
ployment for approximately 100,000 men in the 
Dominion. Last year, the total export of Ca- 
nadian lumber to Great Britain was 50,000,000 
board feet. If only half of the expectations 
arising out of the Conference are realized, it 
will mean that shipments from Canada will be 
increased tenfold within a year. 

During the first six months of 1932 Great 
3ritain imported 230,372,000 board feet of soft- 
woods from Russia. As a result of the Con- 
ference conclusions, this total will be cut down 
appreciably even during the last half of the 
current year. Incidentally, Great Britain im- 
ported 51,771,000 feet of softwoods and 94,755,- 
000 feet of hardwoods from the United States 
during the first six months of 1932. These 
figures also probably will be cut because of the 
guarantee by Britain to buy one-third of her 
lumber requirements from the Dominion. Dur- 
ing the last year or two, Canada has filled only 
about 5 percent of Britain’s lumber require- 
ments, the great proportion of the trade having 
gone to Russia. 

Early in the Ottawa Conference, Canada made 
a direct suggestion to Great Britain to place 
an embargo on all imports from the Soviet— 
as the Dominion had done three years ago. 
In this, Canada was supported by the so-called 
independent lumber interests of Great Britain 
which were represented in person at the parley, 
and by the delegates from Australia. On the 
other hand, a group of importers in the United 
Kingdom had placed a contract with the Soviet 
for the delivery within the current year of 
1,000,000,000 feet of lumber at prices that 


would more than meet any outside competition. 
These British importers, naturally, did not 
favor an embargo against Russia. It was con- 
tended by Canada that this contract alone 
would have meant direct employment for at 
least 30,000 Canadian lumber workers and much 
additional employment for allied industries and 
transportation companies. After much discus- 
sion, the delegates from the United Kingdom 
guaranteed to control shipments from Russia, 
preventing what could be regarded as dumping 
and divert a definite share of the lumber pur- 
chases to Canada. 


Comments of Canadian 
Lumbermen 


Orrawa, Aug. 29.—Considerable satisfaction 
is expressed by representative lumbermen of 
Canada over the outcome of the Imperial Eco- 
nomic Conference and immediate steps are be- 
ing taken to send men into the bush for the 
re-opening of camps which have been idle for 
practically two years. Favorable comments 
have been received from all lumbering sections 
of the Dominion. Brietly, some of these are 
as follows: 

Rurvus Dickie, Halifax, N. S., president Ca- 
nadian Lumbermen’s§ Association: “TI am 
highly hopeful of the result. It should mean 
increased business for the trade, but we must 
wait to see how it will work out, however.” 

GEORGE B. NICHOLSON, chairman Economic 
Committee Canadian Lumbermen’s Associa- 
tion, Ottawa: “Russia's marketing methods 
and slaughtered prices have been the in- 
fluence, more than anything else, that has 
kept Canadian lumber out of the United 
Kingdom for the last eight years. With the 
preference granted and adequate control over 
Russian imports into Great Britain estab- 
lished, the Canadian lumber trade, without 
question, regains at least a substantial por- 
tion of the market we formerly enjoyed.” 


Mr. Nicholson pointed out that Canada 
could not step into the British market to any 
extent this year because the needs of the 
United Kingdom are well supplied for the pres- 
ent and it will take some time to liquidate these 
stocks, and further said: 

At the same time, with the exception of 
specially sawn stocks from British Columbia, 
Canada is not in position to ship large quan- 
tities of lumber this year for two reasons: 
1. Stocks are low, and 2, Because the British 
market was practically closed to us, the 
stocks available in Canada have been largely 
sawn to Canadian and U. 8S. A. standards. 
But in 1933 we should, under fair competi- 
tion and with the preference granted, be able 
to re-enter the United Kingdom market in 
a substantial way. It should have a decidedly 
stimulating effect on Canadian trade and 
mean putting a lot of men to work this 
winter in the several Provinces. 

J. O. OLtver, Oliver Lumber Co., Toronto: 
“The British concessions should have the 
effect of stiffening prices in Canada, Prices 
have been pretty bad for the last few years. 
It should also mean employment for a large 
number of men.” 

A. S. NICHOLSON, Terry, Nicholson & Cates, 
Toronto: “The Imperial Conference has saved 
the lives of the Canadian lumber dealers. It 
will put the Canadian lumber industry back 
on its feet, but it may be six months before 
the effect is really felt. The British contract 
with Russia does not expire until January. 
It should mean work for 100,000 men all 
through Canada this season.” 


A deputation of officials representing large 
lumber companies of the Province of Quebec 
discussed the new situation with Premier L. A. 
Taschereau of Quebec, when he was told that 
the companies were prepared to cut between 
600,000 million and 700,000 million feet during 
the coming winter, giving employment in Que- 
bec alone to 17,000 men. Incidentally, the dele- 
gation asked a reduction in existing rents and 
stumpage charges to enable them to get on 
their feet. The deputation was headed by Gen- 


eral J. B. White, M. P., vice president of the 
Canadian International Paper Co., and others 
included Walter M. Ross, representing the 
Booth Lumber Co., Ottawa; Col. J. H. Price 
of Price Bros.; Francois Faure, and Duchastle 
de Montrouge, secretary of the Lumber Mer- 
chants’ Association. 

With regard to the Russian question and the 
outcome of the Ottawa Conference, A. C. Man- 
bert, general manager of the Canadian Gen- 
eral Lumber Co., Toronto, said: 

No preference would enable us to compete 
with a State-controlled industry. I have no 
doubt that there will be a real attempt on 
the part of the British Government to deal 
with the situation. 

The branch of the Ontario Government Em- 
ployment Service at North Bay announced that 
preparations had been started to open 15 camps 
in the North Bay District in September, as 
compared with six last winter, and that opera- 
tions would undoubtedly be stepped up to 65 
percent of normal as against 25 percent last 
year. Three large stocks of lumber were wiped 
out by fire this summer and these, too, would 
have to be replaced. 

Word from British Columbia was also 
highly encouraging. T. H. Wilkinson, of Van- 
couver, B. C., secretary-manager of the British 
Columbia Lumber & Shingle Manufacturers’ 
Association, reported that the effect of the 
Imperial Conference decisions “on the employ- 
ment situation in this Province is most heart- 
ening.” Lumber production in British Colum- 
bia had been barely 25 percent of capacity 
and “probably three-quarters of the industry’s 
personnel, including many highly skilled and 
expert workmen, are idle. Many of these 
workers, with their families, form the main 
population of community towns of consider- 
able importance.” 

—__—_—_—__ 


Home Loan Banks Located 


Districts to be served by Federal Home Loan 
Banks, cities in which these banks are to be lo- 
cated and amount of capital for each, have 
been designated by the Federal Home Loan 
3oard, as follows: 

DisTRIcT No. 1—Serving Connecticut, Maine, 
Massachusetts, New Hampshire, Rhode Island, 
Vermont, bank to be located in Cambridge, 
Mass.; capital, $12,500,000. 

District No. 2—Serving New Jersey, New 
York, Porto Rico, Virgin Islands, bank to be 
located in Newark, N. J.; capital, $20,000,000. 

District No. 3—-Serving Delaware, Pennsyl- 
vania, West Virginia, bank to be located in 
Pittsburgh, Pa.; capital, $12,500,000. 

District No. 4—Serving Alabama, District of 
Columbia, Florida, Georgia, Maryland, North 
Carolina, South Carolina and Virginia, bank to 
be located in Winston-Salem, N. C.; capital, 
$10,000,000. 

District No. 5—Serving Ohio, Kentucky and 
Tennessee, bank to be located in Cincinnati, 
Ohio; capital, $15,000,000. 

District No. 6—Serving Indiana, Michigan, 
bank to be located in Indianapolis, Ind.; capital, 
$8,000,000. 

District No. 7—Serving Illinois and Wiscon- 
sin, bank to be located in Evanston, Ill.; capital, 
$15,000,000. 

District No, 8—Serving Iowa, Minnesota, Mis- 
souri, North Dakota and South Dakota, bank to 
be located in Des Moines, Ia.; capital, $7,500,000. 

District No. $—Serving Arkansas, Louisiana, 
Mississippi, New Mexico and Texas, bank to be 
located in Little Rock, Ark.; capital, $10,000,000. 

District No. 10—Serving Colorado, Kansas, 
Nebraska and Oklahoma, bank to be located in 
Topeka, Kan.; capital, $7,500,000. 

District No. 11—Serving Alaska, Idaho, Mon- 
tana, Oregon, Utah, Washington and Wyoming, 
bank to be located in Portland, Ore.; capital, 
$6,000,000. 

District No. 12—Serving Arizona, California, 
Hawaii and Nevada, bank to be located in Los 
Angeles, Calif.; capital, $10,000,000. 
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Qualities of Wood Shingles 
Told 


Wicuita, Kan., Aug. 30.—Before a gather- 
ing of 200 wholesale and retail lumber deal- 
ers of Wichita and surrounding territory and 
others interested, including the chief of the 
fire department and the building inspector of 
Wichita, A. J. Wartes, of the trade promotion 
department of the Red Cedar Shingle Bureau, 
Seattle, Wash., at a luncheon meeting here, 
last Wednesday, gave an interesting talk on 
the qualities of good wood shingles. Among 
other things in his talk, Mr. Wartes said: 

As nearly perfect 
ble to obtain can be 


insulation as it 
had by the use of edge 


is possi- 


grain red cedar shingles, properly put on 
over an old wood shingle roof. 
The fire-resistant qualities of edge grain 


red cedar shingles are such that no fire can 
gain much headway in a city with fire pro- 
tection such as that provided in Wichita. 
It is the wood shingle with a fire resistance 
that is commended by fire chiefs all over the 
country, and recommended by them as a 
roofing. 

Years of experience have 
the best insulation obtainable, 
lation as nearly perfect as 


proved that 
and an insu- 
can be had, is 


secured by putting the shingles on over the 
old wood shingle roof. This can be stressed 
and re-stressed, for it will stand the test 
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Wichita Chamber of Commerce, said that Mr. 
Wartes was one of few experts he had ever 
heard who had something really constructive 
to Say. 

Two years ago an effort was made to out- 
law wood shingles in the local building code, 
but, under the leadership of Walter Stippich, 
the lumbermen got on the job and saved the 
day in part for wood shingles. 

Commenting on the situation here and on 
this meeting in particular, one of those pres- 
ent said: “This demonstrates that it is up to 
the lumbermen to wake up, get their feet off 
their desks, put their business before the pub- 
lic in the proper light and overcome a lot of 
misinformation being broadcast by others who 
are not interested in the lumberman's welfare.” 


Wood in Medical Arts Building 


DuLuTH, Minn., Aug. 29.—In the new 12- 
story Medical Arts Building, to be erected in 
Duluth, all of the exterior windows and frames 
and inside finish are to be of wood and the 
contract for the woodwork has been awarded 
to Scott Graff Co., of this city. All of the 
woodwork will be manufactured and installed 
by this company. The importance of this con- 
tract to the lumber industry may be noted from 
the schedule of materials that are to be used. 
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Forest Service Making Truck- 
Logging Study 


PortLAND, Ore., Aug. 27.—Because of the 
ever-growing importance of motor truck log- 
ging and its relation to forestry practice, the 
Pacific Northwest Forest Experiment Station, 
according to Thornton T. Munger, its director, 
is starting a study of truck logging in Oregon 
and Washington. 

In the Pacific Northwest, Palms & Shields 
were among the first to use a motor truck in a 
logging operation near Covington, Wash., in 
the spring of 1913. Since then the use of 
trucks has steadily increased. In Oregon, 327 
individuals were granted permits to operate 
417 logging trucks on and over State highways 
in the year ending July 1. The total number 
of trucks used in logging in the State is 
probably considerably greater, since many 
trucks operate outside the jurisdiction of the 
State Highway Commission. 

The present study, which is being made by 
E. F. Rapraeger of the experiment station, 
will be conducted primarily in the Coos Bay, 
Columbia River, Puget Sound, and eastern 
Oregon districts. It is a part of the general 
program to secure and disseminate information 
on the most profitable ways of handling the 
forest products of the region. Former studies 








Albin 


Peterson, 
Peshtigo Building Supply Co., Peshtigo; Elton 
M. Hanson, Schmitt Lumber Co., Manitowoc; 


Front row, left to right: 


Lyman M. Forbes, National Retail Lumber 
Dealers’ Association, Chicago; Don Montgom- 
ery, secretary, Wisconsin Retail Lumbermen’s 
Association, Milwaukee; S. S. Solie, Solie Lum- 
ber Co., Janesville; A. W. Holt, Holt’s House 
Valuator, Chicago; Marshall Wallrich, Wallrich 


Lumber & Fuel Co., Shawano; Raymond 
Schmitt. Schmitt Lumber Co., Two Rivers; 
Elmer H. Jansen, and Austin J. Tibbetts, 


Standard Lumber & Millwork Co., Green Bay. 





Middle row, left to right: B. M. Hanson, Nel- 
son Lumber Co., Two Rivers; L. B. Van Von- 
deren and Albin Perlewitz, East River Lumber 
& Fuel Co., Green Bay; M. C. Comstock and 
P. B. Spear, jr.. of F. B. Spear & Sons, Mar- 
quette, Mich.; F. M. Pantzer, Pantzer Lumber 
Co., Sheboygan; Walter F. Glaff, Kaukauna 
Lumber & Manufacturing Co., Kaukauna; S. C. 
Crevecoure, Green Bay Planing Mill Co., Green 
Bay; Sylvester Schmitt, Schmitt Lumber Co.., 
Two Rivers: William F. Piehl, Miller-Piehl Co.., 
Seymour. 








Top row, left to right: Otto Lieber and James 
Schaefer, Lieber Lumber & Millwork Co., 
Neenah; M. A. Cochran, Menasha Lumber & 
Fuel Co., Menasha; Otto E. Lay, H. J. Lay 
Lumber Co., Kewaskum; Frederick H. Taggart, 
Taggart Lumber Co., Lake Geneva; Lothar G. 
Graef, Lothar G. Graef Lumber Co., Appleton; 
Wilfred Braun, Braun Bros. & Co., Athens; 
Leland K. Peterson, Fullerton Lumber Co., 
Waupaca; G. E. Smith, Marling Lumber Co., 
Wisconsin Rapids; Harold E. Wieckert, E. F. 
Wieckert Lumber Co., Neenah, and Edward 
Christoph, O. K. Lumber & Fuel Co., Neenah. 


WISCONSIN DEALERS ATTENDING A "SCHOOL" AT SHAWANO, ARRANGED BY DON MONTGOMERY, SECRETARY OF THE STATE ASSOCIATION 





and prove every claim that is made for the 
red cedar shingle’s insulating qualities. 
Shingles are better made today than ever 
before. More care is taken in their manu- 
facture. The No. 1 red cedar shingle now 
is made under inspection authorized by the 
United States Department of Commerce. 
This inspection is made from one to three 
times a week in every plant in the country, 


and no No. 1 shingle that does not come up 
to the grade is allowed to use the certificate 
label, 

Another feature of the red cedar shingle is 
its resistance to hail. I have yet to know 
of a red cedar shingle roof being damaged 
to any appreciable extent by hail when put 
on over an old wood shingle roof. 


This meeting was arranged by Walter Stip- 
pich, of the Stippich Lumber Co., who pre- 
sided. Commenting on the meeting and the 
address by Mr. Wartes, about which he was 
quite enthusiastic, R. Booth, secretary of the 


While these figures are not complete and some 
of the quantities may be increased as the job 
progresses, the approximate quantities of the 
various kinds of lumber to be used are as fol- 
lows: 

(Pinus strobus) for 
52,000 feet. 


Northern white pine 
exterior windows and frames, 

Chestnut for interior doors, 48,000 
feet. 

American walnut 
54.000 feet. 

Cross banding, 100,000 feet. 

Walnut lumber for interior 
casings and base, 70,000 feet. 


core 


veneer for interior doors, 


doors, jambs, 
Southern oak and walnut combined for par- 
quet floor, 4,000 square feet. 


In addition there is to be used also a con- 
siderable quantity of figured teak, primavera, 
peroba, striped satin wood, avodire and walnut 
wainscoting throughout the building. 


of other types of logging equipment have 
pointed to the conditions under which they 
can be economically employed, and_ indicate 


that motor trucks may meet a need not met 
by other equipment. 

Sustained yields from the forests of the 
country are predicated upon the most econom- 
ical utilization of all of the growing timber. 
The introduction of motor trucks has made 
it more profitable to log relatively small and 
isolated tracts of timber, which with standard 
equipment have been left to become overmature. 
Motor trucks also bear promise of contributing 
materially to the furtherance of selective log- 
ging, especially in conjunction with caterpillar 
tractors. 

The present study has been planned to bring 
out the advantages and limitations of the motor 
truck in logging, and to determine the condi- 
tions of road, size of load, and other factors 
which contribute to its limitations. 
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Retailers Round Table 














Dealer's Cash and Carry Sale 
Is Big Success 


Mitton, W. Va., Aug. 29.—The annual Au- 
gust Cash and Carry Sale Day of the Happy 
Hall Lumber Co. always is a big event in this 
section. It is a sort of combination of bargain 
day, county fair and circus day all rolled into 
one. This year’s “show,” held on Saturday, 
Aug. 13, was the biggest and best yet, 1,015 per- 
sons registering, and it was estimated that be- 
tween 300 to 400 persons did not register, mak- 
ing a total attendance of around 1,400. The 
folks began coming early, in fact, some regis- 
tered and made purchases before seven o'clock 





Some of the 1,400 people in attendance—At top 
are seen the prize winners in the contest to 
find the five prettiest girls present 


in the morning. People from five different 
counties attended, some of them coming from 
as far as thirty miles away. 

From the standpoint of cash sales, the day 
also was a record-breaker, Mr. Hall reporting 
a nice volume of business. In fact, everything 
that had been placed on sale for this one day 
was sold out, but on the items that were sold 
out, customers were allowed to leave orders for 
later delivery, paying cash for same. 

The program opened with a miniature street 
parade. Contests and music by the band kept 
the crowd entertained and happy. Competitive 
events included a baby show in which 23 in- 
fants were entered and prizes awarded to 
the five prettiest ones. There also was a con- 
test for the five best-looking young ladies; and 
another to find the homeliest man in attendance. 
Various guessing contests filled out a program 
that provided fun and entertainment for every- 
one. 

And best of all, Mr. Hall sold a five-room 
house bill to an entirely new customer who had 
not before been in the habit of coming to Mil- 
ton to do his buying. Naturally, “Happy” was 


elated at landing a new customer and selling 
him a good house bill the first thing, as well as 
with the nice volume of miscellaneous sales re- 
sulting from the Cash and Carry Sale Day. 








.* .* . 
Brighter Outlook in Florida 

The outlook for new construction is reported 
by H. H. Brenner, president Davenport Lum- 
ber & Supply Co., Davenport, Fla., to be the 
brightest of any time in the last two years. 
This company is now engaged in building one 
5-room house and has another in immediate 
prospect, with still others in the figuring stage. 

In an interesting letter to the AMERICAN 
LUMBERMAN Mr. Brenner gives a summary of 
conditions in the Ridge section of Florida, 
which like many other areas of the country has 
been hard hit by bank suspensions, the liquida- 
tion of which is now putting money back into 
circulation. 

These banks, Mr. Brenner writes, are 
all being liquidated, and a_vyreat_ por- 
tion of them are paying dividends to de- 
positors. We are now feeling the effects of 
that stimulation to business. ... The weak 
organizations in the various lines have either 
gone out of business, or taken the bank- 
ruptecy road, The stronger organizations 
have a mighty fine opportunity at this time 
to increase their business and profit. We 
opened our business in 1925 and have paid 
income tax every year, and wrote off a sub- 


now 


stantial amount annually to surplus. We 
have a finance company which is operated 
separately from our lumber business. It 


makes loans only on new work built by our 
company or for which we furnish the ma- 
terials. However, we are pracficing the 
policy of contracting direct to the consumer 
and turning the job over to him complete. 
We do not ignore the contractor, but on the 
other hand will give him work if he desires 
to take it at our figures; otherwise we han- 
dle it ourselves. No merchandise leaves our 
establishment without a profit attached to 
it. We carry a large stock, give good serv- 
ice and the consumer knows that by com- 
ing to us he can get what he wants when 
he wants it. 





Yard Prepares for Upturn 


HaArrISBuRG, Pa., Aug. 29.—‘“Better times 
ahead” is the slogan at the plant of the Harris- 
burg Lumber Co. The planing mill is working 
on full time, eight hours a day, and the yard is 
being stocked up to meet the demand when the 
break comes for increased building operations. 
In discussing the present activities, the head of 
the lumber company pointed out that a large 
and complete stock frequently brought orders 
which other concerns within 100 miles could not 
handle and he said, “we’re going to be prepared 
for the rebuilding period which should not be 
far away.” 





Got Any "Tunhangrew''? 


An order to deliver the item here shown in 
facsimile was recently received by Clark & Co., 
retail lumber dealers of Newark, N. J. That 
firm sends it in to the AMERICAN LUMBERMAN 


7 Bods Ieee xe” 


with the comment, “There can be no mistake 
as to what is wanted.” The order is chiefly 
interesting as an example of an entirely new 
way of specifying “T. & G.” 


Finds Clean, Well Kept Yard 
Attracts Business 


PHILADELPHIA, Pa., Aug. 29.—According to 
a survey made by a prominent business maga- 
zine writer and substantiated by a lumber in- 
surance company, the yard of J. T. Riley (Inc.), 
located on Pine street, is one of the best look- 
ing establishments in the East. 

For the last twenty-six years, J. T. Riley and 
his sons, John N. and Walter B., have gradu- 
ally built up a depression proof business in 
lumber and building materials centered around 
the slogan, “Beauty the First Consideration 
Always.” 

It pays to have a good looking establishment 
always, according to the youthful looking head 
of the concern. “Our customers,” said he, 
“many of them individuals who call at the 
yard, like the clean, inviting atmosphere. We 
have aimed to make our entire yard as alluring 
to the buying public as a display room or an 
exhibition hall. To do this, we have, first of 
all, placed every foot of lumber and building 
material under cover. Weather conditions do 
not prevent our customers from shopping in 
comfort.” 

The entire yard is one mammoth building 











The Harris Lumber Co., Loveland, 
Colo., has a time saver for measuring 


and cutting wire screening. At the 
end of the long cutting table is a half- 
round depression in which the roll is 
laid. This is lined with sheet metal; 
and as the web is pulled out from the 
bottom of the roll, the roll will turn 
in this metal trough. The table is 
marked off in feet and inches; and the 
first mark, at zero, is a deep saw 
scarp. The web is pulled out until it 
reaches the desired length as indicated 
by the measurements on the table. 
Then a cutter, drawn across the web 
at zero and reaching down into the 
scarp, cuts the web quickly and 
squarely. 

To this should be added a rack for 
holding rolls of screening, as devel- 
oped by the Mawson-Peterson Lumber 
Co., Greeley, Colo. Space is at a pre- 
mium in the screen department, and 
this cabinet is placed against a wall. 
The side pieces slant away from each 
other, so that each shelf is two inches 
longer than the one below. There are 
three of these racks in a series; so 
while the shelves in the two end racks 
increase in length as they go up, those 
in the center rack grow shorter. The 
shelves are slanted toward the back 
so that the rolls will stay in place. 
Each compartment is clearly labeled, 
and a roll of a given length will fit 
only its own compartment. 
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with cement floors. The enclosure houses the 
rough lumber neatly piled and labeled for the 
customer’s inspection. The millwork, inside 
trim and office partitions, of which several hun- 
dred are sold in the course of a year, are ar- 
ranged in separate departments. 

The building is brilliantly lighted and has 
all the appearances of a huge lumber store or 
office. The smooth cement floor is swept sev- 


"s 
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Attractive Outside Display 


The Corn Belt Lumber Co.’s yard at York, 
Neb., has demonstrated in rather unusual 
fashion the fact that sales displays of trellis, 
lawn fence and garden furniture can be incor- 
porated into an attractive and natural archi- 
tectural effect that blends in with the office. 
These articles are becoming an important minor 

line in retail selling, as 


z j the public becomes more 


and more interested in 
outdoor living at home. 





Showing the landscaped 
front of office and dis- 
play of lattice, fencing 
and garden furniture of 
the Corn Belt Lumber 
Co., York, Neb. 





The unusual success of 
Long-Bell and _ other 


Te FET, 





eral times a day and vigorous dustings make 
cobwebs as scarce as wings on a snake. The 
enclosed yard is well ventilated in summer and 
in cold weather it is heated to the right tem- 
perature. 

The cleanliness feature has enabled the Riley 
yard to attract the home owner, the office 
building engineer, and the buyers for depart- 
ment stores and other commercial concerns lo- 
cated in the district nearby. 

When the Riley yard was started back in 
1906 the location was just another unsightly 
spot with dirty and squalid houses on both 
sides of the lumber piles and an old fashioned 
shed to keep the moldings, doors and sash from 
the elements. 

Speaking of the change he has made Mr. 
Riley says, “My first thought was appearance 
but I also said to myself, ‘I am in the lumber 
game to make it pay me a living. I will plan 
for the future by buying these undesirable prop- 
erties hemming me in and tear them down.’ 
These eyesores, a fire hazard and a detriment 
to trade, came down. In their places, I erected 
a warehouse to keep all stock under cover.” 

When business conditions became unsettled 
three years ago Mr. Riley was agreeably sur- 
prised to find that his customers continued to 
do business with him. Soon he discovered that 
they liked to come to his place because of its 
clean, attractive appearance. Then it was that 
he realized he was receiving real dividends on 
his efforts to beautify the yard. 





A Guide te Gluing 


An attractive and very interesting booklet 
entitled “Casco Gluing Guide” has just been is- 
sued by the Casein Manufacturing Co. of 
America, 205 East 42nd Street, New York. 
This booklet will be found invaluable by dealers 
who handle glue along with their stocks of 
paints and varnishes and who are not adverse 
to stimulating sales of that item by putting a 
little special effort into pushing it. This little 
book shows just how to do it, because it tells 
about more than fifty uses for Casco waterproof 
glue, based on personal experiences of users 
and most of them illustrated with small pictures 
which show just how it is done. 

Dealers who advertise “Fix It” service will 
get at lot of good ideas out of this booklet for 
making small household repairs with glue. It 
also tells how to make veneered panels and is, 
in fact, a very useful little handbook on the 
subject of the uses of glue. 

Lumber dealers desiring to know more about 
an adhesive that has a special affinity for wood, 
and therefore is a very appropriate item to 
stock, will do well to write for a copy of this 





Woop Fiser-CEMENT wood blocks were dis- 
played at the Leipzig (Germany) Fair, 


companies in marketing 
wood lawn furniture 
astonished even the men who first developed 
the idea; and apparently there are not many 
yards which do not carry this material and find 
steady summertime sales for it. Many yards, 
like that of the Corn Belt company, discover 
that the “silent salesmanship” of these articles 
on display, where those passing by can hardly 
avoid seeing them, is highly effective. In fact it 
seems probable that the larger part of these 
sales are made in this way. 





i yn Be Licked 


A refreshing example of what can be accom- 
plished by intelligent sales effort, even in the 
face of discouraging conditions, is furnished by 
a recent experience of Frank C. Reinhard, of 
the Chicago office of the Armstrong Cork & 
Insulation Co., manufacturer of Temlok. With 
the able assistance of Alton Hansen, manager 
of the Manitowoc (Wis.) yard of the Schmitt 
Lumber Co., 7,600 ft. of inch beveled Temlok 
insulating lath was sold to the County of Mani- 
towoc for ceiling of a new warehouse and ga- 
rage. The Schmitt Lumber Co. had indicated 
its intention of buying a full carload of Tem- 
lok on the strength of the 7,600-foot order. 
However, when the time came to place the order 
business appeared so slow, with no apparent 
prospects for immediate use of insulating board, 
that it was deemed inadvisable to buy a full car 
and it was suggested that the order be filled 
with an 1. c. 1. shipment. Instead of accepting 
the situation as inevitable Mr. Reinhard hopped 
out to Manitowoc and, working with Mr. Han- 
sen, began an intensive drive for insulation 
business. As a result, within two days 2,600 
feet of inch Temlok was sold for interior finish 
on some tourist cottages being built between 
Manitowoc and Two Rivers; 1,200 feet for ceil- 
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ing of a new machine shop; and 2,000 feet to a 
contractor for the interior of a cottage. With 
13,000 feet of inch Temlok already sold on defi- 
nite jobs, Mr. Hansen was so thoroughly con- 
vinced of the possibilities that he placed an 
order with the Armstrong salesman for an 
immediate shipment of a carload of inch ma- 
terial. All of which shows what can be done 
when salesmen refuse to be licked. 





Profit for Dealers in Renting 
Floor Sanders 


A source of profit now open to all lumber 
dealers is that of renting out floor sanding ma- 
chines. The barrier of the relatively high ini- 
tial cost of these machines has now been re- 
moved by the development of a new, light 
weight, high speed sander, which is thoroughly 
efficient and exceedingly economical in opera- 
tion, the motor being but ™% h. p. 

This new machine, which is about to be 
placed on the market, is a product of a well 
known manufacturer of 
floor finishing machines. 
It is the result of long 
experimentation, directed 
to the objective of devel- 
oping a machine suffi- 
ciently low in price to 
enable lumber dealers to 
install the machine at 
only a very moderate out- 
lay and rent it to custom- 
ers on a basis that will 
yield a very handsome 
profit on the small invest- 
ment required. 

The AMERICAN LuM- 
BERMAN has been watching this development 
with interest, and it is pleased to announce to 
its retailer readers that the machine is now in 
production. As this item is intended as a news 
announcement rather than as an advertisement, 
the name of the manufacturer is withheld, but 
detailed description, specifications and price of 
the new machine may be had by addressing the 
AMERICAN LUMBERMAN, 


Likes Cash and Carry System 


BincHamTon, N. Y., Aug. 29.—The acquisi- 
tion by Whipple Bros. (Inc.) of the yard for- 
merly operated by P. A. Kent & Co., at 490 
Court street, gives the first-named concern a 
total of nine yards operated by the parent 
organization, which has its headquarters at 
Laceyville, Pa. The Whipple yards are all 
operated under the “cash and carry” plan. 
which the company has found highly satisfac- 
tory. Commenting upon this policy, Lacey 
Whipple said: 

In each new 
have gone we 





we 
the 


into which 
to offer 


community 
have been able 








Here is a glimpse of the 
attractive float repre- 
senting the J. H. Mel- 
ville Lumber Co., Monte 
V ista, the 
parade which was a fea- 
ture of the annual Ski- 
Hi Stampede, held in 
that city Aug. 3 to 5. 
The city was crowded 
with visitors for this oc- 
casion, and the lumber 
company’s float at- 
tracted much attention 
and favorable comment 


Colo., in 
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standard, high quality materials at 
than they have been accus- 
because of the savings in our 
administration expenses made possible by 
our cash and carry policy. 

For instance, we carry no charge accounts; 
we eliminate a great proportion of the or- 
dinary amount of bookkeeping: we have no 
losses because of bad accounts; we have no 
delivery with eight 
yards, our makes it 
purchases at 


public 
lower 
tomed to pay, 


prices 


eXpenses In addition, 


large buying volume 


possible for is to make our 


more idvantageous Ngeures 





Retailer Installs Modern Kiln 


AvtpeMARLE, N. C., Aug. 30.—The Stanly 
Lumber Co., which operates a planing mill in 
connection with its retail lumber and building 
material business, and is one of the most ag- 
gressive concerns in this section, has announced 
the installation of a high powered Moore re 
versible cross circulation fan kiln at its plant 
here. Wood construction for the kiln building 
was decided upon as a measure of economy, and 
also in view of the fact that this type of con- 
struction is proving highly satisfactory in the 
modern system of kiln drying that has been in- 
stalled, using lower temperatures and _ faster 
circulation than customary. This new kiln was 
designed by engineers of the Moore Dry Kiln 
Co., Jacksonville, Fla. 





Sheltering Farm Machinery 
Saves Repair Bills 


The actual vy loss in depreciation of 
farm machinery left unhoused through all sorts 
of weather is only one form of loss the owner 
of the machinery suffers, says J. C. Wooley, 
chairman of the agricultural engineering de- 
partment of the Missouri College of Agricul- 
ture. In fact, the loss from a poor quality 
of work, loss of time when time is valuable, 
loss of crops, and the loss of energy and tem 
per which results from a struggle with a rust 
laden machine is often a greater factor than 
the monetary loss in depreciation of machinery. 


There are probably few farmers who have 
not at some time spent valuable time in at- 
tempting to scour with a soft brick a plow 
that had stood out in the weather all winter. 


In addition to the loss of time spent in scour- 
ing was the additional loss in the poor job 
of plowing done when the scouring process 
was finished \lost have also prob- 
ably struggled at some time with a rusty grain 
binder that refused to tie even a majority of 
the bundles until perhaps a whole day had 
heen spent in getting all the parts to function 
properly. \ often costly when 
grain is ripe and storms are approaching. 


Besides all the 
cient machinery to use and of 


farmers 


Such delays are 
advantages of having suff 
having the sat 
isfaction of knowing that the best practice in 
caring for tarm equipment has been carried 
out, there is considerable satisfaction in adding 
to the appearance of the farm by keeping the 
machinery out of the lots and fields. 

The 22x48 implement shed here illustrated 
provides shelter room for farm machinery 
It is constructed with timber frame and open 


front so that machinery may be run in with 
out being taken apart. This shed may also 
be used as a shop and a garage. <A descrip 


tion of this shed is contained in Extension Cir 
cular 247, “Farm Building Plans,” issued by 
the Missouri College of Agriculture, Columbia, 
Mo 





Miscou: College of Agriculture 
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Large Ohio Line-Yard Company 
Announces Adoption of Cash 
and Carry Policy 


Oak Harpor, Onto, Aug. 29.—The Gordon 
Lumber Co., which operates eleven retail yards 
in northwestern Ohio, has recently announced 
from its headquarters here that its business 
will hereafter be conducted on the “cash and 
carry” basis. 

In other words, it is planned to eliminate the 
expense of bookkeeping and collecting, by doing 
a cash business. All merchandise is now priced 
on the cash and carry basis, and if a customer 
requires delivery, an extra charge will be made 
for that service. It is the intention of the 
management that the savings thus effected shall 
be passed along to the customer. The entire 
stock in all the yards has been gone over and 
each item plainly marked with its description, 


LUMBERMAN 


September 3, 19082 


and wails that “business is bad.” Rather, he 
believes in setting forth the advantages of buy- 
ing, building and repairing now, and is willing 
to spend some money himself to build business 
for the future. The signboard was erected by 
the company’s own men, and all the materials, 
including the paint, were from the Pulse stock. 

The sign is 35 feet long. The camera of 
course could not reproduce the color scheme. 
The background is orange and the letters, 10 
inches high, are white and with a_ half-inch 
black outline which does not show in the pho- 
tograph. The cottage is ivory, and the shad- 
ows are in tones deepened with burnt sienna. 
The grass and tree effects are in two shades 
of green. The roof is umber lightened with 
white. The window shades are tan. The 
flower pot on the steps, holding a mass of bril- 
liant yellow, rose, pink and purple, is intended 
to centralize the effect, for both the cottage 
and the lettering, and the two divisions of the 
board are tied together by the little trick of 








Spend for the Home 
NOW 


Your Dollar Buys More 
TODAY 
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Combination signboard and roofing display of W. C. Pulse Lumber Co., Greensburg, Ind. 


grade or quality and the cash price in clear, 
legible figures. 

It is announced that the new policy will 
mean a saving of thousand of dollars annually 


to the people of the communities where this 
company operates. Summing up the situation, 
LL. O. Kilmer, assistant general manager of the 


Gordon Lumber Co., said 

“We feel that during the present economic 
situation we are taking a step forward to help 
eliminate depressive conditions. By doing a 
cash business, we are enabled to give our cus- 
tomers a very substantial discount, which at this 
time we feel is very essential to induce the 
purchase of such commodities as we have to 
ofter. 


. . . 
Dealer Has Striking Outside 
Display 

\bove is shown a lumber dealer’s signboard 
that embodies the unusual and clever idea of 
also being a display of roofing materials, differ- 
eut kinds of which are shown in the seven 
panels ranged along the top of the board. 
Equally if not even more striking is the mes- 
sage “Snend for the [lome Now,” coupled with 


the statement that “Your Dollar More 
Today.” 





Buys 


This signboard stands in front of the loading 
lot of the W. C. Pulse Lumber Co., Greens- 
burg, Ind., with the planing mill at its left and 
the office, shop, store 
and shed on the right. 
This artistic and attrac- 
tive creation was re- 
ently designed and ex- 
ecuted by Smiley Fow 
ler, wha conducts 
Fowler's Sign Shop in 
Greensburg. 

Roy Rutherford, man- 
ager of the Pulse com- 
pany, is not the type of 
man who sits down 


“spilling” the green lawn over into the mes- 
sage space. 





Kids Coles ide tae Prizes 


As a means of directing attention to its news- 
paper advertisements and at the same time pro 
viding an interesting “stunt” for the young 
folks of the community, the Harris Lumber 
Co., Loveland, Colo., announced that it would 
award cash prizes to children under fourteen 
years of age who turned in the best colored 
copies of the company’s advertisements, clipped 
from the paper as they appeared during August. 
lirst prize of $2. second of $1, and third and 
fourth prizes of 50 cents each were offered. 





Accepts Trade Extension 
Chairmanship 


Wasnuineton, D. C., Aug. 30.—Carl L. Ham- 
ilton, vice president and secretary of General 
Timber Service (Inc.), of the Weyerhaeuser 
interests, has accepted appointment by the di- 
rectors of the National Lumber Manufacturers’ 
Association as chairman of the trade extension 
committee. KE. L. Kurth, vice president and 
general manager of the Angelina County Lum- 
ber Co., Keltys, Tex., chairman of the trade 
extension committee of the Southern Pine As- 
sociation, has accepted the post of vice chair- 
man of Mr. Hamilton’s committee. For a 
number of years Mr. Hamilton has been ad- 
vertising and merchandising executive of the 
Weyerhaeuser interests, and, as a member of 
the trade extension and publicity committees 


of the National Lumber Manufacturers’ <As- 
sociation, has done yeoman service. He is 
deeply interested in lumber trade extension 


efforts, and believes that group effort along 
this line is indispensable, no matter how active 
individual manufacturers may be in their own 
promotion work 








Septen 








of hi 
home 


age t 
and 1 
ly gr 
the v 
to st 
hom 
si 
more 
meat 
cleat 
lieve 
the 
to hz 
as t 
writ 
vare 
two 
stru 
toa 
ay 
beg: 
of 1 
plar 
noti 
othe 
con: 
full 
and 
ser 
whi 
the 
Tos 
pre 
vea 
it 
tea 
aid 
lad 
day 
wh 
As 
mi: 
on 
da: 
at 


19.3.2 


, he 
buy- 
lling 
iness 
1 by 
‘ials, 
rock. 
a of 
eme. 

10 
inch 
pho 
had- 
nna. 
ades 
with 
The 
bril- 
ided 
tage 
the 


© ot 








Ws- 


ro 

ung 
iber 
vuld 
een 
red 
ped 
ust. 
and 


4m- 
oral 
iser 
di- 
ers’ 
‘ion 
and 
m- 
ade 
As- 
ur- 
Y a 
ad- 
the 

of 
ees 
As- 

is 
ion 
yng 
ive 
wn 








September 3, 1932 


AMERICAN LUMBERMAN 


29 


















[J 


eo 


=F = 
An 


% 
(we my 


Fone 


jvement 









A Home of Your 7 


















Time Proves Wisdom of 
Investing in a Home 


A man who in the heyday 
of his youth dreamed of a 
home, and who had the cour- 
age to make the fight for it 
and won, today is profound- 
ly grateful that he was given 
the wisdom at that early age 
to start on the hard road to 
home ownership. 


“Of late I have thought 
more and more of what it 
means to have our home 


clear and paid for, and be- 
lieve it is still possible for 
the common working man 
to have a home, just as much 
as to own an automobile,” 
writes Lew S. Yost, of Har- 
vard, Neb., who twenty- 
two years ago started the 
struggle against odds to win 
to a home of his own. 

“When I was about 16 I 
began to dream of a home 
of my own. I wanted to 
plan and build it myself. I 
noticed homes more than 
other boys; I noticed their 
construction, the value of a 
full basement, interior finish 
and outside appearance. 

“After fifteen years of ob- 
servation I married a girl 
who was also interested in 
the home-of-our-own plan. 
Together we planned our 
present home. ‘[Wwenty-two 
years ago I started building 
it myself. I borrowed a 
team of horses, and with the 
aid of a 16-year-old neighbor 
lad and one man for two 
days, in four days I had the 
whole basement excavated. 
As there was no concrete 
mixer in town I had to make 
one myself. This took two 
days. I hired a gas engine 
at $3 a day (20 horsepower 
—all that was available.) In 
a day and a half with two 
men and the lad, I ran all 
the walls. The house was 
two full stories and _ full 
basement, the front porch is 
10x36, the back porch 10x22 
with a sleeping porch above. 
I made the concrete columns 
of the porch in a home-made 
form, 


“My son was seven years 
old at the time, yet he helped 
and was on the job every 
day, handing up nails. 

“T figured out every bit of 
the work before I started, 
even to the hot water heat- 
ing system, which incident- 


“We all enjoy our home. 
\We enjoy the yard with its 
shrubs and flowers and our 
small garden patch in which 
we raise considerable food. 
My wife loves the large win- 
dows which at the time of 
building were considered 
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SPEND YOUR MONEY FOR A HOME 
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Over a Million Per- 








ally, has never caused us a 
dime’s worth of trouble in 
twenty-two years. I had 
built-in cupboards, and the 
first beam ceiling in the 
town was in our dining 
room. I laid fine oak floors 
and my wife asked why? 
They usually laid only oak 


borders at that time. I said, 
‘So we can dance on it!’ 
Kighteen years later our 


daughter 


had her birthday 


something out of the ordi- 
nary. We have had a happy 
home through all these 
years, and having planned it 
thoroughly before starting, 


having used honest, durable 
materials throughout, and 


having built the very best I 
knew how, with the best ma- 
terials I could afford, keep- 
ing it up-to-date and in good 
shape, it has lasted us per- 
fectly, and will last us, and 











Lew S. Yost and the home he planned and built himself twenty-two 
years ago and still lives in. 


dance on that same floor, as 
good as new. 

“T have added conveni- 
ences from time to time. We 
have been able to put in all 
desirable improvements as 
they came out, running 
water, water heater, etc. 


our children, for a 
many years to come. 


great 


“Am I glad I built it? 
Well, I'll say I am! Our’s 


is not that American Home 
some orator defined as ‘An 
empty house that stands in 
front of the garage.’ ”’ 


Should Hubby Have a 


Den? 
A woman writer on home 
furnishing, interior decora- 
tion and kindred subjects 


strongly advocates the prop- 
osition that the man of the 
house is entitled to a room 
of his own—a “den” in short, 
where he can do about as he 
pleases. 

She says that while a great 
many homes nowadays are 
beautifully planned and 
equipped as regards living 


room, dining room, kitchen, 
breakfast alcove, bedrooms 


and storage space, the one 
thing that is overlooked is a 
den, library or study, where 
a man can be by himself to 
read, work and “feast his 
soul,” as it were, secure from 
all intrusion. 

Likely enough many a 
man would be happier had 
he such a retreat to house 
his secretly treasured trophies 
which now collect ignomini- 
ous dust on some top pantry 
shelf because they don’t fit 
into the decorative scheme 
of the living room; a place 
where he could fuss over his 
fishing tackle, golf clubs, 
tennis rackets and other per- 
sonal belongings. 

In this sanctum, too, if he 
is a reader, he could keep 
his books, which perhaps are 
too numerous, in the fem- 
inine opinion, to “belong” in 
the living room. Here they 
may rest easier and here the 
owner may peruse them 
when fancy dictates. Who 
knows, he may never read 
them ; but they are there like 
old friends always ready to 
chat with him. Then there 
are all those photos of col- 
lege or army days which one 
by one have been routed 
with the fleeting years from 
parlor, living room and bed- 
room. In a den there is no 
excuse for their not getting 
the most conspicuous place 
on the wall, if “he” wants to 
have it so. 


Show this page to your local editor. He may want to use some of it. 
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Control of Expense by 
Control of Stocks 


Depression has taught business executives 
many bitter lessons in economy during the past 
two years. Reductions in sales volume and in 
gross incomes of business enterprises, sudden or 
gradual deflations in prices of commodities, have 
had their effect in the reduction of payrolls, 
the paring of overhead, the slashing of adver- 
tising expenditures, and in every line of en- 
deavor, the careful scrutiny of annual budgets 
of expense items. 

The retail lumber business has suffered in 
company with others. Here, too, the budget has 
become an important center of interest. To 
budget, in a commercial enterprise or industry 
refers more or less to controlling annual ex- 
penses in the ordinary conduct of the business. 
George J. Henritzy, C. P. A. (Md.), vice presi- 
dent and treasurer of Galliher Brothers (Inc.), 
Asheville, N. C., has carried budgetary control 
deeper into the mechanics of the lumber business 
and has applied it directly to the control of 
stocks held in the company’s warehouses. 

“Speaking of control from this angle,” Mr. 
Henritzy said when interviewed, “we do not 
enter the budgetary field as to expenses of 
doing business, as in the generally understood 
meaning of the term. The retail lumberman 
will find expense control more effective by the 
use of stock control, as an aid in the prepara- 
tion of his annual expense budget. Budgetary 
control of stocks and invested capital, turns of 
various classes of capital and cost of stock 
turns, are reflected directly in fixed charges, 
such as the rental group, interest on investment 
in merchandise, insurance and taxes. 

“In business we find that controlled stocks, 
when correlated with a budget of sales and 
expenditures, places investment in the position 
of securing its greatest return. Bulletin 64, 
issued in 1927 by the Bureau of Business Re- 
search of Harvard University, states that ‘Lum- 
ber firms having a stock-turn of three times 
or over a year commonly had substantially 
lower total expense than did lumber firms whose 
stock-turn was less than three times a year. 
The groups of lumber firms having the higher 
rates of stock-turn, moreover, commonly made 
a net profit of 2 percent of net sales, whereas 
those turning their stock less than three times 
a year commonly sustained a loss of one per- 
cent of net sales. 

“Rapid turnover of stocks and capital in the 
conduct of our business has obtained results for 
us which should be of interest to other dealers. 
The depression years placed a great many bur- 
dens upon. the lumber and material dealer 
throughout the country, and Galliher Brothers 
(Inc.) have experienced the same difficulties 
that confronted others. Our method of con- 
trolling stocks under these conditions enabled 
us to reduce fixed charges and to show a de- 
cided improvement in operations. 

“To maintain minimum but complete stocks, 
we analyzed all charges of a fixed nature, such 
as rental and space costs, taxes and insurance. 
These costs were found capable of being more 
or less controlled by establishing some form of 
control on stocks. Having arrived at a method 
which promised to give the desired result, 
stocks were then broken down into classes and 
units and the control was established. 

“Should a dealer at the beginning of the year 
purchase $100,000 worth of merchandise, suffi- 
cient to carry him through a twelve months’ 
period and should his ‘cost of goods’ amount to 
$100,000 for this period, he will turn his stock 
but once annually. Meanwhile, he will be sub- 
jected to interest charges, insurance, taxes and 
space costs on the basis of $100,000. If how- 
ever, this dealer should reduce his stock to 
$50,000 (by a careful analysis of his require- 
ments and turns) he will not only release 
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$50,000 for investment or other purposes, but he 
will turn the stock at a two- time rate per year, 
with consequent reductions in fixed charges, 
such as space costs, insurance and taxes, as 
well as less depreciation or a smaller loss in 
stock, and lower handling costs. It is obviously 
the better plan to buy stock more often and in 
smaller quantities, by purchasing a larger num- 
ber of different items per car. 

“A carload buyer of a certain item that turns 
but once a year will sometimes argue that he 
obtains a ‘quantity price’ or discount for car 
buying. True, but does this car buyer know 
the cost per turn of his stock? Does the car 
price give him a reduction in price greater than 
the saving between a one-time turn at a cost of 
$23.67 and a four-times turn at a cost of $10.40 
per hundred dollars of invoice cost? If so, his 
reduction for car buying must be greater than 
$13.27 per hundred, or 13.27 percent better than 


the less than carload Mini- 
price. —= om 
“A survey made in 
1930 shows that our cost °° a a Po 700 


of turning stock, based = 2x4-12 
on $100,000 in annual 
cost of purchases, amounted for a one-time turn 
a year to $23.67 for the handling of each $100 
invoice cost. The same $100 stock can be 
turned twice for $14.75, three times for $11.83, 
four times for $10.40, and six times for $9.01. 
Surely this is a saving worth considering. A 
table of costs is shown below: 
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Controlled Stocks Put Invest- 
ment in Position to Secure Its 


Greatest Return 


parative form with this model’ will establish 
weakness of financial condition. 

“Increasing the rapidity of stock turns re- 
sults in a source of real profit to any retail 
business. How to increase stock turns is a 
matter which should engage the attention and 
energy of every lumber dealer. Galliher Broth- 
ers (Inc.) have utilized a simple method of 
constantly budgeting stocks and purchase com- 
mitments and controlling their investment in 
stock. Comparative stock sheets are used for 
this purpose and are checked weekly as to pur- 
chase requirements. The arrangement of such 
a unit comparative stock sheet may vary. The 
one used by this company lists the items and 
the minimum amount of stock in vertical col- 
umns at the left of the sheet, with the date of 
the weekly stock checks notated at the top of 
the sheet from left to right. 

“The arrangement of the sheet is as follows: 


Number pieces on hand on dates indicated 


1/9 1/16 1/23 1/30 2/6 2/13 2/20 2/27 
*600 *1,000 


500 300 800 650 500 350 275 


“Only one item, the 2x4-8, is carried through 
the table in this illustration, as an example. As 
each item reaches the minimum of stock re- 
quired in the left-hand column the dealer orders 
more of that item, in accordance with his ex- 
pected seasonal demand. Reference to the same 
period of previous year indicates the movement 


COST PER TURN OF STOCK—1930 


No effect given to purchase discount or interest on investment in rental charges. 
(Costed from buying function to point of loading) 


Average Mdse. Invoice Cost............eeee00:. 
SE DRO, POUR veces cecsccesectarseees 


Buying, 


City and county tax, Tangible and Intangible... 
DE 9.6 oda eNe eh 64S Wh ete HONE ORERE D+ 


Interest 


Total cost of stock and fixed charges.......... 


“Tt will be noted in the above, that the cost 
of handling stock is reduced in proportion to 
the number of turns per year. 

“A $100,000 investment in a retail lumber 
enterprise should have performance budgeted by 
balancing investment with operations, based 
upon average turns of various balance sheet and 
profit and loss items, somewhat approximating 
the following set up: 





Times 

Annually 
err 3 
Inventory turns to cost of sales......... 4 
Accounts receivable turns to charge sales 6 

Charge sales to total sales........ 90 percent 

Cash sales to total sales.......... 10 percent 

Land, buildings and equipment turn 
ie eRpneeeeeNsereenr ene Rmee 3 times “annually 


Percent of gross to be realized.......... 
33% percent on sales or 50 per cent on cost 
“Based upon the above, we develop sales 
amounting to $300,000 less the 33% percent 
gross, the cost of goods will be $200,000 and 
the average inventory $50,000. A model bal- 
ance sheet for such an enterprise is developed by 


the above ratios as follows: 
Percent 


ASSETS of total 
Cash (Average Requirements).$ 5,000 3 
Receivables (6 turns)......... 35,000 25 
Inventory (3 mos. supply)..... 50,000 36 
Land, Buildings and Equipment. 50, 000 36 

pn caetinw ane $140,000 100 

LIABILITIES 
ee ren $ 15,000 9 
EG OS Pree 25,000 18 
i irg av dae ails ww oe en.c's aa 100,000 73 

Potel Taemtiew .cccccicces $140,000 100 


“Comparative balance sheets set up in com- 








1 Turn 2Turns 3Turns 4 Turns 6 Turns 
er $100.00 $100. 00 vane. 00 $100.00 $100.00 
ee 12.66 9.37 ot 7.73 7.18 

$112.66 9200.37 $108.27 $107.73 $107.18 
ediracied 3.10 1.5 1.03 .78 52 
jak aren 1.13 55 .36 at 18 
oem 6.78 3.28 2.17 1.62 1.13 
camaig $123.67 $114.75 $111.83 $110.40 $109.01 

of these items in proportion to volume. The 


stock of 2x4-8 taken for illustration as the first 
item in the list on the sheet has minimum set 
at 300 pieces. This minimum was reached on 
Jan. 16 and a star, placed on the column of 
that date, marks the time for ordering more of 
this item, 600 pieces being placed on order. 
Later on, Feb. 20, the minimum again having 
been reached, an order for 1,000 additional pieces 
was placed to care for an expected seasonal 
pick-up in demand. 

“Having thus established a careful weekly 
check on every item in stock, the dealer has 
secured for himself not only information which 
will prevent an accumulation of too much stock 
in any one item, but has also secured a weekly 
check which will tell him the exact speed at 
which each item is moving. The buyer will 
soon find that he interprets pieces or thousands 
of feet in ‘week’s supplies’ and will then buy 
according to his ‘week’s supply’ requirements. 
This enables him to push the lines which are 
moving slowly, or convert them into more rap- 
idly moving items, in order to increase the 
speed of his annual turns of stocks. The weekly 
check can be made by physical count or from 
an analysis of weekly sales of the particular 
items. 

“Specialty lines and their turnover should be 
studied carefully. No specialty should be taken 
on where the unit sale is less than the average 
unit sale realized for the stock of the com- 
pany as a whole. Delivery costs per unit sale 
increase as the amount of the unit sale decreases. 
A specialty which will turn 5.5 times per year 
at 30 percent gross yields 165 percent gross 
annual return on the average investment. All 
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specialties should conform to the acid test of 
realizing a greater gross annual return than 
the average for the business. 

“One measure of performance is the average 
unit sale per truck mile. Set up in comparative 
form over monthly and annual periods, this 
measure will furnish the management with an 
incentive to build up the average unit sale by 
way of suggestive selling, price revision upward 
on small unit sales, as well as a modest delivery 
charge on small ‘once in awhile’ sales. 

“Tt is not the intention in this interview to 
urge lumber dealers to increase their annual 
turns of stocks by removing price resistance. 
Where business is done at a low percent of 
gross, sales are forced to unreasonable figures by 
the removal of price resistance and credit selec- 
tion becomes more difficult. It is the wiser plan 
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for the dealer to control his stocks, learn more 
about the rate at which the different items and 
classes are moving, and to push his sales to in- 
crease his annual rate of turns by methods 
compatible with credit selection and the main- 
tenance of a reasonable price level.” 





‘New Opportunities in 
Real Estate" 


MILWAUKEE, Wis., Aug. 30—S. S. Solie, 
Janesville, president, and D. S. Montgomery, 
Milwaukee, secretary, of the Wisconsin Retail 
Lumbermen’s Association, headed a delegation 
of more than a dozen members from various 
parts of the State who attended a special dinner 
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meeting of the Milwaukee Real Estate Board 
at the Hotel Schroeder, Milwaukee, today to 
hear Lawrence T. Stevenson, Pittsburgh, presi- 
dent of the National Association of Real Estate 
Boards, talk on “New Opportunities in Real 
Estate.” Intense interest was shown in the 
visit of Mr. Stevenson, because of his knowl- 
edge of the new Federal home loan bank sys- 
tem. The principal portion of his address was 
devoted to an explanation of the workings of 
the system, which is expected to accomplish in 
the real estate and building field what the 
Federal reserve system has accomplished in the 
financial field. In addition to the lumber deal- 
ers, the meeting was attended by representa- 
tives of the Milwaukee Home Show committee, 
the State Building & Loan League and the 
Wisconsin Real Estate Brokers Association. 
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Yard foreman meets the customer 


at this point in yard of the San 
Gabriel Valley Lumber Co. 


One side of the warehouse salesroom, showing some of doors open, 


disclosing merchandise 


Yard Layout Makes Favorable Impression 


ArcapiA, CALir., Aug. 27.—The amount of 
publicity a dealer’s materials may get on Sun- 
days, when so many persons out riding stop at 
homes under construction and inspect them, is 
rather surprising, according to L. Muller, man- 
ager of the San Gabriel Valley Lumber Co., 
here. They are interested because they hope 
some time to build homes of their own. They 
want to see what others are doing, and every 
construction detail comes under their scrutiny. 
If the lumber being used looks good the visitors 
comment upon it; they comment when it looks 
poor, too. 

“We carry only No. 1 materials,” Mr. Muller 
explained, “and so get all the advertising value 
due such materials. Visitors looking over 
houses under construction recognize that 
quality material is being used. A sign on the 
premises explains that we furnished the lumber. 

“We would rather lose the business of the 
price-minded customer than to sacrifice the 
advertising value of good merchandise on a 





racks for end-piled lumber in yard of San Gabriel Valley 
Lumber Co. 


job. Most people want good materials; the 
price-minded are hard to satisfy and are not 
profitable customers.” 

The lay-out of the yard is such as to give 
the incoming visitor a favorable impression. 
The main entrance is on the street intersecting 
the avenue on which the office building faces. 
The driveway comes in behind the office build- 
ing, and the incoming visitor sees, directly 
ahead of him, the warehouse in which are 
stocked nails, roofing, sash and doors, wall- 
boards, hardware and other items. 

Straight ahead may be seen, at a distance, 
the uncovered piles of lumber, stacked on end, 
with the supporting racks painted white. 
Slightly to his left is the yard office, and a 
bit more to his right is the entrance to the 
finish shed, in which, after he has driven a 
few feet into the yard, he sees the stacks of 
quality finish material. 

In normal times, Mr. Muller says, there is 
always someone in the yard office to meet the 





incoming customer; for the regular customers 
have adopted the practice of contacting the 
yard foreman the first thing, instead of going 
into the office and then being directed, or es- 
corted, to the yard office for fulfillment of their 
wants. More recently, the yard foreman’s 
duties have had to be increased, so a bell has 
been installed by which the customer may 
summon him. It is advantageous, says Mr. 
Muller, to give every visitor instant attention; 
so there is another push button in the office 
by which the yard foreman or others may be 
summoned when the office manager sees a cus- 
tomer about to drive in. 

The warehouse is surrounded by driveways, 
and there are sliding doors on three sides, with 
a low platform surrounding the building. This 
enables the employees to load materials from 
points nearest to their stations inside the build- 
ing. Panel and wallboards are taken in and 
out of these doors, which when opened dis- 
close the racks. 








A “selling” display of trellises on platform of warehouse of salesroom 


of San Gabriel Valley Lumber Co. 
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Amusement Room Fills Real Need 


Once considered a luxury, the 
amusement room today is a neces- 
sity, in many homes. As a rule 
basement space is available, and all 
that is needed to add another very 
useful room to the home is a mod- 
est expenditure for proper wall 
covering and possibly flooring and 
ceiling. The experience of numer- 
ous families which have installed 
such rooms in the last few years is 
that the amusement room is used 
more hours than any other room in 
the home. 

It is worth while to indicate to 
the prospect the many hours a day 
in which an amusement room will 
be used. It is well said that an 
amusement room works twenty- 
four hours a day. Here are just a 
few of the many ways in which it 
“earns its salt.” 

As a play r¢ for 
sters in the daytime. 
knotty pine not 
occasional bumps and mars. 
generous cupboards 
built into an 
are ideal for 
When the 
with their 
pushed into 


doors closed, 


om the young- 

Walls of 
harmed by 
The 
invariably 
amusement room 
keeping playthings. 
children are through 
play, toys can be 
the cupboards, the 
and the room is 
again in order, This feature saves 
mother many 

AS a 


are 


steps. 

for club meetings. 
Mother belongs to the bridge 
club, father to the Camera Club 
and Mary has her school society. 


room 


For either afternoon or evening 
meetings, the amusement room is 
ideal. 

As a meeting place for the 
young people Mary's and Bill's 
friends will come to the house 
more frequently, there will be 
less going out, more fun at home, 
when the home includes a com- 
fortable amusement room, An 


amusement 
table and ¢ 


room with billiard 


especially for the Christmas tree. 
New Year's celebration and other 
holiday festivities. 
As a gun or 
Amusement rooms are 
rily built with gun 
cupboards providing 
place for hunting 
equipment, golf clubs, tennis 
rackets and all the other para- 
phernalia of sport. Such a room 
keeps peace in the family and 
makes it possible to find sport- 
ing equipment quickly and easily 
without tearing the house down. 


sports room. 
customa- 
and 

Storage 
and fishing 


racks 


As a room for entertainment 
and home motion pictures. Char- 
ades, movies—all kinds of home 
entertainment can be given con- 


cludes working drawings and a list 
of material for estimating. 

This room is in simple, early 
American style and is 20 feet long 
by 11 feet, 8 inches wide. It is 
planned for the space often avail- 
able in the basement below the 
usual living room 20 feet by 13 or 
14 feet wide. At reasonable cost, 
it turns what was formerly waste 
basement space into a useful, en- 
joyable room. 

The walls are Shevlin pine 
knotty finish—large knot type— 
milled with a simple feather edge, 
one of the earliest designs used 
in American homes and. one oi the 
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Showing the amusement room described in this article. The inset illus- 
trates the Dutch door buffet feature 


easiest for the lumber dealer to 
furnish. 
The room contains a generous 


brick fireplace. On one side of 
this is a built-in cupboard made 


so that card tables can be stacked 


On the other side of the fire- 
place are two cupboards flanking 
a gun rack with square paned glass 


doors. Below the gun rack are 
still other cupboards for storing 


game equipment. 

One of the most popular features 
of this room is the built-in buffet 
or bar. The problem of serving a 
crowd with minimum help, always 

oar ; _ - 
a difficult one. is conveniently 
solved by this bar. In the wall 
across from the fireplace is an in- 
nocent-looking Dutch door. As long 
as it is closed it is a door, and 
nothing more. But when the upper 
half of the door is opened a com- 
plete serving booth is revealed, 
equipped with counters and shelves. 
A small shelf on either side of the 
lower door provides a complete 
serving counter. In this buffet, 
glassware, dishes, and silverware 
may be kept ready for entertain- 
ing. If desired, the buffet may be 
equipped with electric lights, hot 
and cold running water, and either 
gas or electric stove connection. 

Lumber dealers will find that 
having this practical plan to show 
to prospects is a great help in get- 
ting them definitely interested in 
installing amusement rooms. 

Many families take out the old 
heating equipment and install oil 
burners in the fall. This eliminates 


the unsightly coal bin and also 
gives space for the recreation 
room. When a man is putting in 


an oil burner is an ideal opportu- 


nity to sell him an amusement 
room. 

Holiday and winter entertain- 
ment is just ahead. The amuse- 


ment room is needed more during 
the winter months than at any 
other time in the year. This makes 
it ideal for fall sales. 

The plan (which is_ called 
“Gates,” and is No. KP5532) for 
the Shevlin pine amusement room 
will be sent without charge to 
any dealer who writes to the Shev- 





her games is a safe- 

guard over the recreation of the 
young people. : 

As a place to hold parties. veniently in the amusement 
Quite apart from the club meet- room. 
ings are the parties enjoyed by Recently the makers of Shevlin 
every family with a place for pine have made a study of amuse- 
them. These can be held more ment rooms and as a result have 
frequently and with less work ° 
when there is a room equipped prepared a plan_for a moderately 
for this purpose. The amuse- Priced room to fulfill the purposes — in 
ment room is the ideal place for Just outlined. The complete plan 
parties throughout the year, and is offered by the company. It in- 


the lower 


shelves above. 


sections, and 


and other equipment kept on the 


lin Pine Sales Co., 900 First Na- 
tional-Soo Line Building, Minne- 
apolis, Minn. Others may have it 
by sending 10 cents. 


cards 








DAD AND DUNCAN: 


Hardheaded Retailer Agrees With His 


Progressive Son, 


With Reservations 








DEAR DUNCAN: 

Your ideas about shaking up the old office 
and turning it into a sales shop are pretty good, 
and you don’t need to apologize for them. Of 
course, as you point out, this is hardly the time 
to gO pansy on expensive decorations and all 
that stuff. Discounting the bills is consider- 
ably ahead of putting oriental rugs on the floor 
or drypoint etchings on the walls. But just 
because it is a time when caution is the word, 
we may be able to do the needed things in a 
reasonable and sensible way. 

There’s been a lot of advice blowing around 
of late about getting down to bare poles; ad- 
vice that is needed in a sad number of cases. 
If it has to be done, it has to be done; and 
that’s that. But at least some of this advice 
has been pure panic, and too often it’s been 
taken in a panicky way. 3ad all around. 


When a dealer is needlessly scared and shows 
it, and there are at least a few in that shape 
for little reason, he scares other people who 
can and should spend some money for building 
and repair. 

It’s been rather interesting to me that this 
bare-pole idea seems to be urged by the same 
people who three or four years ago said we 
ought to expand sales equipment and take on 
big-corporation ideas and salaries and settings. 
Both pieces of advice have been good—for cer- 
tain people. But both have been handed out, 
one after the other, as sovereign remedies, good 
for man and beast. To the insomnia victim 
they have been a stimulant, and to the sluggish 
a sedative. A person guesses that this con- 
tradictory advice is the product of a failure 
to take full account of two facts: First, that 
business policies and equipment are tools, and 


are good only when they fit the dealer and his 
trade; and, second, that a business can’t be 
built in a vacuum but must always reflect the 
customers. If you have a fair idea of a man’s 
customers, their incomes and social standards 
and spending habits, you can guess about what 
that man’s business will be. And if you know 
thie business and the man, you can fix up a 
fairly accurate diagram of the kind of tools 
he can use to good advantage. 

In the days when money seemed to roll in 
under its own power and when prosperity ap- 
peared to be chronic, a lot of us got our yards 
and offices away ahead of our customers. We 
jacked the fixed assets up to an elevation the 
trade couldn’t have supported even if dreams 
had come true. But at the other side of the 
picture were the dealers who wouldn’t spend 
a nickel to put a coat of paint on the old ten- 


TCA 


LRT LD PT Pe 


hel a Cen 


~ 


—< 


TEAS HEN LTE 


LEER FATS 


CRU ig 


Septen 


by-twe 
that th 
positio 
in fixe 
so har 
see al 
fist of 

But 
extren 
the lu 
the ol 
aband 
by the 
never 
Appa 
let tl 
sonall 
Unles 
be sc 
office: 
deier! 


A 
pate 
Lum 
heav 
WICl 
ises 
deal: 
thor 
fore 
stall 
on | 
ing 
of t 
by 1 
teri: 
wer 
spec 

1 
pre ) 
par 
izin 
bull 
sar 
thr: 
in 
of 
bri 
fou 
mit 


abe 





19.3? 


fire- 
king 
plass 
are 
ring 


tures 
uffet 
ng a 
ways 
ently 
wall 
1 in- 
long 
and 
pper 
‘om- 
aled, 
Ives. 
the 
slete 
ff et, 
vare 
ain- 
y be 
hot 
ther 
n. 
that 
h« Ww 
get- 
| in 


old 
oil 
ates 
also 
tion 
x in 
rtu- 
lent 


ain- 
use- 
ring 
any 
ikes 


lled 
for 
0m 

to 
leV- 
Na- 
ne- 
p it 





his 

be 
the 
in’s 
rds 
hat 
ow 


ols 


in 
ap- 
rds 
Ve 
the 
ms 
the 


ond 








a IP 


Teg URE 


a NE PRES 


at in 


RTE 


& 








September 3, 1932 








by-twelve office. It happens at the moment 
that the boys who went Scotch are in a favored 
position ; for, with the very minimum invested 
in fixed assets and with customers who look 
so hard at a dollar and a board that they can’t 
see anything else, these lads can make a fair 
fist of paying a return on investments. 

But | am contrary enough to believe that both 
extremes are wrong. The people who tell us 
the lumber yard of the future is going to be 
the old model of 1873, with the office in an 
abandoned hen house and the boards sheltered 
by the stars, are really saying the country will 
never recover. Do they actually believe that? 
Apparently some of them do. .We'll have to 
let the future settle the argument; but per- 
sonally I stand to be counted on the other side. 
Unless all abiding signs fail, it isn’t going to 
be so long until we'll be wanting yards and 
offices equipped to supply a great volume of 
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we'll have to deal with a public trained in mer- 
cantile service. They'll not forget what they 
learned in the days B. C.—before the crash; 
and they'll want their money to count not only 
in quantity but also in quality purchases. We've 
got to expect and prepare for new demands. 
Some people who should know are saying, for 
instance, that the Chicago World’s Fair next 
year, with its new designs and the new forms 
of construction certain to be exploited there, 
will give the customers a fresh flock of ideas. 
It's a far cry from the yard of ’73 to the 
probable ’33 dwelling. 

The most important part of selling equip- 
ment is the apparatus a dealer carries around 
in his head. But nobody can see that, so he 
needs something with which to make his ideas 
tangible; and that means a sales room. What 
is a sales room for? It’s to help people decide 
about those things they don’t quite understand. 
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and that’s right. But just a split second be- 
hind the lady’s question about design will come 
the man’s inquiry about costs; and we've got 
to be fixed, in our sales department, to give 
rapid and accurate estimates. 

Model rooms are often good; but it’s my 
guess that most customers want to see details; 
for it isn’t often that a particular room will 
exactly ring the bell, and the customer then 
takes the room to pieces in his mind and looks 
at details. Do you know the detail the great 
majority of women ask about? Floors. Do 
you know what the majority of men will ask 
about, once they’ve been pried loose from costs 
for a moment? Insulation. And so on. 

It’s our job to sort out the things that will 
answer the most questions and to fix them up 
in a display that isn’t a mess and that will fit 
in both with customer interests and with our 
continuing sales policies. 
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The outstanding feature of this new 
product and its application is economy, 
particularly in the remodeling or modern- 
izing of old buildings. To re-cover an old 
building with these brick, it is not neces- 
sary to disturb the foundations, cut 
through porches, or make any changes 


schools, and other institutional buildings. 
Railroads and oil companies also are con- 
sidering 
dressing up some of their old frame sta- 
tions. 
uct has unlimited possibilities, and should 
be of particular interest to dealers who are 


their use in modernizing and 


Apparently this new patented prod- 








Old Construction 








in doors or windows. This new method 
of application allows the starting of the 
brick at any point, without providing for a 
foundation. This possibility alone per 
mits a considerable saving. 

These new veneering brick weigh only 
about 20 percent as much as regular face 
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endeavoring to find a way to maintain their 
business volume during the prolonged lull 
in building, by encouraging modernizing. 





The two-section view at right shows how Ludo- 


wici veneer brick are applied 
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| Side View of Strip 











Feat View of Strip 


Before and after: Photographs show a residence in Peru, Ill., being modernized with Ludowici veneer brick. It is interesting to note the growth 
of the sriall tree which appears in the old photograph taken thirty years ago when the home was built, as compared with the same tree in the 


picture of the house while being remodeled with this new product 
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REALM 5. 


AMERICAN LUMBERMAN 


RETAILE 


A Prominent Dealer Discusses 


Cash Sales 


G| The “Cash-and-Carry” Considered as a Temporary 


Expedient, and as a Permanent Policy 
GO Do Low Prices, Without Service, Attract Trade? 


Some stories about cash-and-carry lumber 
yards have been printed by the AMERICAN 
LUMBERMAN, Chiefly because cash selling is 
a subject in which a rather large number 
of lumbermen are interested. Customers 
are always influenced by price considera- 
tions, but, during the current period, this 
interest in low prices has risen almost to 
a mania. So a number of dealers are won- 


dering whether cash sales, in addition 
to avoiding losses through bad credits, 
wouldn’t fit into the prevailing customer 


temper by making possible lower prices. If 
costly services—such as the offering of 
credit, and incidentally the making of the 
necessary collections—could be eliminated, 
prices could be reduced by that much. The 
same of course is true of the service of de- 
livering goods. Cut these things out, and 
customers could be attracted by lower 
prices. 


Will Limiting Service Also Limit 
Volume? 


But naturally there are dealers who do 
not see how the cash-and-carry principle 
could become general without seriously 
limiting their business. A letter from an 
association official suggested that this paper 
present some ideas and arguments on the 
other side of the case and suggested that 
F. D. Bolman, of Leavenworth, Kan., would 
be a proper person to see. 

It happened that the Realm was cruising 
in the vicinity of Leavenworth, and so we 
called at Mr. Bolman’s office. But he is a 
careful and realistic man; and he told us 
at once that such a question could be dis- 
cussed only in terms of practical trial and 
experience. He has not made the experi- 
ment of cash-and-carry, nor has he seen any 
such experiments which seem to him con- 
clusive. But we’ll try to report some of his 
general comments. 

“I think one reason the idea causes un- 
easiness in certain quarters,” he said, “is 
the belief that it can not be generally ap- 
plied, and that isolated trials may dis- 
organize the general run of trade. It is 
true that lumber retailers have never edu- 
cated their customers to understand that 
prices necessarily cover certain services, in 
addition to the value of lumber. Since peo- 
ple have the hazy idea that services don’t 
cost them anything, they are likely to jump 
to the conclusion that prices are prices, and 
that the yard selling for less is necessarily 
offering the greater values. Price competi- 
tion is always rather keen; and it is natural 
for a customer to use an outside low price 
as a club with which to work on the dealer 


who is offering additional services, and who 
is necessarily including this additional cost 
in what he asks for his goods. 


Problem of Commercial Trucking 


“Some dealers in this particular territory, 
for instance, have been disturbed by certain 
local conditions. Kansas City, which isn’t 
far from here, is a great livestock market. 
A good many independent truckers hire out 
to haul cattle and hogs to the stockyards, 
and they are eager for return loads. They’re 
so anxious to make some money on the re- 
turn trip that they’re often willing to haul 
lumber or cement for extremely low prices. 
It became known that these truckers were 
buying these goods of a _ cash-and-carry 


———_ $$$ ____ 











F. D. Bolman, of Leavenworth, Kan., considers 
the pros and cons of cash-and-carry as against 
regular credit 


yard, with money furnished them by build- 
ers in outlying towns. 

“So far as I know, this cash-and-carry 
dealer is sticking to his policies; setting 
prices which he is willing to accept, and 
treating all comers alike. But it became 
important to know whether this particular 
combination of circumstances was bringing 
a great flood of competition to outlying 
towns and distant dealers. It was possible 
to discover by observation that these long- 
distance sales really amounted to very 
little ; that this rather accidental combina- 


“#on<6f cash prices and cheap delivery serv- 


ices was not shifting'the balance of trade 
appreciably. This, it seems to me, is quite 
significant. It indicates that low prices, at 
the cost of paying cash and low delivery 
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rates, are not proving attractive to the 
majority of customers. Here is something, 
I believe, that ought to be considered care- 
fully by any dealer before he changes his 
policies. 

“He will need to decide, for instance, just 
what he means by a cash sale. In my busi- 
ness I consider as a cash sale a job that is 
paid for when the building is completed. 
Perhaps the dimension should be paid for 
when the frame is up; at least that arrange- 
ment would be satisfactory to me. But it 
isn’t really a cash sale. Credits must go 
on the books; and once they are on the 
books they involve the risk and the cost of 
collection. A real cash-and-carry yard will 
not let a load go out of the gate until the 
money for it is in the till. Perhaps that 
policy can be followed, and in fact I know 
that in certain cases it is. But I can’t 
imagine its being followed generally, with- 
out seriously limiting sales. Such a yard 
could hardly deal with the average con- 
tractor, for few contractors have enough 
working capital to make advance deposits. 
Your average contractor depends upon the 
payments from the owner for money with 
which to buy the materials used. That 
policy could hardly deal with an owner who 
is building his house with money borrowed 
from a building and loan; for these organ- 
izations do not make their loans until the 
house is complete. 


Cash and Small Orders 


“It is clear that cash sales work pretty 
well with small orders that can be sent out 


in a single load; and, of course, during 
these months of depression, such small 
orders are important. Many a yard is 


largely living on them. The cash-and-carry 
policy may therefore be a temporary thing, 
useful under present but, as we hope and 
believe, passing conditions. Perhaps it may 
be possible to continue it; but if it is, it 
would seem necessarily to involve some 
radical changes in methods of making build- 
ing loans. It is hardly likely that all pros- 
pective owners will have money enough of 
their own in hand to pay cash for all mate- 
rial used; and hence arrangements must be 
made in the future to get more liberal con- 
struction loans. The dealer doesn’t control 
arrangements for such loans. If he is go- 
ing to offer his customers building loans, 
instedd of book credit for materials, he’s 
hardly operating on a strictly cash basis. 
So it would appear that the shift to cash 
must involve a good deal more than just 
the decision of the dealer to get the money 
before he lets the goods go out. Unless he 
can get someone else to take over the credit 
business which he is refusing any longer to 
handle, he is likely to see a good many 
prospective jobs put off indefinitely. 


The Personal Equation 


“Then, too, it seems difficult to adopt any 
sweeping principle that will work efficiently 
everywhere; for dealer ability and com- 
munity habits and conditions are not al- 
ways the same. There is this matter I just 
mentioned—the theory that credits always 
make possible bigger sales and bigger 
profits. I'll give you a couple of instances 
which apparently contradict each other. In 
a little village where volume can’t be large, 
there are two yards; small branches of big- 
ger companies. In a certain year one yard 
sold $25,000 worth of goods and netted a 
loss of $1,500. The other made sales of $11, 
000 and netted a gain of $800. The results 
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of course turned largely on overhead, for 
the yard handling the larger volume got it 
principally by relatively costly promotion 
and yard services. But it does at least in- 
dicate that if cash sales produce less volume 
they do not necessarily wipe out net profits. 
That’s one instance. 


Makes Losses But Also Larger Net 


“The other has to do with a branch yard 
operated by a neighboring company. The 
manager 


in charge for several years was 
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start one of the greatest repair and remodel- 
ing campaigns Leavenworth has ever seen. 
This replacement market is of course pres- 
ent everywhere, and it is something the in- 
dustry is taking into account in preparing 
for the future. 

The Lambert Lumber Co., which operates 
some fifteen yards and has its head office and 
a local yard in Leavenworth, is one of the 
well-known line-yard concerns in Kansas. 
O. P. Lambert was away at the time of our 
call, and his son, W. A. Lambert, stated that 





This “independent” 
truck, on its return trip 
from delivering live- 
stock at a terminal mar- 
ket, picked up a back- 
haul load of cement and 
is here unloading it at 
the building job 
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tight with credits, perhaps because he did 
not consider himself a good collector and 
feared credit losses. He turned down job 
after job, and, while his credit losses were 
almost nothing, his sales, and consequently 
his net profits, were also small. He was re- 
placed by a manager who took more risks. 
Credit losses began showing up in the re- 
ports, but the significant fact is that, after 
deducting these losses, the net profits of 
the yard grew to be two or three times as 
large as they had been under the former 
manager. 

“So, as I said before, it’s pretty hard to 
make useful general statements until more 
practical experience is available. Even 
when it is available, I imagine, the matter 
will still turn on local conditions, and the 
particular abilities of each dealer. I know 
that cash-and-carry yards have been suc- 
cessful in large places where a compara- 
tively small and selected part of the local 
trade can be handled in that way. I’m told 
that in some places there are successful 
cash-and-carry yards which supply entire 
communities, and not just selected parts of 
the trade. If some of us don’t quite see how 
that cash selling is possible, maybe we’ll be 
enlightened by practical events.” 

All of which is presented by the Realm 
for your consideration without further com- 
ment. Everybody knows cash selling is a 
matter of high importance, both for the 
present and for the future, and it ought to 
be discussed. If you have opinions or in- 
formation, write to us. 


The “Mother-in-Law of the Army” 

Leavenworth is an industrial town, and 
at present the factory workers are naturally 
on short hours. The city has quite a 
nucleus of civilian employees of the Gov- 
ernment; some at the Federal prisons and 
a few at the Army post. The Army officers 
at the great service schools at Fort Leaven- 
worth add a certain payroll to the local cir- 
culation of money, but naturally they don’t 
build houses. Mr. Bolman believes there 
is a great potential market in the town, and 
that, when the industrial workers are again 
on full pay and have had a little time to 
discharge some of their obligations, they’ll 


everybody was getting along with conditions 
as they are. To illustrate some of the prob- 
lems of operating a line-yard company, he 
stated that in a rather few years the Lam- 
bert line had been involved as depositors or 
otherwise in twenty-three failed banks. It 
is rather necessary, for obvious reasons, 
that use be made of the facilities of a bank 
in the town where a branch yard is located, 
and it’s just too bad when these financial 
institutions fold up. 

However, Mr. Lambert said rather cheer- 
fully that they were working along, making 
the best of conditions. He had only good 
words for Leavenworth, which he considers 
a splendid city with much commercial 
vitality and a most promising future. The 
place has, from probably its earliest be- 
ginnings, been a military city. The fort is 
no longer a troop post, except that it has 
enough enlisted men for police duty, and to 
work out military problems for the officers 
in training. These are post-graduate serv- 
ice schools, where commissioned officers are 
sent to be trained in field service—the com- 
mand of brigades and regiments. The War 
College, in Washington, trains them in the 
command of armies. Leavenworth has long 
been known as the “Mother-in-Law of the 
Army,” for practically all Army officers are 
stationed here at some time in their careers, 
and a good many of them have carried away 
Leavenworth girls. 


Importance of Building Loans 


One of the difficulties in the city is the 
financing of such house jobs as come up. 
The usual machinery for caring for house 
loans is having plenty of work in carrying 
the loads already contracted, so not many 
new houses are on the go. Probably ade- 
quate financing would not add a large num- 
ber of new jobs, but it would add some. 

“T don’t believe,” Mr. Lambert said, “that 
the average woman really has much idea 
about the seriousness of the depression 
we've been through. At least I get that 





The head office of the Lambert Lumber Co., at 
Leavenworth, Kan., which operates a yard at that 


and fourteen other points 
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impression. Maybe they’re told to make 
the household money go as far as it will, 
but I find very few who have a detailed 
understanding of the situation. Maybe that 
means it hasn’t really been as bad as it 
seems to have been.” ° 

H. C. Feller, of the Feller Lumber Co., 
added his comment about women as buyers, 
to the general effect that he thinks they 
don’t really do as much buying as they are 
said to do. He has a pretty good idea that, 
in the opening era, advertising and sales- 
manship will not be aimed so directly and 
exclusively toward the feminine head of 
the household. Mere man has a good bit 
to say about the expenditure of the family 
money, and it’s only after he has given the 
word, in family council, that the lady ap- 
proaches the merchants and begins to trade. 


Color Catches the Feminine Eye 


He does think, however, that manufac- 
tured shingles in colors have caught the 
feminine eye. Selling them has its difficult 
aspects, too, for about ten times out of 
seven the lady wants a color or a pattern 
not carried in stock, and meeting her wishes 
involves special orders and remnants of 
stock that can’t be disposed of. This com- 
pany is pushing the sale of wood shingles. 
Already they are moving pretty well for 
side-wall covering, but not so well for roofs 
as applied over the old shingles. Roof re- 
covering Mr. Feller thinks a great idea, and 
he hopes yet to popularize it. 

One of the difficulties of the times, as this 
company sees it, is the habit people of small 
incomes form of living beyond their means 
—a habit that was easy to form in the 
spread-eagle days of business prior to 1929. 
In a period of large sales these difficulties 
didn’t loom up so much, but when every 
item has to be watched, and every factor 
made to do its maximum stuff, a dealer 
needs to watch the little credits that may 
be doubtful. After about so long a period 
of economizing, many a family gets so tired 
of it that it makes up its collective mind 
to ease off a little, whatever the conditions 
are. In that frame of mind it puts the re- 
sponsibility on the merchant and gets credit 
if it can. Usually it manages to pay out in 
the course of time, but the merchant has 
to do most of the worrying, and fix up most 
of the plans in the budget to make it pos- 
sible. The total is too large to let slide, 


and yet it means a great amount of worry- 
ing and tinkering with accounts, any one 
of which alone is so small as to seem irri- 
tating rather than profitable. 
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Dealer Holds “Show” for Contractors 


Have you a new and better prod- blocks of wood served very well and sales manager. The Mount of the usual procedure, for the 
uct in your yard? Want to sell for the brass rail of a bygone day, Greenwood branch is managed by greatest ease of installation. To 
it? Then tell your contractors and it was well crowded through- S. Hempenius, who was present show how simple is the task, Mr. 
about it. Or, better yet, show out most of the evening. at the meeting. Banker took a k. d. frame from its 
them, like the Ruel Lumber Co., All this interested the contrac- During a lull in the handshaking, new package and set it up while 
Chicago retail firm, did one eve- tors immensely, but judging by the drinking and eating, Mr. Peck the contractors watched, and then 
ning recently. way they clustered around and called the guests around the dis- took apart one that had already 

Officials of the company knew asked questions, they were even play of Curtis windows, and they been set up for that purpose. He 
that the new Curtis “Silentite’ more interested in the products on listened and watched with rapt at- showed how screens and storm 
window and frame was something display in the main shed. Until tention while Mr. Banker showed sash can be put in place, on one 
“worth shouting about,” and so was 8 o'clock there was no formal-pro-- them how this window is operated of these windows, in only a_ few 
the Philip Carey Co.’s line of roof- gram, but a jolly get-together, con- by springs instead of weights, minutes and from either inside or 
ing, asbestos pipe covering, and tractors greeting contractors, and and is  metal-to-metal weather- outside the house. And the con- 
similar products, so they arranged meeting J. G. Ruel and C. H. Ruel, stripped, thus saving space and tractors, standing around, or seated 
a novel little private showing of the two brothers (president and fuel, as well as improving appear- ©n improvised bleachers, or perched 
these products, just for the con- on the upper deck runways, 
tractors with whom the firm does 





business. They accepted the offer 
of Frank J. Banker, of Chicago, 
Curtis sales representative, to pre- 
sent a demonstration similar to 
those he has put on for yards in 
the outlying towns of the Chicago 
area; and the Carey company, 
through V. A. Schmidt, was glad 
to arrange a special showing of 
its line also. 

Every contractor who has done 
business with the firm received an 
announcement of the event, about 
a week before the big night, and 
an urgent invitation to attend. It 
is significant that these invitations 
caretully included that magic word 
“Refreshments.” The written an- 
nouncements were followed up with 
phone calls, and whenever a con- 
tractor called for materials he was 
again reminded of the “show” and 
personally urged to be present 
Thursday night, August 25. 

The time set was 7:30, but one 
contractor put in his appearance at 
7:30 in the morning, under a mis- 
taken impression of the time. That 
evening most of the contractors ar- 
rived promptly by 7:30, which is 
something for Chicago, especially 
since many of them had to drive 
several miles, 


“Silentite” 


% 
s 





The contractors listened attentively as Frank J. Banker used cost figures 
with which they were all familiar to show the saving effected by Curtis 
windows. Large clear cypress boards, boat lumber in which 
the Ruel Lumber Co. 


specializes, 


made an impressive foundation for 
Mr. Banker’s “blackboard.” Plywood was also given prominent display, 
and the Philip Carey roofing, asbestos and insulation line was shown by 


watched, listened and questioned. 

Then Mr. Peck told of the recent 
acquisition by the Ruel company 
of the Carey line, and asked Mr. 
Schmidt to describe the numerous 
products. The latter passed around 
samples of roofing and invited the 
brawny contractors to tear one of 
the pieces; several tried but no one 
succeeded. He showed them the 
many color combinations possible 
and called their attention to the 
various types of roofing on dis- 
play in the shed. Ile showed them, 
also, the standard sizes, and the 
uses, 
tos in industrial jobs, of asbestos 
and air-cell pipe coverings, and of 
rock wool for attic insulation. Mr. 
Peck informed the contractors that 
the Ruel yard would keep a good 
stock of these products. 

In addition to these featured 
products, the lumbermen had 
J wisely arranged a display of other 
items so interesting that there were 
numerous enthusiastic compliments 
by the guests. Among these were 
some truly magnificent pieces ot 
cypress boat lumber, and Douglas 
fir plywood in the largest clear face 
obtainable, as well as pieces of fine 
hardwood plywoods. There was 





and all were there by special demonstration insulation, too, and of course there 
o'clock. were boards and dimension on all 
One of the bins in this yard, as sides, in the shed where the show 
mentioned in an earlier issue of treasurer, respectively) who have ance. Then, by means of an im-_ was held. 
the AMERICAN LUMBERMAN, has operated lumber yard at 74th promptu “blackboard” made of a The lumbermen were delighted 
been converted into a display room Street and Stony Island Avenue piece of wrapping paper, he quoted with the success of the “party” and 
for plumbing fixtures which are for thirty-seven years and have an- comparative figures to show why _ the large turnout of contractors. 
displayed around the walls. The other yard in Mount Greenwood; — this window, though higher in pur- 


front and left walls are only coun- and J. 
ter height, and these made just the of the 
right sort of place from which to 
dispense hot dogs (and the trim- 
min’s), near bear on ice, olives and 
such things. A 12-foot length. of 
2-inch iron pipe supported on 


Ruel, 
company ; 
Peck, who thirty years ago started 


ber Co. at 


general manager 
and Theo. J. 


chase price, is cheaper in installed 
price than is the window made on his 


Mr. Banker was pleased at having 
sixty earnest man listen to him at 
first Chicago demonstration. 


the job. One of the contractors And the contractors? One of them 

selling lumber for the Logan Lum- who has installed several “Silen- said to Mr. Peck: “I’d rather have 

New Kensington, Pa., tite’ windows contributed the-in-- been here than to the best show 

and who has been with the Ruels formation that the blindstop should in town. I really had a chance to 
for eight years as superintendent be installed before the trim, instead learn something.” 


Lumberman Keen Student of Economic Problems 


Dopce City, Kan., Aug. The wheat 
lands of western Kansas have produced an en- 
ergetic lumberman who has made a ‘local repu- 
tation in a variety of enterprises in addition to 
lumber, and who is rapidly making a national 
reputation as a practical economist and business 
statesman. This is C. Isely, of Dodge City. 

Like all western Kansans, Mr. Isely is deeply 
interested in wheat; both because he operates a 
string of big elevators and because the welfare 
of this great section is almost wholly dependent 
upon the yield of that grain and its world price. 
Being a human dynamo who can turn off moun- 
tains of work with little effort, he has found 
time to dig into this world question of wheat 
He has been in demand as a writer on the sub- 
ject and has spoken on it repeatedly in the Fast 


99 — 


and in various other sections of the country. 

Without any great hope of winning and 
largely for the purpose of using it as a sounding 
board for his ideas, Mr. Isely was a candidate 
in the recent Kansas primaries for nomination 
as United States Senator on the Republican 
ticket. He polled a very considerable vote and 
accepted defeat with personal cheerfulness and 
good humor; though naturally disappointed 
that this opportunity to give his views a wider 
hearing has been denied him. And without a 
pause he is continuing his effort to tell the 
country about wheat in particular and agricul- 
ture in general. 

In the old Populist days Kansas won a 
réputation for producing radical leaders; but 
despite this fact Mr. Isely is properly called 


conservative; not that he is much interested in 
labels. His efforts have attracted the attention 
and help of young men. His first lieutenant in 
the primary struggle was a local wheat farmer, 
Clarence W. Robb, who is also director of 
“Wheat Belt Intelligence, an Agricultural Serv- 
ice.” Mr. Isely says that the young college 
men who have come to his help are as far from 
being radical as could be imagined; energetic 
and thoughtful young fellows whose interests, 
like his own, are centered in sound and basic 
ideas. 

This lumberman wheat dealer does not think 
that so-called overproduction has much if any- 
thing to do with the real problem of wheat. 
During long periods of heavy production wheat 
has 
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maintained or even increased its world price 
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level; and it seems curious to talk of over-pro- 
duction at a time when so many people are hun- 
gry and when the total world supply could be 
consumed readily if methods and means of ex- 
change had not broken down. He sees the dif- 
ficulty in a general financial instability; in a 
problem of currency. During those periods when 
levels of world currency values have varied but 
slightly there has been a ready sale for wheat 
at prices profitable to farmers. Most of the 
shocks to these levels were caused by the war 


AMERICAN LUMBERMAN 


counts which issued from it. So he believes 
that the first step toward stability must be the 
re-opening of these questions; not for sentimen- 
tal reasons, but in the direct, personal interest 
of American business. He has little faith in fiat 
money and inflation and the other curealls that 
miss the basic point of stable international ex- 
change. 

Mr. Isely operates a number of lumber yards, 
in Dodge City and neighboring points. He has 
a string of elevators, and he is interested in real 
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experience and the point of view of the practi- 
cal business man. 


MolstuRE CONTENT DETERMINATION is the 
subject of Bulletin No. 14 of the Forest Prod- 
ucts Research Laboratory, Princes Risborough, 
3ucks, England, obtainable from British Li- 
brary of Information, 270 Madison Avenue, 
New York City, price one shilling. It describes, 
besides the common methods, the use of special 
balances, moisture meters and the xylol method, 


and by the enormous debts and reparations ac- estate. 


He brings to these economic studies the 


with illustrations. 





Beauty, Utility of New Southern 
Pine Product Shown 


Sureveport, La., Aug. 30.—A new product of the Frost Lumber In- 
dustries (Inc.), which has been mentioned in previous issues of the 
AMERICAN LUMBERMAN, and which is attracting a great deal of atten- 
tion from architects, contractors and lumber dealers, is Fewcraft. This 
is a finish somewhat similar to the famous Sugi finish applied to cypress. 
Fewcraft finish, however, is applied to southern pine, and is secured 
by passing the lumber through a machine in which intense heat is applied 
to the wood by a new method developed by W. B. lew, superintendent 
of the Frost Lumber Industries plant at Montrose, La. This method 
brings out clearly the grain of the wood, making the summer wood or 








This Fewcraft display has attracted much attention wherever it has been 


shown. It indicates the wide use to which Fewcraft lumber may be put 


hard grain stand out distinctly from the winter wood or softer grain. 
Notwithstanding this, the wood can be given a satiny smooth finish, 
the product lending itself readily to pleasing effects in interior finish 
and for other purposes. Fewcraft used on wainscoting, ceiling, paneling, 
door and window trim, and even on the doors themselves that are made 
from yellow pine, gives a very pleasing and artistic effect in a building. 
It is particularly applicable for use in churches, lodge halls, stores and 
other public places, and in summer homes, camp houses, sleeping porches, 
playrooms for children, and in dens for the boys, in residences. 

Knotty pine with Fewcraft finish has been effectively used in the 
interior of Frost Pine hall, the recreation hall for employees at Mont- 
rose, La. The effectiveness of this finish also is shown in the bookcase 
built of Feweraft that is placed in one end of the hall. Effective use 
also was made of this material in some of the furniture for the recre- 
ation hall. 

l'rost pine Fewcraft has been displayed at a number of the retail 
lumber conventions held this year, and this display always has been 
the center of much interest. 

In the Pictorial Co.'s “Wonder erected in the main 


Review House,” 


the first 

Wana- 
store in 
City, an 


auditorium on 
floor of John 
maker’s great 
New York 

upstairs front room is 
finished in Fewcraft. 
This house, which will 
be on display at Wana- 
maker’s until Dec. 25, 
1932, is a fully con- 
structed 7-room house, 
an exact duplicate of a 
house built at West- 
field, N. J., except that 
the Westfield house has 
a cellar with playroom 
finished in Frost knotty 
pine panels. Frost Trim- 
pak trim was used 
throughout in both of 
these houses. 

Another feature of 
the construction in these 
houses is the exposed 
l’rost lineated 2x4-inch 








A handsome bookcase built entirely of Few- 


no a BF papper craft pine occupies a prominent place in Frost 
i eerie : Pine Hall at Montrose, La. 
edges and steam kiln 
dried. 
John L. Avery, general sales manager of l‘rost Lumber Industries 


(Inc.), has been sending out to the trade invitations to visit John Wana- 
maker’s when in New York City, to see the “Wonder House” in which 
such effective use has been made of Frost pine products, including this 
newest member of the family, Fewcraft. 





all of the finish is of 


Interior Frost Pine Hall, Montrose, La., in which 
Fewcraft knotty pine 
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Northern Hardwood Producers Meet 


Report Lumber Stocks Decreasing, Production Curtailed 
and Prices Strengthening—Recommend Continuance 
of Stabilization Plan—Approve Lumber Use Manual 


Marinettc, Wis., Aug. 29.—With about 
fifty lumbermen present, the quarterly meeting 
of the Northern Hemlock & Hardwood Manu- 
facturers’ Association was held here last Fri- 
day and was pronounced the most interesting 
meeting held in a long time. 

In an exhaustive report, Secretary O. T. 
Swan gave a complete picture of association 
activities. Although these necessarily were 
conducted on a greatly reduced scale, effective 
work has been done, the organization is 
stronger numerically and is in _ satisfactory 
financial condition, having balanced its budget 
month by month. 

Mr. Swan described briefly the stabilization 
plan operated under a contract involving the 
co-operation “of State officials. A study of 
_records for three years indicated that a produc- 
tion of 28 percent of the normal capacity 
would be sufficient to meet all demands for the 
vear ended July 1, 1932. Under this plan a 
conimittee of seven had access to all statistical 
reports and an advisory committee, appointed 
outside the lumber industry, with the co-opera- 
tion cf State ofticials, was empowered to call 
off the plan whenever it thought the interests 
of the public were adversely affected. This 
committee included consumers of lumber, 
economists, a banker and a representative of 
the farmer, and was kept informed through the 


State department of markets. This unusual 
plan aroused much interest in other lumber 
producing regions and was the subject of 


study by a national committee which annually 
passes upon trade association work. This com- 
mittee last year was made up of Secretary of 
Commerce R. Lamont, Owen D. Young, 
Francis H. Sisson, Merle Thorpe, editor of 
the Nation’s Business, and Walter Dill Scott, 
president of Northwestern University. This 
committee approved and commended this plan. 
The stabilization plan, Mr. Swan said, has 
these important aspects: 

1. It aims to keep production up to the 
point which will meet all demands, and dis- 
courages the accumulation of stocks in ex- 
cess of normal requirements. 

2. It aims to distribute the required pro- 
duction pro rata among all of the mills so 
that labor may have employment at all points 
to the extent justified by the demand for the 
product, 

3. The public is guarded against any mis- 
application of the plan by the independent 
Advisory Committee. 

4. Every participant is kept fully in- 
formed of the exact situation through the 
statistics of production, shipments and stocks 
which he receives. 

The meeting decided that the stabilization 
plan ought to be continued but that special 
studies should be made by a committee to see 
how it might be improved. This committee 
will report at the October meeting of the asso- 
ciation. 


A Remarkable Piece of Legislation 


Mr. Swan also outlined features of the Wis- 
consin stabilization bill, a remarkable piece of 
legislation that barely failed of passage at the 
special session. He said: 

This bill provided that any group in the 
same industry might form an association for 
the purpose of stabilizing employment, dis- 
tributing employment equitably, stabilizing 
return upon invested capital, conserving 
natural and human resources, and establish- 
ing fair business standards. If such asso- 
ciation has the approval of the State execu- 
tive council and department of agriculture 
and markets, it may make contracts to carry 
out the above purposes and such contracts 
may provide reasonable liquidated damages 


payable by any members violating the agree- 
ment or the articles of association or its 
constitution, by-laws, rules or regulations. 
To safeguard the public interests, such asso- 
ciation should have a public policy commit- 
tee of men outside of the industry, which 
must approve all by-laws, rules or regula- 
tions and recommend the dissolution of such 
association when it believes it is not acting 
in good faith. While such association is so 
recognized, such approval shall be prima 


facie proof in all courts that such association 
rules, regulations or practice do not vio- 
late the Wisconsin trade practice nor anti- 
trust laws, and the executive officers of the 
State are to be governed accordingly. Fur- 
ther, if any suit is brought in the courts of 
this State or anywhere else in the United 


States against such activities of the associ- 
ation as have been approved by the public 
policy committee, then the State of Wiscon- 
sin shall appear as a party to present argu- 
ments in support of 
the legality of the 


association and _ its 
operations. 
Mr. Swan _ dis- 


cussed other phases of 

















J. S. WEIDMAN, JR., 
Trout Creek, Mich., 
President 








the bill, which, he 
—, is a O. T. SWAN, 
SS Oshkosh, Wis.. 
recommended that a 


. : Secretary 
suitable committee be : 


appointed to study the 

bill, confer with its sponsors and others in an 
effort to develop it into a workable and satis- 
factory piece of legislation. 


Lumber Stocks Are Decreasing 


Other subjects discussed by Mr. Swan were 
taxation, forest land use, tariff, sales man- 
agers’ conferences, important trends in house 
design, unemployment insurance, the business 
outlook etc. Considerable time was devoted 
to an explanation of wall charts, showing pro- 
duction, shipments and stocks of forty identical 
concerns for a three-year period ended July 1. 
These charts showed that production had 
greatly exceeded shipments up to the latter 
part of last year, with the result that stocks 
on hand reached a maximum shortly after 
July 1, 1931. Stocks now are decreasing at 
the rate of 12,000,000 to 15,000,000 feet a month, 
and a long list of items was read, showing 
those which had declined most rapidly. Bass- 
wood stocks in particular show many items 
which have decreased from 20 percent to 40 
percent within the last twelve months. 

A poll of those present developed that only 
a few concerns have any plans for producing 
during the coming year unless there is a marked 


change in lumber demand. There was a much 
better feeling apparent, however, than has been 
noted during the last two years, and there seems 
to be confidence that the industry is nearing 
a period of strengthening prices. 

M. J. Fox, of Von Platen-Fox Co., Iron 
Mountain, Mich., informally discussed the eco- 
nomic situation and gave as his studied con- 
clusion that some form of inflation is necessary 
and just. 

A. T. Upson, of the National Lumber Manu- 
facturers’ Association, reported on conditions 
in different lumber producing territories, noted 
on a trip he has just completed through the 
South and West. He discussed the new lumber 
use manual being prepared by the National 
association, presenting its salient features. In 
a general discussion that followed the members 
indicated a desire to go along with the project 
if possible, and the matter was referred to the 
secretary and a committee of sales managers. 


Reports on Traffic Matters 


Traffic Manager F. M. Ducker reported on 
transportation matters, with particular refer- 
ence to rates and rate changes in northern hem- 
lock and hardwood territory. The association 
had taken up with carriers and the Interstate 
Commerce Commission the matter of double 
emergency charges where shipments were 
handled on a transit arrangement. Carriers 
were applying a 12-cent per ton rate charge to 
both inbound and outbound movement. Under 
a decision of the commission, this charge will 
apply only to that part of the haul from the 
original point of origin to final destination 
which produced the greatest revenue. Rules 
have been promulgated by carriers that will en- 
able shippers to secure refunds in cases where 
double emergency charges have been applied on 
traffic that moved into transit points and out 
again after Jan. 4, 1932. 

He reported on conferences held in Wash- 
ington, in connection with an additional time 
extension with respect to the transiting of 
logs into lumber. When the time comes for 
extension of the three-year period, upon proper 
showing the commission no doubt will grant 
additional time. 

Directed by the Interstate Commerce Com- 
mission, carriers are now making a recheck of 
Wisconsin and U pper Peninsula of Michigan 
lumber rates to Central Freight Association 
territory, in an effort to bring about an align- 
ment of those rates with rates in effect from 
the same points of origin to points in Western 
Trunk Lines territory. 

C. J. Kinzel, chairman of the committee on 
rented steel rail, reported a meeting of the 
renters of such rail and said plans were under 
way for committees to interview each of the 
roads. The values on which rentals are being 
paid are two or three times greater than the 
value of the material, and the operators feel 
that they are entitled to a marked reduction in 
these valuations. 

Harold Collins, of Rhinelander, presented the 
report of the special committee on taxation. 
The committee had compiled a brief showing 
May 1 valuations and actual sales upon which 
they were based, and a statement showing pres- 
ent merchandising costs, which were presented 
to the Wisconsin tax commission. The com- 
mission finally decided not to accept these data 
and made no change in the recommendations 
it had sent out to the assessors of income. Mr. 
Collins recommended that each member at an 
early date next year discuss valuations with 
his local assessor so he may be fully informed 
before the meeting at which valuations are set. 

Discussions on other subjects of outstanding 
importance were led by A. W. Holt, Oconto; 
A. L. Osborn, of Oshkosh, and M. J. Wallrich, 
of Shawano. 

Adopting a resolution of condolence, the 
meeting paid a high tribute to the memory of 
the late I. N. Bushong, whose death removed 
from the industry an outstanding member. 
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The inviting openness of the Sierra Forests is one of 
their most distinguishing characteristics. 


The inviting openness of the Sierra Forests of 
California is one of their most distinguishing char- 
acteristics. The trees grow on ancient glacial mor- 
aines, which everywhere abound, and stand more or 
less apart or in small irregular groups, the ground 
presenting a smooth, park-like surface strewn with 
brown pine needles and cones. 


From the middle of April until early in No- 
vember, the California skies are cloudless, and John 
Muir, the great Naturalist, has described the Sierra 
Nevada Mountains, the slopes of which are covered 
with Sugar Pine and Ponderosa Pine, as the “Range 
of Light.” 


No other forests ever grew under such favorable 
soil and climatic conditions, and the trees are not 
only extremely large, but produce lumber of ex- 
cellent texture and very generous dimensions. 


California Pine begins pruning itself at an early 


age and in mature trees, the bole, which is five or 
six feet in diameter, is smooth and free of limbs for 


seventy-five or eighty feet above the ground. The 
crown is rather flat and palm-like, and the straight, 
out-spreading branches are from twenty-five to thirty 
feet in length. 


Forest adaptation to soil and climatic conditions 
makes for marked differences in lumber, and it will 
be appreciated that trees such as are herein de- 
scribed produce a great deal of clear stock. Where 
timber is comparatively small, the lumber produced 
is largely common with a small percentage of selects 
and clears. It is the common practice of manu- 
facturers who cut in forests of this sort to saw the 
better grades into thin lumber so as to insure their 
getting the maximum amount of the better material 
which it is possible to produce from the log. It will 
be appreciated, of course, that the logs cut from 
small trees are not sufficiently large to produce any 
very great quantity of wide lumber. 

In California where the timber is large, it is con- 
sidered good practice for manufacturers to cut their 
clears, selects and factory plank into lumber both 
thick and wide, the thinner and narrower sizes de- 
veloping in slabbing the logs and in edging the 
lumber. 

Madera Sugar Pine is outstanding because of its 
incomparable ability to produce large quantities of 
extra-wide, soft-textured lumber in all thicknesses. 
The logs are cut from a mature forest of old-growth 
Pine, the thinness of the sap ring assuring a pre- 
ponderance of durable, true White Pine heartwood. 
Moreover, the time proven processes by which it is 
water-cured and air-dried greatly enhance the value 
of the excellent qualities natural to it. 
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Madera Sugar Pine is outstanding because of its in- 
comparable ability to produce large quantities of 
extra-wide, soft-textured lumber in all thicknesses. 





MADERA SUGAR PINE CO., Madera, Calif. 


{PIONEER CALIFORNIA PINE PRODUCERS} 
Because of their general interest, especially to all users of pine lumber, 


this series of 


letters prepared by the Madera Sugar Pine Co., Madera 


Calif., and sent to its entire list of distributors, is being published serially 


in the American Lumberman, and will be available 


to any one interested. 
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LIMITED 


Sales Office: 
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Sorruenn WHITE PINE 
(Pinus Strobus) 


White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
All Items Northern Pine Boxing and Crating 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











Fuwnh Lhe Best There Is 


Fir Finish, Casing and Base 


In straight Inside Trim cut to lengths 


cars or Thich Finish K. D. or Green 
mixed with Inside Door Jambs cut to length 
yard stock. 


Moulding and Gutter. 


JOHN D. COLLINS 


Yat Lumber Co. Si: 


HOTEL BENSON 


Portland, Ore. 


E believe 

that there is 
no other hote: in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 

















Keller and Boyd 
Owners. and 


Operz.tors 
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Wood Effects Economies 
House Office Building 


Wasuinoton, D. C., Aug. 29.—Largely due 
to the use of wood, the furniture of the new 
office building of the House of Representatives 
will cost only $174,000, instead of the $400,000 
appropriated for this purpose. Thanks to wood, 
economy has been effected in the House office 
building in flooring, window frames and sash, 
trim and built-in book cases and filing cabinets, 
as well as in piece furniture. An article in the 


in 


September 3, 1932 


Washington Star of Aug. 14 said: 

In taking bids for the furniture the House 
Office Building Commission decided to ac- 
cept bids on wooden furniture of manufac- 
turers’ standard design, furniture of special 
design, and aluminum and steel construction. 
The bids were awarded to a combination of 
the lowest bidders on wood furniture of 
special American walnut design. 


The woodwork in the offices, including 
doors, trim and built-in bookcases will be 
of American walnut. 

The woodwork in the corridors will be 
white pine. 

The woodwork in the committee rooms is 


Distribution and Consumption 


Estimates of lumber distribution and con- 
sumption for the calendar year 1930, based on 
reports which cover distribution of 65 percent 
of the lumber cut (as given by 1824 large mills 
and groups of mills), are shown by the Forest 
Service in the following tables. A warning is 
given that figures for softwood consumption 
within the Pacific coast States may be some- 
what misleading, as may those for hardwood 
consumption in the Central region, for in the 
former region the lumber is converted into mill- 
work and boxes, and in the latter into automo- 
bile and furniture stock, which products find 
their ultimate consumption in other regions. 

Of the softwoods, 28 percent was consumed 
within the States of origin, 58 percent was 
shipped to other States, 9 percent was exported, 
and 5 percent was not accounted for. Of the 
hardwoods, 33 percent was consumed within 
States of origin, 48 percent went to other 
States, and 9 percent was exported, leaving 10 
percent not accounted for. Of the amount not 


DISTRIBUTION AND CONSUMPTION 


accounted for, a portion, especially in the case 
of the hardwoods, was probably added to sur- 
plus stocks. 

Capita consumption for 1930, as compared 
with 1928, showed a reduction of 32 percent 
for softwoods, and of 33 percent for hardwoods, 
the 1930 average being 158 feet for softwoods 
and 32 feet for hardwoods, or a total of 190 
feet per capita. 

The report is accompanied by maps which 
show the interchange of softwood and hard- 
wood lumber between the United States and 
Canada, with approximate footages in millions 
of feet. 

British Columbia sent 615 million feet of 
softwoods; Quebec, 224; Ontario, 104; New 
Brunswick, 75; Manitoba, 24; Nova Scotia, 23; 
Alberta, 8, and Saskatchewan, 4 million feet. 

The States importing Canadian lumber were 
principally as follows, footage in millions: New 
York, 292; Massachusetts, 159; New Jersey, 
74; Illinois, 65; Iowa, 64; Michigan, 58; In- 


OF SOFTWOOD LUMBER BY STATES 


AND REGIONS, 1930' 


—Consumptiont— 
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Have You a 
Problem to Solve? 


Lumbermen 


in logging, log transportation or harvesting tan bark 


will tell 


LOGGING 


By Ralph C. Bryant 


and turpentine economically? **Logging™’ 
you how. An _ invaluable 


reference book for logging 


superintendents, timber 
owners, etc. 
Cloth, Postpaid $4.50. 
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er 
- —Shipments— ——. _§ -———— Receipts - capita 
Domestic Domestic Feet 
State Cut Intra-State Inter-State Foreign? (Inter-State) Foreign® Quantity b. m. 
Alabama 1,153,186 268,446 744,450 116,725 42,524 107 311,077 117 
Arizona 95,497 26,854 37,344 16,028 Sete, eessas 63,833 146 
Arkansas 569,684 437,086 3,230 22 131,000 71 
California 1,513,9: 401,958 65,662 1,5 46,156 2,372, 
Colorado 54 a =—ié win 8,781 § 
Connecticut ....... 7  060lC(ié«é HM 26,569 
DGIRWATO «ccccescs ns Ee OlCll Sa |)|)|™C FOC! )h)6©6©6lU OO 771 
ne Os Cee, «eres «a»: Mwkes.  .oses 111 
WENGE aves voceseve VON 
Georgia 191 
Idaho 2,087 
BEEN, cesceeicsioenneDlUl_( (i cr rTrseOOUlCc( ..lhlrrrCllhlhltltCO”C”CRmDE—” OU MOS 64,915 
DE cs cesecstdves -. 2 -. St  @abews 46,287 
PC cet te whtinesns “xeeias i “WAenve jg 00005 Seeds 63,768 
Kansas 6,816 
Kentucky 30 
Louisiana 1,690 
Maine a 19,684 
Maryland 17,558 
Massachusetts 163,842 
Michigan 18,406 
Minnesota 32,909 
Mississippi 405 
Missouri 4,452 
Montana 1,013 
Nebraska 15,627 


Nevada 





New Hampshire 
New Jersey..... 
New Mexico....... 
New York....-. 1,899,998 
North Carolina . 277,966 
North Dakota. 2. $7,556 - 
Ohio ; 7, 657,076 99 
Oklahoma 2,106 252,224 195 
Oregon ‘ 100 816,672 852 
Pennsylvania 36,461 1,034,389 107 
Rhode Island 12,927 124,784 181 
South Carolina....... 526,744 $1246.525 $375,138 j é## $24,391  ##14,402 ...... 161,227 93 
South Dakota 37, 11,109 156,165 225 
Tennessee 28, 59 230,618 &8 
pea . 10,663 835,582 45 
eee [oo 8060 ogeeees i-«saene SESE cteawum 120,747 237 
Vermont 29.6 0,83 60,753 16% 
Virginia 5, 1,295 266,122 110 
Washington 3, 5,900 1,254,810 800 
West Virginia 86,202 4, 642 87,667 50 
Wisconsin 258,608 118,984 23,685 466,754 158 
Wyoming 25,131 S435 8 =«§ SEG ti‘ wh ws 357 73,597 325 
Total 21,322,785 5,881,262 12,407,610 1,976,701 12,407,610 1,163,359 19,452,231 158 


Forest Service in cooperation with the Bureau of the Census and the Dominion Bureau of Statistics. 

iThese estimates are based on primary distridution as reported by the larger mills, i. e., 
from producers to principal distributors. The secondary distribution from 
both domestic and foreign, can be traced only in part. 

“Total estimated exports to Canadian Provinces are 65,900 M feet b. m., or 3 percent of the total soft- 
wood lumber exported. 

“Total 
softwood 


the shipments 
distributors to consumers, 


estimated 
lumber 


imports from Canadian 
imported. 

subject to modification on account of secondary distri»ution across State and 
and also withdrawals from and additions to stocks accumulated from previous years 
consumed exceed the cut of the State or region. 

softwood cut and retained in 


Provinces are 1,077,384 M feet b. m., or 93 percent of the total 
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of white pine, except the doors and the ros- 
trum counters, which are of walnut. 

The 
sashes. 


windows have white pine frames and 


The original appropriation for the building, 
including the land, was $8,400,000, of which 
$7,500,000 was for the building proper. When 
it was found that the land would cost $1,077,- 
745, $148,000 was lopped off the building fund. 
This, together with the saving through buying 
wood furniture and other economies, has 


brought the total cost of the building down 
to $6,245,000, 


AMERICAN 


Florida Land Sale Announced 


JACKSONVILLE, Fia., Aug. 29.—The sale of 
approximately 20,000 acres in Baker County to 
a syndicate composed principally of northern 
investors has just been announced. The sale 
was made by Forest Managers (Inc.) for ac- 
count of the Taylor Land Corporation. The 
purchase was made as a long time investment, 
as the land is well stocked with young timber 
which is expected to be valuable in the future. 
The property will be managed by Forest Man- 
agers (Ine.). 
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BURTON-SWARTZ 
CYPRESS CO. 
PERRY, FLA. 


Tidewater Red Cypress 
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The Largest Stock in the 
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EMPORIUM FORESTRY CO. 
General Office: Conifer, N. Y. 
Mills: Conifer, N. Y., Cranberry Lake, N. Y. 


New York Ojfice New Engiand Office 
5635 Grand Central Term. 
Phone, Murray Hil16514 Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 


161 Devonshire St., Boston, Mass. 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
bes “alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Only a Friend 
A shingle or two very often will do 
To tighten a roof from the rain; 
A board on a fence means but little expense, 
Yet the cows will keep out of the grain. 
And so with a word, lightly said, lightly heard, 
It seems very little at all, 
But it may mend a break or it may end an ache, 
Though it seems so exceedingly small. 


We may not build much, mighty mansions and 
such, 
But the fellow who comes with a board 
For a fence’s repair, or a solace for care, 
Still is doing the work of the Lord. 
Yes, you really can’t say at the close of the day 
Who the nobler will seem at the end: 
If the man who was great in the mart, in the 
State, 
Or the man who was only a friend. 


We See b’ the Papers 


What a lot of us would like to see is another 
bad year like 1930. 

This news of a bumper tomato crop brings 
no cheer to the Rialto. 

Weil, they seem to be drumming up trade 
in Wall Street. Let’s hope it isn’t a snare. 

3usiness has already turned the corner sev- 
eral times, but it always bumps into something. 

Individualism may be all right, but most 
of our trouble already is due to individual isms. 

Too many business men are looking to the 
President to be saved and not enough to the 
preacher. 

One way the newspapers might stop the 
spread of communism would be to omit the 
society page. 

It looks like Mr. Hoover and the Cubs, if 
Warnecke keeps pitching and the ship of state 
stops doing it. 

Arkansas bank robbers carried away the 
cashier. Won't they be surprised when they 
observe their error! 

The American farmer seems to have decided 
to try Ma’s system, and send the world to 
bed without its supper. 

Filipinos are trying to repeal the press gag 
law. What we would like to see repealed is 
some of these radio gags. 

Chicago hotels are to be taxed according to 
the furnishings in the room. This ought to 
make some of them exempt. 

We wish to suggest to the stock market 
bulls that what goes up must stay up, or there'll 
be the dickens to pay. Also the broker. 

Rumor has it that the Prince of Wales will 
marry Princess Ingrid, of Sweden. We didn’t 
think that “Svenska Flicka” poem would work 
so fast. 


Bulls and Bears 


The man certainly knew his animals who 
named our marketeers the bulls and _ bears. 
Those of us who grew up in a sawmill coun- 
try, where the logging camps eventually gave 
way to the farmers’ fields, have at one time 
or another met both animals somewhat sud- 
denly, and know what effect they had on us. 
The black bear was not such a bad character, 
but he went through life with a grizzly’s rep- 
utation, which both helped and hurt him. We 
remember running into one of him once in the 
3eech Woods, and keeping right on running, 
only in the other direction. 

The market bear has the same effect on a 
citizen, that is, a city man, which is what 
“citizen” originally meant. The minute he 
runs into a bear he takes to the woods, hunts 
for cover, forgets the business in hand, and 
is intrigued by what is behind him rather than 








what is in front of him. He’s like the fellow 
who went out bear-hunting for the first time. 

“Ah, hah,” said the guide, “here's a bear’s 
tracks!” 

“A-|-l-r-r-ight,” said the hunter, “you see if 
you can see where he went, and I'll see if I 
can see where he came from.” 

When the Wall Street bears begin to growl, 
a lot of people drop everything and run. The 
black bear who breaks up a picnic party knows 
that in a few minutes he will be able to pick 
up some pies at a very reasonable figure. Then 
he goes back into the woods and waits for us 
to make some more pies, and get up some more 
picnics. 

3ut, when a bull breaks loose, our first de- 
sire is to climb a tree, and we don’t take time 
to pick out any particular tree. They all look 


good. It is just as likely to be D. K. & N. G. 
as A. T. & T. We want to climb high and 
fast. And then the bull goes away, and we 


realize we can’t stay up there forever, and so 


we come down, sometimes gradually, sometimes } 


kerflop, but down—and find we can’t climb 9 
a tree that fast without getting more or less B 


skinned. 

And, worst of all, what has happened more 
than once is this: a man has climbed a tree 
and run into a bear, and then jumped out and 
run into a bull. 


Crows 


We are troubled with crows around the cot- 
tage, and would like to know some way to get 
rid of them. A gun would be no good, for we 
never shot anything in our life. 

Being a lumberjack, we have suggested this 
to the boy: 

It is a well known fact that crows like to 
light in a dead tree. If a tree is dead, there is 
no objection to chopping it down. 

So the thing to do, when you find a crow 
perched on a dead pine, is to cut the tree down. 
The fall will 
be dispatched with the ax while it is still dazed. 

This looks like the most practical way, but 
we are open to suggestions. 


The Wilderness Goes Wild 

I've often seen the wolverine, 
And met the porcupine 

A-hangin’ to some branch of green 
Like washin’ on the line. 

I’ve met the bear, I’ve seen the deer, 
Yes, creatures big and small; 

I thought I knew this country here— 
I didn’t, though, at all. 


You know that camp, old Number Two, 
Down by the river bend? 

They left it when the pine was through, 
The lawggin’ at an end. 

Well, someone’s bought it, 
And fumigated good, 

And I see creatures run about 
I never thought I would. 


cleaned it out, 


I've seen ‘em flittin’ through the trees 
And blowin’ on a flute, 

Their cheesecloth wavin’ in the breeze, 
Not much of it, to boot. 

They’re paintin’ pictures of the grubs 
They say they mean to frame, 

And namin’ names of common 
That haven’t got a name. 


shrubs 


They’re even writin’ poetry, 
And modelin’ in clay. 
They call the place a “colony 
Of artists,” so they say. 
I’ve known this country since a child, 
But now it’s purty plain, 
Although they used to call it wild, 
That now it’s gone insane. 


stun the crow, and it can then } 
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New Company Is Formed to 


Manufacture Hardwoods 


ScorTpaLE, Pa., Aug. 29.—Announcement is 
made of the organization of the Charles A. 


AMERICAN LUMBERMAN 


In addition to these officers, the directors 
include Dr. A. G. Neil, of Melcroft, Pa., who 
has been associated with the A. D. Neil & 
Sons Lumber Co., of West Virginia; and El- 
wood Burgess of Windber, Pa., of the Wilmore 
Real Estate Co., a subsidiary of the Berwind- 
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Before placing these woods on tue market, 
the Ford company conducted expeiiments in 
Brazil and the United States, to determine their 
physical qualities. The woods were tested for 
relative weight, strength, hardness, moisture 
content, resistance to deterioration, adaptability 








f iggs Lumber & Manuf i -» of - Thi “wce8 : - ; 
— pen ay yoo 7) oe Pa — White Coal Co. to interior trim, as well as to veneering, furni- 
wooe formerly owned by the Dexter Lumber & arte maaan ture manufacturing and cabinet making, and 
Flooring Co. The new concern will manufac- To Distribute Brazilian their ability to take stains, wax and varnish 
a a ture oak and maple flooring, as well as kiln finishes. According to the announcement, a 
e if I dried hardwoods, rough or finished. Having Hardwoods majority of these new hardwoods are considered 
a large battery of dry kilns the company will suitable for all classes of construction, espe- 
srowl, carry in stock a complete line of high grade, New York, Aug. 30.—The Ford Motor Co. cially where materials of unusual strength and 
The kiln dried hardwoods, for carload shipment, as has announced the appointment of Cooney, resistance to deterioration are required. 
knows well as for local shipment to the Pittsburgh Eckstein & Co., of 233 Broadway, this city, as 
» pick district. . _ “. national distributors for the new Brazilian 
The The president of the new company is Charles hardwoods now being made commercially avail- H 
Mee A. Briggs, who is associated with the Boswell able in the United States. In turn, the national Secures Substantial R. F.C. 
more @ Lumber Co., Boswell, Pa., and other lumber distributors have appointed the Travis-Quaint- Loan 
} interests in West Virginia. The vice president ance Co., Grand Rapids, Mich., as sub-distribu- 
st de- is Carl E. Mays, formerly associated with Mr. tors to serve the furniture and other trades in SHreveport, La., Aug. 29.—The Abraham 
» time Briggs at Boswell, as well as general manager Michigan. Arrangements with other sub- Lincoln Home Founding Co., of Shreveport, of 
1 look of lumber interests in West Virginia and Vir- distributors are being negotiated and will be which T. C. Clanton, well known lumberman, 
N.G ginia. The treasurer is John M. Myers, of announced from time to time. These new hard- is active vice president, has obtained a loan 
h and Clarion, Pa., banker and lumberman, formerly wood lumber sources are being developed of $35,000 from the Reconstruction Finance 
oe associated with the Glen Ray Lamber Co., of through clearing operations preparatory to Corporation. This is the amount the com- 
nd so @ West Virginia. The secretary is Oscar H. rubber planting on the 2,500,000-acre Ford pany asked for. It is regarded as being in 
etimes | Babcock, jr., formerly associated with the Bab- plantation at Boa Vista, Brazil, in the heart proportion with loans being made to other 
climb * cock Lumber Co., of Pittsburgh, Pa. of the Amazonian jungle. concerns. 
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to gel -... Individually Brush-Coated by STARKS 
d this Beginning August roth, 1932, STARKS DOUBLE-DIPS each individual shingle under 
‘ie to pressure, then dries it, and finally, GIVES IT A PERFECT BRUSH-COAT. 
here is This is the most effective and permanent way of staining shingles yet developed. We 
— challenge comparison with any competitive method. And, although it costs us more than 
down. the old way, THERE WILL BE NO ADVANCE IN PRICE TO YOU. 
n then | 
' ta ” ca 7 
dazed. | Our New Starks All-Weather Non-Fading Stain 
iy, but 


For eighteen months we have been conducting a series of experiments to develop—and 


to assure the trade receiving—the most permanent color and smoothest finish it is possible 
to give a stained shingle. Hundreds of exposure tests have enabled us to select the most 
durable of colors, and the best of filming oils, which, coupled with our new method of 
application and treatment, gives such assurance. For good looks and long life, when applied 
to a shingle, no other will compare with our new ALL-WEATHER SHINGLE STAIN. 


Starks Leads for Eighteen Years 


Since 1914 Starks has manufactured shingle stains and stained shingles for every state 
in the Union. Starks has always set the pace—by the maintenance of high quality. The 
best interests of the users of our product have always had our first consideration. Not even 
during the business difficulties of the World War, or in the recent “tough” months, has 
the STARKS leadership been successfully challenged. 


Now, with our Double-Dipped and individually Brush-Coated shingles and our per- 
fectly blended All-Weather Non-Fading Stains, we take another step forward. These better 
materials, and better methods, enable us to produce THE LAST WORD IN STAINED 
SHINGLES! 


Tie your salesmanship into our program — leave to us the responsibility for a perfect shingle-staining 
job — and you will see your orders increase. 


: STARKS STAINED SHINGLE COMPANY 
3510 Sixth Avenue West, Seattle, Washington 


All shingles rigidly inspected, after Double-Dipping and individually Brush-Coating, before being repacked 
into bundles or cartons. 
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f We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northera Veneers and Plywood. 





We also invite orders for Northern Pine, Spruce, 
Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation =“ Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 

THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 


Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 


© SB Q 
ee nll L 


Wd, MAPLE 


AND BIRCH 


FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SJIWWELLS 


LUMBER COMPANY 


MANY FAOTYRER S 
17 17 


Maple 
Manuf. 




















VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 


17 17 























Surface Measure 


ESTIMATOR 


By J. M. LEAVER 


This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 
circular containing sample pages. 


Pocket Size (41/2"x6'2") 
Postpaid $5.00 








American Lumberman 
431 S. Dearborn St., CHICAGO, ILL. 
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Wood Products in Public Works 


OtymprA, WasH., Aug. 27.—Details of a 
widespread campaign to promote the use of 
wood products in public works construction 
were discussed at a meeting of lumber dealers 
and manufacturers of this district held here 
Aug. 22. The following committee was named 
to represent this territory in the State-wide 
campaign: Kenneth Carlisle, of Onalaska; M. 
Fischer, of Bordeaux; Maurice Springer, C. M. 
Harmon and Paul Billings, of Olympia, and 
Carl Mackie, of Shelton. 

A preliminary meeting to consider various 
phases of the campaign was held here several 
days earlier, with lumbermen from Pierce, 
King and Thurston counties in attendance at 
the invitation of Paul Billings of the Buchanan 
Lumber Co. of this city. W. Yale Henry, 
Henry Mill & Timber Co., Tacoma, chairman 
of the general organization committee, presided. 
Other Tacoma lumbermen present included 
Paul Johns, P. B. Mildon, Ernest Dolge, J. P. 
Ziemier and A. K. Martin. 


Order 1,000 Suites of Furniture 


Litre Rock, Ark., Aug. 30.—In announcing 
last week the purchase of 1,000 suites of furni- 
ture from a southern manufacturing concern, 
officials of the Haverty Furniture Co. said that 
a strong factor in the decision to make the 
purchase was the fact that additional work 
would be given to many persons in completing 
the order. The 1,000 suites involved in the 
Haverty order are being distributed among the 
various stores of that concern. 








Furniture Factory Resumes 


Muscopa, Wis., Aug. 30—The Muscoda 
Manufacturing Co., maker of all kinds of high 
grade furniture, has resumed operations after 
a long term of idleness. The plant is now 
working on orders received from the Uni- 
versity of Wisconsin, and the Thompson Res- 
taurant Co., of Chicago. 


Booking Orders from Middle 
West 


30GALUSA, La., Aug. 30.—The Great South- 
ern Lumber Co. sales department reports bet- 
ter business during the last few days than for 
three or four. months, orders pouring in from 
the middle western wheat growing section of 
the country particularly. Col. D. T. Cushing, 
general manager, on a business and pleasure 
trip through the East and middle West, writes 
that business conditions in the East are im- 
proving and that people are more optimistic 
than they have been for a long time. 








Books Important Lumber Order 


OrANGEBURG, S. C., Aug. 29.—The Depine 
Timber Corporation reports it has received 
from a New York buyer an order for 25 cars 
of lumber. The order was said to be one of 
the largest in several months, and was regarded 
by officials as definite assurance that business 
is beginning to improve. 





Hardwoods in West Virginia 


WHEELING, W. Va., Aug. 30.—That West 
Virginia still has a half million untouched acres 
of timberland, is the surprising information 
being developed by a survey of virgin timber- 
land in the State, made by the game, fish and 
forestry commission. Much of this land, ac- 
cording to the report, is listed as mixed hard- 
wood, such as oak, hickory, beech and maple. 
Under the listing as southern hardwoods will 
be found cucumber, hemlock, linden and yellow 
poplar. Long famed for the high quality of its 
hardwood timber, West Virginia for many years 
to come will still be in position to supply the 
needs of builders and wood-using industries for 
high class hardwoods. Many outstanding con- 
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cerns are located in this State, and are supply- 
ing to the trade the finest quality of Appalachian 
hardwoods. 
cerns that have gained an enviable reputation 
for the quality of their product are the Cherry 


Two of these old established con- 


River Boom & Lumber Co., with sales offices 


in Philadelphia, Pa., and Moore-Keppel & Co,, 


Ellamore, W. Va. 





Three Pernicious Bills Side- 
tracked 


INDIANAPOLIS, IND., Aug. 29.—The special 
session of the Indiana legislature adjourned 
without passing any legislation of serious disad- 
vantage to the trade. And some of the leaders 
are to be complimented for yeoman work done 
during the session in defeating or helping to de- 
feat three bills, any one of which would have 
worked untold hardships. 

One of the most pernicious bills introduced 
was a sales tax proposal. It provided for a tax 
of one-half of one percent on all gross retail 
sales and was intended to raise about $6,000,000, 
The bill failed of passage, but only after the 





MUCH BETTER BUSINESS 
VOLUME 

We are having a much better 
volume of business than for a long 
time. The demand has been un- 
usually active and the situation 
looks more promising than for 
quite a while—A Southern Pine 
Manufacturer. 


COVERED UP WITH ORDERS 

We were covered up with orders 
last week and had to call off our 
salesmen temporarily—A South- 
ern Manufacturer. 








NOTICEABLE INCREASE IN 
BUSINESS 

Our business has shown a notice- 
able increase for each of the last 
several weeks, although prices still 
seem to be demoralized. We hope, 
however, the increased volume will 
have a favorable effect on prices.— 
A West Coast Manufacturer. 











business men of the State had flooded the leg-! 
islature with protests. i 

A bill to amend the present store tax also 
was introduced and narrowly escaped passage. 
It would have provided for a graduated tax or| 
license fee ranging from $3 per business estab- 
lishment to $75 for each store or retail busi-) 
ness more than twenty owned by the same firm. § 
The independent business men, while not sof 
vitally concerned in this bill, since it left the 
minimum tax for two places of business at $3 
each, did feel that any boost at this time would 
create a precedent and it was highly probable 
the minimum tax would be the next increased. 

The third bill was a truck licensing bill 
which would have made practically every com- 
mercial truck in the State a public utility and> 
subject to regulation from the Indiana public 
service commission. It provided for a tax of 
one mill per ton-mile and would have involved 
an enormous amount of bookkeeping in addition ¥ 
to the’ actual cost of this tax. It would havey 
required owners to keep a daily accurate record 
of miles traveled and tons carried and required 7 
owners to open their books to the inspection off 
the Indiana public service commission. Thej 
same body also would have been empowered tof 
regulate the amount of liability insurance the 
truck owner had to carry. 
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Cut In Ocean Rates Disastrous 


New Orteans, La., Aug. 30.—Disruption of 
the lumber markets in United Kingdom is ex- 
pected as a result of a slash in the ocean rate 
on hardwood and pine lumber, feathers, carbon 
black, and wallboard by steamship lines affili- 
ated with the Gulf-United Kingdom Conference 
when the conference, on August, 18, placed the 
rates on the five commodities named on an 
“open” basis. Individual lines reduced the Lon- 
don rate from 25 cents per 100 pounds to 20 
cents, a reduction of about $2 per 1,000 feet 
B. M., and the Newcastle rate from 37% cents 
per 100 pounds to 30 cents. 

The jockeying of the rates was ascribed by 
observers as a retaliatory measure adopted by 
the Conference because several large shippers 
of lumber, cotton, carbon black, etc., had com- 
bined cargo for a sailing late in August of the 
steamship Blairesk, of States Marine Corpora- 
tion. 

The rate on rosin was reported originally in- 
cluded on the “open” basis but was withdrawn 
in a hurried special Conference meeting on pro- 
test of the South Atlantic Lines, which advised 
New Orleans interests that 50,000 barrels of 
rosin was booked at 25 cents and disturbance of 
the rate undesirable. Cotton, another commod- 
ity included in the cargo of the non- conference 
sailing, was not put on the open list. 


Because of the after effects in the trade which 
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frequently result in pressure being brought to 
bear on American mills to absorb the difference 
when the low ocean rates under the “open” 
classification are restored to the normal confer- 
ence rates, lumber factors in New Orleans ex- 
pressed dissatisfaction with the situation. The 
slash of $2 in the rate, it was said, lowers the 
inventory value on replacement basis of import- 
ers in the United Kingdom. This creates dis- 
satisfaction, causes criticism, and engenders dis- 
like. One factor cited a sale of 200,000 feet of 
ash virtually closed that had been dropped by 
the United Kingdom end because of the rate 
change. 





Home-Grown Lumbermen 


Ark., Aug. 29.—Dock 
Dillard, 72 years old, sawmill operator and 
timber man of Mull, has a family of children 
that believe in staying at home. Twelve of 
his 14 children live in the Mull neighborhood. 
All are married and have children. In all, Mr. 
Dillard has 60 grandchildren. Any time he 
wants to summon the Dillard clan, he can 
stand on his front porch and yell, this way 
and that, and in 30 minutes he can have over 
70 of his direct descendants standing in his 
front yard. Dock Dillard has probably cut 
more pine and hardwood lumber in Marion 
County than any other sawmill man, and does 
not have to go outside of his family to get 
his crews. 


MouNTAIN HoME, 


New Proposals Considered for Down- 
ward Revision of Rail Rates 
From Pacific Coast 


It is understood that there is to be a con- 
ference of lumber manufacturing executives at 
Chicago, on Sept. 7, which will prepare a re- 
quest for the general downward revision of 
railroad rates, which after discussion will be 
presented to railroads affected. 

New proposals are under consideration for 
the modification of the Pacific Northwest rail- 
road rates eastbound. In the April 16 issue of 
the AMERICAN LUMBERMAN there was given 
the substance of Docket No. 12265, of the 
Transcontinental Freight Bureau, and in the 
issue of April 30 there appeared an analysis of 
the proposed changes, by H. N. Proebstel, 
trafic manager of the West Coast Lumber- 
men’s Association. This Docket No. 12265, 
however, was cancelled, and was supplanted by 
Docket No. 13868, of June 24. 

The proposals embodied in Docket No. 13868 
followed the main outline of the cancelled 
docket, but embodied the carriers’ suggestions 
for more definite adjustments. It follows the 
previous suggestion (first) that there be estab- 
lished a central zone to which rates would be 
the same from both the North Pacific Coast 
and California, the proposed general basic rates 
within this zone to be those now in effect, the 
northern and southern equalized zone boundary 
to be as outlined in paragraphs (A) and (B), 
page 1 hereof; (second) that revision of rates 
at points south of the southern boundary, where 
rates from the North Coast would be differ- 
entials higher than from California, and to 
points north of the northern boundary, to 
which rates from California would be differ- 
entials higher than from the North Coast, be 
on different lines. 

A further Docket of the Transcontinental 
Freight Bureau, No. 14093, contains a shipper’s 
proposal for revision of the rates, in accordance 
with the following schedule: 

Lumber and Other Forest Products, C. L., 
E. B.: Request for reduced rates in Tariffs 
17-L, 18-M and 28-K, minimum weight 36,000 
Ibs. on shipments in open and closed cars. 

Following are the present and proposed 


lumber rates in cents per 100 pounds from 
the North Pacific Coast group (Rate Basis 1): 
From Present Proposed 
North Pacific Coast Basic Basic 
(R. B. 1) Lumber Lumber 
To Rates ates 
North Dakota ...... 54 54 
South Dakota ...... 54 to 65 54 to 60 
. vixvweew cues 62% 55 
OS SE re 62% to 70 55 
Oklahoma: 
On and north of C. 

R. I. & P. main_ 

MO ntccnne eens to 77% 55 
South of said line 70 to 77% 62% 
PRMRAMETE 600-0000 62% 55 

Texas: 
(a) All, except (b) 
|) rae 7 to 77% 62% 
(b) On and north 
ce cc. Bm i... & 
P. main line 
through Ama- 
CO ey 62% 55 
(c) South of S. P. 
main line 
through Cuero 17% 6714 
COIOTEEO occcccveves bl to 62% 51 
We POURED 4.060000 00% 51 51 
Minnesota (except 
southeastern) ....§ 56%4 to 62% 55 
Minnesota (south- 
gy | rer 62% to 68 0 
ee 62% to 68 60 
Te reat 62% to 77% 60 
pee 62% to 72 60 
PEE b.vtacxveseowes 68 to 72 60 
Arkansas: 
On and north of 

Cc. R. I. & P. main 

Sr 77% 60 
South of said line. 77% 67% 

Pe 77% to 85 67% 
TRGIOME ccicccccsesctam to 65 
ee: 

Northern peninsula 72 60 
Southern peninsula&82% to 85 65 

Ohio: 
Coe ee 85 65 
Other than points 
now taking 85- 
CORE TRIS oc ccces 87 to 88% 70 
Western New York 
and Pennsylvania. 88% 70 
Other North Atlantic 
and New England 
states, now taking 
rates of 90 to 96 
GUE a6 iw ct ami anes 90 to 96 75 


Existing differentials to be maintained from 
other origin points and on Shingles, Millwork 
and other forest products now taking higher 
than basic lumber rates. 
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Introducing the 


WOOSTER 
SAMPLER 
SYSTEM 


acomplete brush selling department 


There’re real profits in brushes when you use this 
unique, simplified system: Swinging Panel display 
of the 26 “best selling’’ WOOSTER Foss-Set 
BRUSHES. “Greatest system ever devised” say 
thousands of retailers. Here’s what you get for only 
$12.50. 


The swinging metal panel display with a com- 

plete model line of 26 selected WOOSTER Foss- 
Set BRUSHES that satisfy the brush requirements 
of 95% of your customers. 


The new, combination handy stock control guide 

and brush sales-aid card . . . attached to dis- 
play panel for convenient reference by you and 
your customers. 


A self-display carton containing 24 full 3-oz.— 

10c—packages of BRUSH CLEANER By WOOS- 
TER—the magic, new cleaner with a novel profit- 
building, merchandising idea. 


4 Attractive advertising to identify your store as 
headquarters for nationally advertised WOOS- 
TER Foss-Set BRUSHES. 


The new book of ‘“quick’’ order blanks to save 
your time. 


50% Margin for YOU 





Sampler Costs _. ...$12.50 
Retail Value 18.80 
Re NN ehasahieesitttasteieniaiideaismanaticail $ 6.30 


—and on Wooster Brush refills to the panel your 
margin averages better than 62%. 


At $12.50 —it’s a whale of a bargain! Order 


from your Paint or Hardware Jobber or The Woos- 
ter Brush Company, Wooster, Ohio. 
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THREE THINGS 
YOU WANT TO 
REMEMBER ABOUT 
CEDAR 


Cedar as used for closet lin- 
ing must have certain char- 


be 100% 


acteristics to 
adaptable. 


1. RED HEARTWOOD 


Good cedar closet lining must have a 
high percentage of red heartwood. 
*Brown’s Supercedar is guaranteed 
to be 90% or more red heartwood. 


2. OIL CONTENT 


The oil content of good ¢edar must 
be high so as to insure complete 
moth repelling qualities. 

*Brown's Supercedar is guaranteed 
for 100% moth repelling oil content. 


3. BEAUTY 


The grain of cedar wood must be 
attractive to insure interior beauty. 
*Installed Supercedar lined closets 
are widely known for their decorative 
beauty. 


WRITE FOR DETAILS. 
GEO. C. BROWN CO. 
Memphis, Tenn. 


Largest Manufacturers of Aromatic 
Red Cedar Lumber in the world. 









































Sotionalbelable 
> Olas 


With "storage season" at hand, the lumber deal- 
ers (in towns of 15000 and under) will soon find 
their "Farm Trade" asking for Denning Portable 


oer™ 
SINg 


Silos, Cribs and Bins (one to six sections). They 
serve the Farmer best (|) because they are inex- 
pensive; (2) because they are quickly and easily 
erected. 





SAVE MORE 
THAN HALF 











lf our salesman has not 
called, better write us 
today for particulars. Be 
prepared to serve this 
seasonable and assured 
market. 





FREE-ENSILAGE 
FEEDINGTABLE 


Illinois Wire & Mfg. Co. 
JOLIET, ILLINOIS 


BRANCHES—LUFKIN, TEXAS BUFFALO, NEW YORK 
COUNCIL BLUFFS, IOWA MINNEAPOLIS, MINN. 
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Name Synonymous With Lumber 


PorTLAND, Ore., Aug. 27.—F. W. Pettibone 
is a name well known in lumber circles the 
country over, and when the F. W. Pettibone 
Lumber Co., with offices at 525 Terminal Sales 
Building, this city, was organized early this 
year and announced in the AMERICAN LuM- 
BERMAN, many letters were received by Mr. 
Pettibone from old friends in the trade. F. W. 
Pettibone first saw the lumber light in his 
father’s retail yard in Wyandotte, Kan., in 
1873. From there he went to northern Illinois 
and later worked in the mills of Wisconsin, 
Minnesota and Canada. Still later he become 
connected with the Edward Hines interests in 
Louisiana and Mississippi, beginning a service 
of twenty-five years. He was general manager 
of the Hines southern operations until the tim- 
ber was exhausted. At that time he went to 
Oregon, in charge of construetion and organ- 
ization of the plant at 
Burns (now Hines), 
Ore., one of the most 
modern lumber opera- 
tions in America. This 
operation started, he 
retired from the Hines 
service and was suc- 
ceeded by his son, C. 
J. Pettibone, the third 
generation of Pettibone 
lumbermen, who was 
made general manager. 

Feeling too young 
and active to quit busi- 
ness, Mr. Pettibone 
arranged with the Hines 
interests to take over 
their export business, 
to operate for his own 
account, together with 
the Portland industrial 
wholesale business, with F. W. 
F. W. McCoy in charge 
of that department. 

Mr. McCoy in 1906 migrated from the Sag- 
inaw Valley, Michigan’s greatest pine produc- 
ing center, where he had started as tally boy 
and worked up to handling the shipping and 
sales departments for E. B. Foss & Co., at 
Bay City. After locating on the Pacific coast, 
Mr. McCoy became sales manager of the Clat- 
sop Mill Co., Astoria, Ore., before the World 


McCOY 


~ 


War, and since then has been buying, selling 
and shipping Pacific coast lumber to many 
of the large industrial plants throughout the 
country. 

Mr. Pettibone also established a rail and 
water wholesale business, under the direction 
of Harry G. Conro, who came originally from 
Rhinelander, Wis., where his grandfather and 
father operated a mill for many years under 
the name of Abner Conro & Sons. Harry 
Conro started in the lumber business at Coos 
Bay, Ore., in 1914, working on a slab saw, and 
has continued in the same line ever since, 
with the exception of a period of 22 months 
spent with the A. E. F, During the last eleven 
years in Portland, he was for five years as- 


sistant sales manager for Cobbs & Mitchell, 
and for the last six years was lumber buyer 
for the wholesale department of the Charles 





F. W. PETTIBONE HARRY G. CONRO 


Personnel of Well Known Wholesale Lumber Organization 


R. McCormick Lumber Co. He is well known 
among Pacific coast manufacturers. 

The F. 
arrangements mills, 


with several 





W. Pettibone Lumber Co. has sales § 
and is & 


equipped to handle anything in fir, spruce, hem- § 


lock, red cedar and pine, with 102 years’ com- 
bined lumber experience to back up these fa- 
cilties. 


Dealers Hold District Meetings 


MINNEAPOLIS, MINN., Aug. 29.—Three un- 
usually successful district meetings, at Aber- 
deen, Mitchell and Rapid City, S. D., on Aug. 
15, 16 and 18, were attended by approximately 
200 South Dakota lumber dealers. Although 
this was the first series of summer district 
meetings in South Dakota, they were conceded 
to be among the best ever held in the terri- 
tory of the Northwestern Lumbermen’s Asso- 
ciation. Both Henry Westerman, president, 
and Ormie C. Lance, secretary of the North- 
western, attended the three meetings, and J. V. 
Dobson, treasurer of the association, attended 
the meetings at Mitchell and Rapid City. 

The South Dakota Retail Lumbermen’s As- 
sociation and the Northwestern Lumbermen’s 
Association collaborated in plans, preparations 
and actual holding of the three meetings. 

At Mitchell and Rapid City the principal 
speaker was John V. Dobson, of the J. F. An- 
derson Lumber Co., Minneapolis, who talked 
on “Balanced Business Management.” He 
stressed the need for economic operation, the 
careful extension of credit, and a spirit of 
close co-operation within the industry. 

At the Aberdeen and Mitchell meetings, R. 
E. Saberson, of the Weyerhaeuser Sales Co., 


spoke on modern merchandising and reasons 
for optimism, giving some specific instances 
that indicated a marked improvement in busi- 
hess conditions. 


O. C. Lance, secretary of the Northwestern ¥ 


Lumbermen’s Association, spoke at all three 
meetings, discussing credits, terms of sale and 
collections, and present day transportation 
problems. 

At each meeting a local attorney discussed 
the laws with respect to the collection of ac- 
counts and also talked on the various phases 
of the South Dakota lien law. 

Ted B. Anderberg, of Thompson Yards 
(Inc.), Aberdeen, was chairman of the meeting 
in that city; C. H. Entsminger, of the C. H. 
Entsminger Lumber Co., Chamberlain, was 
chairman at both the Mitchell and Rapid City 
meetings. The attendance, which indicated 
the general interest of the dealers in the vari- 
ous districts, was as follows: 
Mitchell, 94; Rapid City, 42. 

H. C. Kehm, secretary of the South Dakota 
Retail Lumbermen’s Association, was present 
at the Aberdeen and Mitchell meetings, but 
was unable to attend the Rapid City meeting. 
Max Nobis, of Mitchell, president of the South 
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Dakota Retail Lumbermen’s Association, at- 
tended the meeting at Mitchell, but was unable 
to be present at the others because of the illness 
of Robert Burns, his business associate. 


At all three meetings, a program of sports 
and entertainment was provided for the visit- 
ing dealers. Many of the dealers remained over 
at Rapid City an extra day in order to partici- 
pate in a sightseeing trip through the Black 
Hills. 

Commenting on the attendance and _ the 
splendid spirit evidenced at these meetings, 
Ormie C. Lance, secretary of the Northwestern 
Lumbermen’s Association, said it was quite evi- 
dent that South Dakota lumbermen are far from 
whipped, and continued : 

It is a fact that they have been faced with 
adverse conditions of numerous kinds during 
the last three years, including drought, crop 
failures and bank closings, in addition to the 
general business depression, but they are 
courageous and are good fighters. They are 
making their plans for one of the best build- 
ing years in South Dakota with the return 
of normal conditions. Crops in South Dakota 
are looking splendid, though there has been 
some damage from the intense heat and some 
from the grasshopper menace. 


At the Mitchell meeting, Secretary Kehm, 
of the South Dakota Lumbermen’s Associa- 
tion, announced. that the annual convention of 
that organization will be held in Mitchell on 
March 8 and 9, 1933. 


Announces Latest Shingle Stain 


SEATTLE, WASH., Aug. 27.—In a circular to 
the trade, Starks Stained Shingle Co., of this 
city, announces its “new Starks All-Weather 
Non-Fading Stain” as the achievement of a 
series of experiments made during the last 
eighteen months to test the efficiency of various 
combinations of different color pigments and 
oils, in order to find a stain that would insure 
color permanency and durability to the shingles 
on which this stain is used. This concern has a 
shingle staining service which is available to 
every shingle manufacturer or wholesaler of 
the Northwest, and to every retail lumber 
dealer in America as well. 

J. J. Starks, manager of the company, has 
been in the shingle staining business since 1914, 
being the pioneer shingle stainer of the North- 
west. His company’s product has been sent to 
every State in the Union. 

In addition to using the new stain, on Aug. 
10 the company began to dip shingles twice 
under pressure, then to partially dry them, and 
lastly to give each individual shingle a brush 
coat before packing it for shipment. Mr. Starks 
says: “This is the most effective and permanent 
way of staining shingles yet developed.” 





Announcing Two New Trailers 


Of interest to every user of motor trucks, 
present and prospective, is the announcement 
of two new G M T trailers, products of Gen- 
eral Motors Truck Co., Pontiac, Mich. These 
two new trailers, designated as TT-252 and 
TT-418, are the latest word in trailer con- 
struction and offer many outstanding advan- 
tages. The new TT-252 is a five to ten ton 
semi-trailer, and the new TT-418 is a 4-wheel, 
three to five ton trailer. A feature of the 
semi-trailer is the unusually high pay load 
capacity accomplished with less than the usual 
dead weight. A similar advantage is offered 
by the 4-wheel trailer, the frame of which is 
exceptionally strong and introduces one-piece 
pressed steel, drop frame construction to 
4-wheel trailer design, resulting in a lower 
center of gravity. Both of these new trailers 
possess many advantages of definite interest 
and value to truck users, to whose distinct 
advantage it will be to secure complete de- 
tailed information, which will be sent upon 
request by the General Motors Truck Co., Pon- 
tiac, Mich, 
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Colonizing Cut-Over Timber 


CHEHALIS, WasH., Aug. 27.—Lumbermen 
throughout the State are watching with interest 
the progress of a real estate development in- 
augurated here this week by a group of lum- 
bermen and bankers, which may prove to be 
the answer to the logged off land problem. 
Articles of incorporation have been filed here 
by the Lewis Pacific Land Co. The company 
is headed by E. F. Benson, chairman of the 
State development committee Tacoma Cham- 
ber of Commerce, president, with Norton 
Clapp, of Tacoma, associated with the Weyer- 
haeuser Timber Co. interests, vice president 
and secretary. Joseph H. Ditz, manager of the 
Pe Ell State-Bank, is assistant secretary and 
treasurer. N. B. Coffman, Chehalis banker 
and capitalist, is chairman of the board of 
trustees. 

The company has obtained 2,000 acres of the 
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logged over land holdings of the McCormick 
and Walville lumber companies in the district 
west and southwest of Pe Ell. Working 
through connections already established, it will 
endeavor to colonize settlers on these lands, 
which are especially adapted for dairying, beef 


- cattle and similar farming purposes. 


At McCormick and Walville, lumber com- 
pany towns, are 100 or more houses, many of 
them of from five to seven rooms, that are 
available for prospective settlers at from $30 
to $40 each, including complete equipment of 
windows and doors. Land will be sold at from 
$7.50 to $20 an acre. An immense central 
warehouse, suitable for headquarters for a 
number of settlers until each can erect his own 
buildings, is located at McCormick. Plans 
have also been arranged.for co-operative fenc- 
ing of the 2,000 acres of land in the project. 
The company will endeavor to settle colonists 
possessing from $1,500 to $2,000, each, in cash. 


















Model illustrated is ‘'Urbana'' —3 
rooms and bath, with built-in space for 
an additional "'roll-a-way" bed. Usually 
sells at $800, delivered and erected 
on customer's foundation. 


Me 


Rouwne.tee COTTAGES 


Tourist Cabins: Gas and Service Stations 


the BIGGEST Values in 
Low Cost Portable Structures 


The Round-Top Franchise enables you to fill 
the present-day demand for low cost, easily 
and quickly erected structures. Built in YOUR 
own yards from YOUR materials with YOUR 
labor. Exclusive territories. Write for details. 

























































































ROUND-TOP DIVISION 


THE BELLEFONTAINE LUMBER CO. 


BELLEFONTAINE, OHIO 


























the facts. 


Eastern Office 
Grand Central Terminal Bldg.. NEW YORK CITY 


Truly a Nation-Wide Service | 


Operating in conjunction with the Credit Clearing House; with offices in principal 
cities from coast to coast; under control of the lumbermen and as an activity of 
the National Lumber Manufacturers Association, and Lumbermen’s Blue Book 
offers a credit reporting and collection service more comprehensive than any 
specialized agency in the lumber or any other field. 


Lumbermen need not face the hazard of bad credits. The Blue Book gives them 


Protect your business through the industry’s own service. 


The Lumbermen’s Blue Book, Ine. 
It’s the industry’s own service. Write for special offer. 


323 South Franklin Street, CHICAGO 









Western Office 
465 Stuart Bidg., SEATTLE, WASH. 
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Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 


Pal Sep /a 190 
(gy 13 £302 

La Position 

to LoaZ- / 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


Sole Manufacturer LAUREL, MISS. 





Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 













Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 
Denver 
San Francisco 


No. 1 














Willamette for lumber, 
pulp, tile, steel, 
mn ID OA brick, etc. 
Carrier 






Willamette-Ersted Co 
Portland, Oregon, U. S. A. 
Seattle, Wash 


Peoria, Ilinois 





AMERICAN LUMBERMAN 


Treating Sash Against Decay 


The article by J. J. Davis, research engineer 
of the Paine Lumber Co., Oshkosh, Wis., pub- 
lished in the Aug. 20 issue of the AMERICAN 
LUMBERMAN under the heading “Can Treated 
Lumber Be Successfully Kiln Dried?” has at- 
tracted the attention of H. Edward Wolff, presi- 
dent of the Processed Lumber Co., Elizabeth, 
N. J. With reference to a letter commenting 
on this subject, Mr. Wolff says: “While our 
letter does not exactly answer the question, we 
are giving our actual experience in furnishing 
sash treated against decay over the last several 
years.” In his letter Mr. Wolff says: 

The writer has read with 
ticle by J. J. Davis 
CAN LUMBERMAN of Aug. 20 and wishes to say 
in reference to the treatment of lumber for 
millwork, particularly frames and sash, that 
we have been furnishing for the last several 
years Awlco-ized treated sash made up of 
clear white pine that has been thoroughly 
treated under vacuum-pressure by our fluo- 
ride-phenol chemicals, which are considered 
at least as effective as any salts treatment 
that is commonly used. 

After the lumber is treated, it is carefully 
piled, stripped, spaced and air-seasoned for 
several months. The sash are then made up 
to order for various requirements of indus- 
trial plants and we consider are fabricated 
in the most workmanlike manner. From the 
fact that these sash are manufactured from 
lumber that has been thoroughly treated and 
seasoned, necessarily after the lumber is 
planed, it is thoroughly clean. 

Under our procedure, we have not found 
it necessary to kiln dry the lumber. of 
course, it entails a long delay in air-season- 
ing the lumber for several months, at least 
five to six months, but the result, we have 
experienced, has been most satisfactory. 

We wish to say that George M. Hunt of the 
United States Forest Products Laboratory is 
familiar with our treatment and methods re- 
garding not only sash, but roof plank and 
other construction lumber. 


interest the ar- 


The article by Mr. Davis brings up a very 
important subject and one that lumbermen 
should think more about, in order to not only 
maintain lumber in its present uses, but 
again reinstate lumber where substitutes 
have taken its place to some extent. 





Continues Under Assignees 


NortH ToNAWANpDA, N. Y., Aug. 29.—To 
sales representatives and leading customers of 
the Weatherbest Stained Shingle Co. were sent 
recently letters advising that in order to con- 
serve its assets and be able to continue its 
regular service to the trade, the company had 
recorded an assignment of assets tc Charles H. 
Fitch, Buffalo, and William C. Fisher, North 
Tonawanda. The assignees are men who have 
been working closely with the company for a 
year, and they have announced their purpose 
to keep the business operating as heretofore. 
Recipients of the letter were advised that the 
volume of demand is improving and it is be- 
lieved that this will be only a temporary ar- 
rangement. It is not expected that there will 
be any important changes in the buying or 
sales policies of the company. 





Refinancing Home Mortgages 


New York, Aug. 30.—In a recent bulletin to 
the members of that organization, W. W. Schup- 
ner, secretary of the National-American Whole- 
sale Lumber Association, gives this example of 
what New York State is doing on its own ac- 
count in the matter of mortgage relief: 


Nineteen savings and loan associations in 
various parts of the State yesterday received 
$1,450,000, the first allotment of funds from 
the Savings & Loan Bank of the State of 
New York for the assistance of home own- 
ers called upon to take up first mortgages. 
Refinancing of 590 home mortgages will be 
provided by the funds. A second allotment, 
of probably the same amount, will be made 
next month to twenty-five more member as- 
sociations not included in yesterday’s dis- 
tribution. 
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Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PortLaAnp, Ore., Aug. 31.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended Aug. 27: 

Average number of mills reporting, 115%: 
Total production for two weeks.. 66,695,000 


PERS Ore OP 68,019,000 
a eee 73,349,000 


Report of average of 103 mills: 


Average weekly capacity......... 130,640,500 
Weekly average for 3 previous 
Ry We iracsil ita ners Saito Baca dh RC Okc ee 72,587,500 


Actual production, weekly average 
Report of average 115% mills: 

Average weekly production...... 61,569,000 
Unfilled orders—Aug. 27 (115 mills) 118,136,000 


Weekly average of identical mills, 
number 103: 


30,799,000 


average 


-——Two Weeks Ended—, 
Aug. 27,1932 Aug. 28, 1931 


Production ......... 30,799,000 52,082,000 
Shipments .......... 32,293,000 52,239,000 
Orders received..... 34,880,000 53,477,500 
Identical mills— 
Production, weekly average for 3 
previous years (average num- 
= “Se oe ere 61,658,000 
On Aug. 27, On Aug. 28, 
1932 1931 


Unfilled orders (115 


mills) 118,136,000 168,717,000 





WestCoastWaterborne 


SEATTLE, WASH., Aug. 29.—The Pacific Lum- 
ber Inspection Bureau has issued the following 


report of waterborne shipments from the 
Northwest during July: 
Domestic 
INTERCOASTAL— 
1932 


1931 
Atlantic coast 148,031,665 


COASTWISE— 


53,338,249 


CaMsOrMie. ..ccccsess 41,777,852 59,656,609 

PE: dhance odewares 260,103 312,869 
OTHER— 

Paiema Canal Zone. 544,175 716,265 

Hawaiian Islands ... 2,931,401 7,828,442 


Philippine Islands 
Porto Rico 
Unclassified 


1,442,617 
128,584 











Total domestic ..... 100,422,981 216,778,199 
Sxport 
ORIENT— 
PE ccc nadia wee ey 10,921,188 45,934,172 
PE Cothatakwneans 16,432,914 24,018,337 
Dt Gacerewnas eins 18,062 287,967 
EvUROPE— 
United Kingdom .... 17,911,753 22,675,633 
Norway and Sweden 20,638 21,046 
re 51,910 95,999 
> | Seer eee 224,271 405,898 
DE scuseceooesns 1,796,035 3,302,338 
ewe de wba 902,772 4,497,253 
0 eee 1,234,175 1,106,815 
DP weebene eae de ve 20,542 138,123 
ere ee 121,668 128,978 
Unclassified ........ 19,887 301,971 
LATIN AMERICA— 
South America 
(east coast) ...... 2,237,371 807,272 
South America 
Pe GED wae sn iee 405,160 
Central America + eee 
Weat Indies ....e.0% 901,829 1,668,640 
pO eee ate 060UC~*C«C rw 
AUSTRALASIA— 
0 ee ee 18,718,419 9,451,722 
New Zealand ....... 182,585 179,729 
South Sea Islands... 649,681 58,240 
AFRICA— 
South Africa ....... 62,433 1,985,592 
Total foreign ...... 72,849,785 117,470,885 
remG teotela ..icees 173,272,766 334,249,084 


Districts of origin of shipments during July, 
1932, are given as follows: 





Lumber Logs 
British Domestic Export and Bolts 
Columbia 73,654 43,403,605 1,432,960 
Wash’gton .. 71,125,863 20,225,708 1,471,657 
GE. kb ve eas 29,123,464 9,220,472 1,661,870 
Totals ....100,422,981 72,849,785 4,566,487 


Following are lumber footages for the first 
seven months: 1932, 1,346,934,352 feet; 1931, 
2,261,679,953 feet. 
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Pine Wasuincton, D. C., Aug. 29.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Aug. 20, and for 
f thirty-three weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics 
oe of identical mills for the corresponding period of 1931: 
TWO WEEKS Average No. Production Percent Shipments Percent Orders Percent 
Softwoods: of Mills 1932 of 1931 1932 of 1931 1932 of 1931 
" Southern Pine Association..............++++ 101 36,456,000 78 51,493,000 8S 65,070,000 118 
di West Coast Lumbermen’s Association........ 201 97,007,000 53 115,183,000 57 117,600,000 60 
»,000 Western FING ASSOCIATION. ..6ccccecsevcsscve 104 60,944,000 55 61,644,000 58 66,985,000 63 
9,000 Northern Pine Manufacturers .............. 7 1,773,000 37 2,388,000 Ad 2,283,000 37 
9,000 Northern Hemlock & Hardwood Mfrs.’ Assn. 17 520,000 14 1,091,000 56 1,071,000 66 
» bee NE NUIT 6 ins vane vinnnrenexenenives 430 196,700,000 56 231,799,000 62 253,009,000 69 
Hardwoods: 
7,500 Hardwood Manufacturers’ Institute......... 153 11,216,000 54 16,879,000 58 18,029,000 63 
9,000 Northern Hemlock & Hardwood Mfrs.’ Assn. 17 733,000 40 1,567,000 44 1,389,000 47 
et RI. 0 crnvcncennbisvanneeaule 170 11,949,000 53 18,446,000 57 19,418,000 61 
wees a 2 Seer eee 583 208,649,000 56 250,245,000 61 272,427,000 69 
6,000 THIRTY-THREE WEEKS 
rage ’ Softwvods: 
Southern Pine Association..............e.e. 106 636,922,000 65 742,590,000 és 761,414,000 70 
—. & West Coast Lumbermen’s Association........ 201 1,745,197,000 52 2,027,230,000 58 1,946,147,000 58 
1931 Western Pine Association...............000. 107 790,660,000 51 1,118,350,006 65 1,093,812,000 64 
2,000 Northern Pine Manufacturers ............-. 7 18,162,000 20 63,381,000° 71 56,378,000 65 
9,000 M Northern Hemlock & Hardwood Mfrs.’ Assn. 19 13,567,000 20 28,927,000 65 27,556,000 67 
7,500 ariel ‘claps perth Achade ise ademas Freres ist eds ‘aman 
tes DOCUOGEE «hi ccccurracdcktensbedakwaat 440 3,204,508,000 53 3,980,478,000 62 3,885,307,000 62 
Hardwoods: 
» Hardwood Manufacturers’ Institute......... 151 248,446,000 57 329,319,000 63 309,305,000 59 
9.000 | Northern Hemlock & Hardwood Mfrs.’ Assn. 19 25,018,000 29 43,159,000 63 38,707,000 57 
g.28, ff Total hardwoods ........2.0.6scsccccseess “170 273,464,000 “52 372,478,000 63 "348,012,000 59 
1 4 SE IIE weainiae gm oie. pisrda oko Grningiacemiaatce 591 3,477,972,000 5s 4,352,956,000 62 4,233,319,000 62 
7,000 
Softwood Orders 35 P Above Cut! West Coast Review 
ne ; [Special telegram to AMERICAN LuMBERMAN] 
m.. ASHINGTON, D. C., Sept. 1.—-Six association; for the two weeks ended Aug. 27 reported as SEATTLE, WASH., Aug. 31.— The 216 West 
— follows : Coast Lumbermen’s Association mills giving 
wing Week No. of production, shipments and orders during the 
the : Softwoods ended Mills Production Shipments Orders two weeks ended Aug. 27 reported: 
_—an Pine Association (North Carolina Aug. 20 109 20,004,000 29,774,000 38,550,000 Production 99,643,000 
Re ID escort oa sd ie rh oc aos voce ie 118 22,252,000 34,873,000 38,789,000 Shipments 117,932,000 18.4% over production 
West Coast Lumbermen’s Association......./ Aug. 20 216 49,580,000 60,357,000 58,281,000 Orders 130,082,000 30.5% over production 
Aug. 27 216 50,063,000 57,575,000 71,801,000 f 9 i i * 
_ Western Pine Association (Inland Empire Aug. 20 113 32,982,000 32,206,000 35,912,000 a y try 2 of $31 mills pesen serene 
31,665 and California mills).............ee00+++AUg. 27 115 32932000 35,343,000 37,019,000 | Ports for 1932 to date are complete, reported as 
- Northern Pine Manufacturers........... ... Aug. 20 7 868,000 1,447,000 1.238.000 | follows: 
6,609 F Aug. 27 7 35,000 1,695,000 2,040,000 Average weekly operating capacity.285,097,000 
12,869 § Northern Hemlock & Hardwood Manufac- Aug. 20 18 177,000 386,000 426,000 | Average weekly cut for 34 weeks— 
Eee Aug. 27 16 44,000 828,000 851,000 Se ee eee eer aren gree ay 108,072,000 
16.265 M8 EEE — — - : SEE neces, .weksseteneeannaanens 62,599,000 
28,442 Ff ID cig bs5-ah ciate i diab sod aire ww dice psa Bc ace halts Aug. 20 463 103,611,000 124,170,000 134,407,000 Average cut for two weeks ended 
’ “ Hardwoods Aug. 27 472 106,126,000 130,314,000 150,500,000 Pe whe a es ah ne oot eun ‘ 5 te i 
y2.345 Hardwood Manufacturers’ Institute......... Aug. 20 161 5,845,000 9,028,000 9,888,000 ep eS et ee ee ee 
vo Aug. 27 163 41435'000 10'403'000 11'161,000 | the two weeks ended Aug. 27 was 99,643,000 
78,199 § Northern Hemlock & Hardwood Manufac- Aug. 20 18 500.000 742,000 485,000 feet, reported distribution as follows: = 
SO BO. hteviacevsasaeseseanes coccce. Aug. 27 16 280,000 935,000 575,000 Unfilled 
ape Pasi pith ia, ‘sindiied Rae : Shipments Orders Orders 
34.172 DD. ci cevsctrcswnpeiniediun a 179 6,345,000 9,770,000 10,373,000 | Rail ...... 40,424,000 47,900,000 47,044,000 
18.337 Aug. 27 179 4,715,000 11,338,000 11,736,000 Domestic 
87'967 cargo .. 41,095,000 46,372,000 74,311,000 
‘ Export ... 25,968,000 25,365,000 50,900,000 
aie Relati £U fil] d O d } St L Local .... 10,445,000 10,445,000 ..... 48. 
(0,00¢ 
eee ; on ° n l e r ers eo) oc Ss 117,932,000 130,082,000 172,255,000 
5,999 § — ; eed , ; 
as, 508 ' Wasuincton, D. C., Aug. 29.—Following is a statement for four associations of the gross A eles of gf Pinon — whose reports 
97253 & stock footage Aug. 20, and the percentage rela-tionship of unfilled orders to stocks: of production, shipments and orders are com- 
37,2090 § plete for 1931 and 1932 to date, reported as 
06,815 & - 7 : Orders of po 
8193 Association— No. of Gross Unfilled Stocks— follows: 
98°97) . ‘ * Py Mills Stocks Orders Percent Aver. of tw 
ey thy Southern Pine Association pilates eee cee seeeeee 98 587,368,000 60,820,000 10 ts and! Av rage for 34 A eeks 
os Weate ——— agg ered nr s Association........<. 171 1,066,501,000 139,947,000 13 Aug. 27, 1932 i933 1931 
: vy ester i: SNL 50a. kaa SK Ge Gwe oe oo 11% 536,015,000 32 . ati 05100 r977 
Northern Pine Manufacturers........ 4 argh yet 111’580'000 : Production 49,051,000 — 52,777,000 101,025,000 
07.272 - Hardwood Manufacturers’ Institute... me; pba iy 1,980, 6 Shipments 57,980,000 61,304,000 105,787,000 
7,272 ; Mz é ‘ | Se 152 752,570,000 67,993,000 9 Orders 63,895,000 59.271.000 102,487,000 
05,160 | 
68,640 F 
Rae f ® 
ae Our Specialty T 
ui ol remon a oorin 
ga | | MIXED CARS 


QUARTERED 


OAK FLOORING 





85,592 & 

— | OAK AND GUM A Truly Superior Product 

— 4 i Trim - Mouldings et Del — — eae, trade named DUGDEMONA Forked Leaf White Oak and 
y July, ‘ LONG AND SHORT Scientifically kiln dried; accurately manufactured; glass smooth surface; tongued and grooved 
_— 5 LEAF YELLOW PINE with unusual precision; ends square and edges clean and straight; efficiently graded and noted 
iBolts ff Shed for its beauty of grain and uniformity of texture and color. 

132,960 | ed and Yard Stock White and Red Oak, Black Gum, Tupelo, Red Gum, Sap Gum, Cypress, Elm, Beech and Hickory 
561'870 3 @ur cach: fo “ “ an —both air dried and kiln dried. 








- 1931, ROCHELLE, LOUISIANA 
CHICAGO OFFICE: 307 North Michigan Avenue 
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YELLOW PINE 





Straight or Mixed Cars of 


Yellow Pine and Hardwoods 


a 
PILING — CAR MATERIAL 


GRAIN DOORS 


W.T.FERGUSON 


LUMBER CO. 
ST. LOUIS, MO. 


T. C. WHITMARSH, JR., PRESIDENT 
N. C. WAGGONER, SALES MANAGER 


WEST COAST PRODUCTS 
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GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
Washington, D. C. 
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KANSAS CITY, MO. 


GED isorr in 


COLORTY 
TEXTURE 
QUALITY 
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North Carolina Pine and 
West Virginia Hardwood 














; - CASING 
Dried, Well Manu- . 
Keetnrcd High Grede. BASE AND 
Capacity, 2$0,000}eet MOULDINGS 
hk. - Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 














CYPRESS 
ra) 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
4 Lumber, Lath 
“ se ‘ and Shingles 

Also Tupelo Landes, \~ have Complete 


Dibert, Stark & Brown Cypress Co. Lid. 


Manufacturers DONNER, LOUISIANA 














LUMBERMEN! 


Write now for our catalog telling 
about our books that’ll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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What the Associations Are 
Planning and Doing 


Sept, 18.—Reater Manufacturers’ Club, Columbus, 

a. 

Sept. 14-17—American Trade Association Execu- 

tives, Atlantic City, N. J. Annual. 

Sept. 28-30—Concatenated Order of Hoo-Hoo, Mil- 
waukee, Wis. Annual. 

Sept. 29-30—National Hardwood Lumber Associa- 
tion, Peabody Hotel, Memphis, Tenn. Annual. 

Oct. 3-7—National Safety Council, Wardman Park 
Hotel, Washington, D. C. 21st Annual Safety 
Congress and Exposition. 

Oct. 19-21—Pacific Logging Congress, 
Wash. Annual, 

Oct. 26-28—National Retail Lumber Dealers’ Asso- 
ciation. Brown Hotel, Louisville, Ky. Annual 
meeting. 

Dec. 12-16—Society of American Foresters, San 
Francisco, Calif. Annual Conference. 


Tacoma, 





Planning for Hoo-Hoo Annual 


MILWAUKEE, Wis., Aug. 30.—Officers and 
directors of Milwaukee Hoo-Hoo Club No. 35 
held a special meeting Monday with Benjamin 
F, Springer, supreme snark, to discuss plans 
for the international concatenation to be held 
in Milwaukee Sept. 28 to 30. Headquarters 
will be at the Hotel Pfister and delegates from 
the 92 clubs in this country, Canada and Eng- 
land are expected to attend. 





Annual Safety Congress 


During the week of Oct. 3 to 7, many dele- 
gates from woodworking and lumber manufac- 
turing plants will meet at the Wardman Park 
and Shoreham hotels, Washington, D. C., to 
consider practical, co-operative methods for the 
reduction of accidents and the promotion of 
health in their industry. 

This program will be conducted by the wood- 
working and lumber manufacturing section of 
the National Safety Council, as a part of the 
twenty-first annual Safety Congress & Expo- 
sition. The general chairman of this section 
is R. C. Barr, Lumbermen’s Mutual Casualty 
Co. J. W. Smith, Employers Reinsurance 
Corporation, and Louis W. Kerberg, Mengel 
Body Co., are vice-chairmen. William A. Wil- 
son is secretary. 


Warns Against Blister Rust 


SPOKANE, WaAsH., Aug. 27.—Ovid Butler, 
secretary of the American Forestry Associa- 
tion, spoke before the Spokane Hoo-Hoo club 
last week. Mr. Butler has just completed a 
10-day inspection of the valuable white pine 
area of northern Idaho. He was alarmed at 
the spread of the blister rust, and declared 
emphatically that unless this is _ controlled, 
Idaho white pine will disappear as a merchant- 


able commodity. 
cenenenees 


Questions Dealers on Truck Problems 


OrLaAnbo, Fia., Aug. 30.—Because of increas- 
ing volume of lumber movements by trucks, 
Frank Williams, secretary of the Florida Lum- 
ber & Millwork Association, is asking members 
and dealers of the State for detailed informa- 
tion about methods of transportation, with spe- 
cial reference to trucks. Mr. Williams says 
“one large manufacturer recently stated that 
fully 75 percent of his shed stock was being 
distributed to dealers in his territory by motor 
truck.” Pointing out the danger of this ten- 
dency, Mr. Williams continued: 

The thought has come to us that retail 
lumber dealers should not purchase their re- 
quirements from the mills in truckload quan- 
tities, as it not only reflects on the indus- 
try, but is the reason for a great many un- 
desirable yards hanging on and disturbing 
local conditions. If allowed to continue, it 
will be difficult to stop the practice, and per- 
haps the retail lumber dealer of the future 
will need only a truck with which to do 
business, with his office in his hat. As time 





goes on, your secretary appreciates the fact 
that new methods of merchandising will 
come about, but do you want that condition 
to prevail? Do the manufacturers like the 
idea of carrying the dealers’ stocks? My 
guess is no. Then, let’s do something about 
it. 

The twelve questions sent out cover prac- 
tically every phase of the problem and its 
possible effect on the retail lumber trade. 





Northeastern Hardwood Producers 
Meet 


" Utica, N. Y., Aug. 29—A meeting of the 
Northeastern Hardwood Producers Association 
was held at the Hotel Utica in this city on 
Friday, Aug. 26, with a full attendance of the 
membership, also Arthur W. Bowler of the 
Johnson Lumber Co. of Manchester, N. H., 
and F. J. Caulkins, of Boston, Eastern staff 
representative of AMERICAN LUMBERMAN. Mr. 
Bowler is president of the New Hampshire 
Lumbermen’s Association and was returning 
with Mrs. Bowler from a motor tour of the 
Adirondack region. E. R. Plunkett of Plunkett, 
Webster Lumber Co. of New Rochelle, N. Y., 
is president of the Northeastern and H. C. 
Hull of Oval Wood Dish Co., of Tupper Lake, 
is secretary-treasurer. Others present were 
W. Clyde and Roy O. Sykes, Emporium Lum- 
ber Co., Conifer; S. G. Ormsbee, Wayne Lum- 
ber Co., New York; J. A. Jumlan, New Hamp- 
shire-Vermont Lumber Co.; George S. Shields, 
Oval Wood Dish Co.; John E. Johnson, Little 
Rapids Lumber Co., Port Leyden; Basil W. 
Elliott, Elliott Hardwood Co., Potsdam; E. L. 
Woolever, Central Pennsylvania Lumber Co., 
Williamsport, Pa., and Jerome Farrell, Farrell 
Lumber Co., Walton, N. Y. 

A careful check of stocks on hand at the 
member mill yards coupled with the stock held 
by the mills in Mr. Bowler’s association in 
Maine, New Hampshire and Vermont as re- 
ported by him made it clear that the volume 
had not only been greatly reduced but that 
assortments were badly broken and by reason 
of the excessive call for heel stock maple there 
was very little thick maple either in the eastern 
section of the country or in the West. The 
price list for this item may be expected to move 
steadily upward. The meeting devoted most of 
its session to various transportation and other 
problems of vital importance to the members. 





Planning for Annual Convention 


LouIsviILLe, Ky., Aug. 29.—At a conference 
between members of the Louisville Lumber- 
men’s Club, directors and officers of the Ken- 
tucky Retail Lumber Dealers’ Association, and 
officials of the National Retail Lumber Dealers’ 
Association, held here, plans were put under 
way for the annual convention of the National 
association, which will be held in Louisville on 
Oct. 26, 27 and 28. Henry Schoo, president 
Frey Planing Mill Co., Louisville, was named 
chairman of the general convention arrange- 
ments committee, under whose direction will 
function the local committees on entertainment, 
publicity, transportation and reception. 

Discussion of business program features re- 
vealed a desire on the part of dealers for de- 
tailed consideration of the mass-production 
steel house and development of lumber built 
homes to offset this new competition; unit sell- 
ing as a means of controlling sales and elimi- 
nating the revival of speculative building ; home 
financing facilities by means of the regional 
home loan banks, and ways in which dealers 
can hasten the making of actual loans; all 
these were suggested as features of the busi- 
ness discussions. 

This annual meeting will be primarily a 
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business conference, but dealers who attend 
will be urged to utilize the convention trip for 
its sightseeing and pleasure possibilities. In 
this connection, Chairman Schoo, of the con- 
vention committee, says: “No other State 
is more gorgeous with fall colors than Kentucky. 
With its beautiful hills and rolling country, 
Kentucky vies with any other State for places 
of scenic and historical interest. We welcome 
you to the lovely bluegrass country in October.” 
—_ 


Dealers Hold District Meeting 


Mattoon, Iti., Aug. 29.—A district meeting 
of the Illinois Lumber & Material Dealers’ 
Association, held here last Tuesday evening, 
was attended by lumber and material dealers 
from Coles, Shelby, Effingham and_ other 
nearby counties. The meeting began with a 
dinner at 6:30 p. m., which was followed by 
some interesting discussions of subjects of par- 
ticular interest to lumber and building material 
dealers. The principal speakers were Fred C. 
Wenthe, of Effingham, president of the State 
association; William G. Joyce, field representa- 
tive, and Herbert H. Sonnemann, of Vandalia, 
a director. 





Line Up with West Coast Association 


PorTLAND, Ore., Aug. 27.—The Willamette 
Valley Lumbermen’s Association, at a meeting 
of its board of directors yesterday at Eugene, 
became the Willamette Valley division of the 
West Coast Lumbermen’s Association and thus 
incidentally affiliated with the National Lumber 
Manufacturers’ Association. In all general 
matters the division will be part of the West 
Coast, but it will continue to act independently 
in such matters as questions of freight rates 
that affect only the Willamette Valley division. 
Amalgamation was effected after the plan had 
been outlined by Col. W. B. Greeley, secretary- 
manager of the West Coast association. 

In the evening the Valley lumbermen and a 
dozen or so of guests met around the banquet 
board to hear the news and talks, the principal 


Hardwood Producers Organizing 


New Orveans, Aug. 29.—Progress is being 
made in the movement launched in New Or- 
leans June 20 to bring about a firmly estab- 
lished organization serving the ends of south- 
ern hardwood manufacturers, according to R. 
L. Kellogg, of Kellogg Lumber Co., Monroe,- 
La., who serves as chairman of a division 
formed of producers in Louisiana, Texas, Okla- 
homa, and that part of Arkansas south of the 
Arkansas River and Little Rock. Other officers 
of the group include Parrish Fuller, of Hillyer- 
Deutsch-Edwards (Inc.). Oakdale, La., vice- 
chairman, and Ben Johnson, of Mansfield Hard- 
wood Lumber Co., Shreveport, La., secretary- 
treasurer. 

The meeting at New Orleans adopted a com- 
mittee report calling for sounding out the in- 
dustry’s attitude toward a comprehensive or- 
ganization which should include a large per- 
centage of production and in which the fur- 
nishing of statistics would be obligatory. A 
meeting of West Side producers was held at 
Monroe, La., July 8 under sponsorship of a 
committee consisting of Messrs. Kellogg, Fuller 
and Johnson. That meeting took steps for 
drafting a constitution and by-laws, which were 
adopted in a second meeting held there July 29. 
Firms represented in the second meeting in- 
cluded: Bradley Lumber Co., Breece Lumber 
Co., Brenner Lumber Co., Brewer-Neinstedt 
Lumber Co., Crossett Lumber Co., Frost Lum- 
ber Industries, Hillyer-Deutsch-Edwards (Inc.), 
J. M. Jones Lumber Co., Kellogg Lumber Co., 
Louisiana Central Lumber Co., Roy O. Maréin 
Lumber Co., E. Sondheimer Company, Tendal 
— Co., Tremont Lumber Co., Vestal 

Lumber Co., and Zenoria Lumber Co. Others 
sent their approval. 

In addition to adopting the constitution and 
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of which were given by Senator Stewer, of 
Oregon; Wilson Compton, secretary-manager 
of the National Lumber Manufacturers’ Asso- 
ciation, Washington, D. C., and Col. Greeley. 
The matter of major importance to the lumber 
industry of the Northwest, in the minds of these 
speakers, appeared to be taxation and some 
form of permanent tariff relief. 

The Willamette Valley division headquarters 
will remain in Eugene with Jack Magladry, 
president of the Willamette Valley association, 
as chairman of the division, and Hubbard Cox 
as secretary-manager. 





Set Date for Annual Tournament 


MEMPHIS, TENN., Aug. 29.—The annual 
tournament of the Lumbermen’s Golf Associa- 
tion of Memphis will be held on Tuesday, Sept. 
27, at the Colonial Country Club, just prior 
to the annual meetings of the National Hard- 
wood Lumber Association and the National 
Lumber Exporters’ Association, which will be 
in session here the balance of the week. Mem- 
bers of both associations will be invited and 
urged to take part in this tournament, which 
will be 36 holes medal play. A large number 
of trophies already have been arranged for, and 
it is expected that there will be about 50 prizes. 
Following the all-day play, the annual banquet 
will be held, when officers will be elected and 
prize winners announced. 

—_—_—_—— 


Consider Building Code 


BuFFALo, N. Y., Aug. 29.—A meeting of the 
wood retention and extension committee of the 
Buffalo Lumber Exchange was held on Aug. 
18 at the office of the chairman, Frederick 
Henrich, of William Henrich’s Sons Co. 
Those present included Mr. Henrich, Franklin 
Hofheins, John H. Wall, Harry L. Abbott and 
George A. Schramm, president of the ex- 
change. The topic of discussion was the local 
building code which is now being prepared, and 
it was decided to make certain recommendations 
concerning it. 


by-laws, a resolution was adopted recording 
the group as favoring representation in direc- 
torship of the parent organization on the basis 
of division growp production, and a second 
opening the way to negotiation with the Hard- 
wood Manufacturers’ Institute. This latter 
resolution directed the chairman to confer with 
officers and directors of the Institute, acquaint 
them with the intents and purposes of the 
group organization, and to advise them that, 
while the parent organization has not yet been 
chosen, the Institute is preferred since it is 
now functioning along the lines desired. The 
resolution also sets forth: 


That our group organization, although 
reasonably small at this time, can be en- 
larged immediately; that its quick growth 
will be determined. by costs as well as bene- 
fits to be derived from statistical features 
offered by the parent organization chosen. 

That the furnishing of statistical informa- 
tion to the parent organization on sales, pro- 
duction, shipments, and stock will be com- 
pulsory on the membership. 

That the Chairman secure a proposal from 
the Institute as to amount of monthly dues to 
be paid, basis of assessment, and any other 
information they might furnish for the con- 
sideration of the group organization 
members. 


Another meeting of the hardwood group was 
called for Aug. 26 in Monroe. 

“It is hoped,” said Mr. Kellogg, “that these 
group organizations will be formed through- 
out the hardwood producing territories of the 
South and East, headed by a narent organ- 
ization, and that much good will result for the 
industry from discussion of matters in group 
sessions as well as in those of the industry 
at large.” 
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Most Complete Exhibit of 
Woods 


BERKELEY, CALiF., Aug. 27.—Giannini Hall, 
University of California, is now one of the 
show places of the State and is reputed to house 
one of the most complete exhibits of lumber to 
be found in the entire country. According to 
Emanuel Fritz, associate professor of forestry 
at the- university, with the recent acquisition 
of 19 new specimens of lumber (five from for- 
eign countries and 14 from the United States), 
the display now includes 65 American woods 
and 115 foreign wood species. 

The recently added specimens include board 
samples of teak from Siam, macuba from Brazil, 
rosewood, also from Brazil, cocobolo and lig- 
num vitae from Central America. Prof. Fritz 
points out that macuba wood is only now find- 
ing a market in the San Francisco region 
and is selling in cargo lots for fancy cabinet 
work. 

American woods recently acquired for this 
exhibit include beech, birch, maple, tupelo, bass- 
wood, magnolia, Tennessee red cedar, quar- 
tered red oak, quartered white oak, plain white 
oak, plain red oak, hickory, and ash. An odd 
specimen in the collection is a Monterey cypress 
board, cut from a tree which was uprooted 
to make way for this very Giannini Hall, some 
four years ago. Two unusual specimens are: 
a redwood board from Eureka, Calif., 14%4 by 
78 inches by 10 feet and containing 81 board 
feet, and a sugar pine board from Pinedale, 
Calif.. 6 by 46 inches by 11 feet, containing 253 
board feet. Says Professor Fritz: 

This exhibit is not only used for museum 
purposes, but for actual study by students: 
it is supplemented by three or four thousand 
specimens kept in drawers and cabinets in 
the laboratories, representing about 2,500 
different species of trees from all parts of 
the world. The exhibit is noteworthy for 
the manner in which it is set up, in large 
sections which show what the wood really 
looks like. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended Aug. 20, 1932, total 1,031,073 cars as 
follows: Forest products, 31,113 cars (an in- 
crease of 1,435 cars over the amount for the 
two weeks ended Aug. 6); grain, 79,030 cars; 
livestock, 34,195 cars; coal, 164,550 cars; coke, 
5,423 cars; ore, 15,276 cars; merchandise, 337,- 
781 cars, and miscellaneous, 363,705 cars. The 
total loadings for the two weeks ended Aug. 20 
showed an increase of 24,353 cars above the 
amount for the two weeks ended Aug. 6. 





Solving an Irritating Problem 


BALtimorE, Mp., Aug. 30.—A complaint fre- 
quently heard in the lumber trade is that 
wholesalers are asked by retailers to supply 
stocks in the smallest possible quantities at 
wholesale prices. These transactions entail just 
as much detail work as those of real magni- 
tude. One Baltimore firm, Thomas A. Myers 
& Co., has met this situation by establishing a 
rule that any order calling for less than 1,000 
feet involved the addition of $5 per 1,000 to 
the regular wholesale price. An opportunity 
was provided to test the effectiveness of the 
arrangement when one of the firm’s customers 
noted for such things called up to ask the 
price on some 2x12’s, but stated that he wanted 
just two pieces. To refuse to take such an 
order outright was deemed injudicious, and 
the inquirer was advised that his order would 
receive attention but that it would cost him $5 
above the regular wholesale price. He stormed 
and fumed, declaring that he would never buy 
another bit of lumber from the firm, and finally 
rang off. It might have been supposed that 
this customer, who had held relations with 
the seller for years and was good pay, would 
not come back, but as a matter of fact he did 
and this time his order was well within the 


“ner, 
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minimum quantity for securing the wholesale 
price. Moreover, the relations between the 
wholesaler and this customer since have been 
improved and he is taking considerably more 
lumber than at any time before. Evidently 
the setting up of the rule and strict adherence 
to it impressed the buyer with the equity of 
it and on calm reflection won his approbation. 
The incident would seem to have a general 
applicability and commend itself for emulation 
with benefit to the wholesale trade. If com- 
monly adopted, it would serve to abolish one 
of the most irritating and vexatious as well 
as profit-absorbing and unsettling practices in 
the trade. 





Bureau Gets Five New 
Members 


SEATTLE, WAsH., Aug. 27.—Addition of five 
new members brings the percentage of shingle 
manufacturers in the Red Cedar Shingle 
3ureau to 93, Arthur Bevan, secretary-man- 
ager, reports. George M. McKenzie, who will 
work in the Province of Ontario; Frank L. 
Hackett, whose territory is Iowa and Southern 
Illinois, and A. L. Hamilton, who will work 
in Southern Indiana and Kentucky are new 
field men appointed, making six now in the 
field for red cedar shingles. 





Voted for Creosoted Wood 
ele 
Piling 

Tacoma, WasH., Aug. 27.—Building inspec- 
tors from Oregon, Washington, Idaho and Brit- 
ish Columbia, in attendance here at the north- 
ern division of the Pacific Coast Building Offi- 
cials Conference, Aug. 22 and 23, voted to al- 
low the use of creosoted wood piling for foun- 
dation purposes where the tops of the piling 
would be above the ground water level. Such 
use, under the agreement, would be permitted 
for a period of one year, during which further 
investigation of the subject will be made by a 
special committee to be named by David H. 
Merrill of Los Angeles, managing secretary of 
the conference. This committee will report at 
next year’s conference. 

The Pacific Coast Uniform Building Code, 
which the conference is sponsoring, was dis- 
cussed. One hundred and twelve Pacific Coast 
cities are now operating under this code, ac- 
cording to Secretary Merrill. 

In addition to the building officials, those who 
attended, presented papers and otherwise par- 
ticipated in the discussions included A. C. Hor- 
San Francisco, manager western office 
National Lumber Manufacturers’ Association, 
who read a paper on “Termite Control” and 
outlined a suggested ordinance covering this 
problem; J. E. Mackie, Portland, Ore., struc- 
tural engineer National Lumber Manufacturers’ 
Association; R. F. Dreitzler, Seattle, chemist 
West Coast Wood Preservation Co., and A. R. 
Alutin, Tacoma, superintendent creosoting de- 
partment Monarch Pipe & Creosoting Co. 





Canadian Branch Producing 


LoulsvILLe, Ky., Aug. 29.—The Wood Mo- 
saic Co., of Louisville, is producing veneers at 
its Canadian division, the Wood Mosaic Co. 
(Ltd.), of Woodstock, Ont., and will shortly 
start producing flooring. Two men from the 
Louisville office are now connected with the 
Canadian plant, these being Donald H. Mac- 
Lean, son of W. A. MacLean, president, who 
is general manager of the Canadian operation; 
and E. F,. Egan, brother of Joe J. Egan, of 
Louisville, who is secretary of the Canadian 
plant. Some workers from the Louisville plant 
were sent to Canada to break in new men. 





THE FIRESIDE THROUGH THE AGES is an exhibit 
which proved so successful at the Ideal Homes 
Exhibition in London, England, that it is to be 
repeated at the Scottish exhibition at Kelvin 
Hall, Glasgow, Oct. 5-29. 
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Business Changes, Etc. 


ALABAMA, 
purchased stock and equipment of the Alabama 
City Lumber & Supply Co., Alabama City, at re- 


3irmingham—Jefferson Lumber Co. 


ceivers’ sale. Additional stock will be added and 

the retail business transferred to the uptown yard. 
Huntsville—Williams Lumber Co. (Inc.) has re- 

opened yard of the old Williams Lumber Co. 


CALIFORNIA, Anaheim—Adams-Bowers Lumber 
Co. now Henry Adams Lumber Co. (not incor- 
porated). 

Clearwater—A. F. Stangor has disposed of lum- 
ber yard to Clearwater Lumber Co, 


IDAHO. Notus—The Boise-Payette Lumber Co. 
has purchased the Gem State Lumber Co. here. 


ILLINOIS. Roselle—Brownson Lumber Co. moved 
headquarters to Clarendon Hills and discontinued 
local yard. 

INDIANA. Bedford—J. R. Black Lumber Co. 
sold to J. Herschel Moore Lumber Co. Mr. Moore 
also in similar business. 

Burket—Burket Elevator Co. 
Burket Lumber Co. 


IOWA. Ainsworth—Ainsworth Lumber Co. sold 
to Eclipse Lumber Co.; headquarters Clinton. 

Ogden—L. H. Webber successor to Stokely Lum- 
ber Co. here. 


KANSAS. Ashland—Home Lumber & Supply Co. 
purchased stock of the Ashland Lumber Co.; real 
estate and buildings not sold. 

Sedan—Long-Bell Lumber Co. being absorbed 
and consolidated with Baxter Lumber & Supply 
Co.; will retain Long-Bell plant and move Baxter 
yard stock there. 

MAINE. Portland—Gellerson 
commission lumber only. 


MICHIGAN. South Lyon—The United Lumber 
& Supply Co. has been succeeded by the South 
Lyon Lumber Co., in which Dillon & Upton of 
tochester and D. Leo Lundberg are interested. 

MINNESOTA. St. Paul—Jake Lampert Yards 
(Inc.) name changed to Lampert Yards (Inc.). 

MISSISSIPPI. Meridian—W. O. Chipman Lum- 
ber C. succeeded by J. J. Fox Lumber Co. 


MISSOURI. Camdenton—Camdenton Lumber Co. 
sold to W. H. Powell Lumber Co. 

Kansas City—Pickering Lumber Sales Co. moved 
general sales office temporarily to Standard, Calif. 

St. Louis — Vail-Donaldson Co. headquarters 
moved to Marmaduke, Ark. 

OHIO. Canal Fulton—Henry R. Gilcher Lumber 
Co. successor to Gilcher Lumber Co.; Howard M. 
Fritch retiring. 

OREGON. Eugene—Consolidated 
now owned by V. A. Smith. 

TEXAS. Lampasas—Walter Harrell 
bought Seale Lumber Co, stock, 

WASHINGTON. Seattle — Mackintosh - Truman 
Lumber Co. changed name to South Building & 
Lumber Co. 

Spokane—Richards-Goettel 
stock decreased to $5,000. 

WISCONSIN. Sheboygan—American Parlor Frame 
Co. changed name to Nordby Furniture Co.; cap- 
ital stock decreased from $100,000 common to 
$50,000 common. 


Incorporations 


CALIFORNIA. Long Beach—Holmes Lumber & 
Wrecking Co. incorporated. 

Los Angeles—Bank Line Lumber Co.; Ben J. 
Levy interested. 

FLORIDA. Miami Simpson Lumber 
(Inc.): 100 shares par value $100; H. S&S. 
Seybold Building, interested. 

ILLINOIS. 3ensenville—George E. Franzen & 
Co. incorporated as George E. Franzen Co. 
LOUISIANA. New Orleans—Robinson 

Co. incorporated under same name. 

MASSACHUSETTS. Boston—Metropolitan Build- 
ers Supply Co., 260 Tremont St. 

West Newton—Holbrook Builders Finish (Inc.). 

MICHIGAN. Battle Creek—William J. Kirkpat- 
rick, dealer in fuel and _ builders’ supplies, 128 
Capitol Ave., S. W., incorporated as W. J. Kirk- 
patrick Coal Co. ' 

Fowler—The M. L. Sturgis Co., builders’ supplies, 
incorporated; capital, $5,000; succeeds partnership 
of same name. 

MISSOURI. St. Louis—The Powercraft Corpora- 
tion, building materials, incorporated; J. P. Pohrer, 
2215 DeKalb Street, interested. 
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St. Louis—The Saeger Lumber Co.; Louis A. 
Saeger, 508 S. Boyle Street, interested. 
NEW YORK. Brooklyn—Boro Park Parquet 


Floor Co. incorporated. 

Brooklyn—Flatlands Lumber Co.; 
baum, 329 Dahill Road, interested. 

Brooklyn—Rollins Cooperage Co. incorporated. 

New York City—Gasparrini Architectural Wood- 
working Co. incorporated. 

New York City—South Bronx Body Co. incor- 
porated. 

Watertown—Refrigerator Display Case Corpora- 
tion incorporated. 

OREGON. Astoria—The Lower Columbia Log- 
ging Co. incorporated; capital $1,000; F. M. Potter 
interested. 

West Salem (P. O. Salem) — Bentler-Quistad 
Lumber Co.; capital $5,000; C. M. Quistad inter- 
ested, 


Celia Tannen- 


VIRGINIA. MHarrisonburg—Snell Cash Coal Co. 
(Inc.), with maximum capital of $10,000, has been 
granted a charter by the State to buy, sell and 
deal in building materials. J. . T. Strole is 
president; Cora W. Snell obtained the charter. 

WASHINGTON. Copalis Crossing—Copalis Manu- 
facturing Co.;° manufacturer of wood products; 
capital $2,500; John M. Smith interested. 

Everett—Robinson Sales Corporation; lumber and 
real estate; capital $150,000. John R. Robinson 
interested. 

Seattle—Seita Honda (Inc.); exporting and im- 
porting forest products; capital $500; J. R. Hamil- 
ton interested, 


New Ventures 


ALABAMA. Birmingham—Guy S. Jones recently 
began commission lumber business. 

CALIFORNIA. Dinuba—Dwight Lumber Co. 
opening local branch; headquarters San Francisco. 

Los Angeles—The Bonhoff Lumber Co. (Inc.), 
wholesale and retail plywoods, spruce, sugar pine, 
white cedar and other lines, engaged in business 
at 1430 South Alameda Street. 

Los Angeles—Los Angeles Table Co. has engaged 
in furniture manufacture and jobbing business at 
1838 East Jefferson Street. The Los Angeles Period 
Furniture Manufacturing Co. is interested. 

Los Angeles—E. G. Reel, 1306 West 58th Street, 
recently began wholesale and retail hardwood 
lumber, white cedar, sugar pine and plywoods. 

Los Angeles—The Woodwork Manufacturing Co. 
has engaged in business at 1111 West Pico Boule- 
vard. 

Port Chicago—Bay Point Lumber Co. will open 
yard; C. A. Doty and A, F. Christian interested. 

San Jose—Willow Glen Lumber Co, recently be- 
gan retail lumber business. 

CONNECTICUT. Hartford—Atlas Frame Co, 
(Inc.) recently began manufacturing furniture 
frames; rear 13 Forest Street. 

ILLINOIS. Sadorus—Quick Lumber Co. recently 
began retail lumber business. 

INDIANA. Winchester—J. W. Reyman recently 
began in wholesale hardwood dimension stock busi- 
ness. 

KENTUCKY. Louisville—F. W. Fegel Lumber 
Co. recently began wholesale lumber business; no 
yard. 

MASSACHUSETTS. Boston—Jamaica Plain 
Building Finish Co. recently began manufacturing 
interior finish at 3371 Washington Street. 

NEW JERSEY. Bayonne—Broadway Trim & 
Lumber Co. started retail lumber business. 

OHIO. Rocky River—Prasse Lumber & Material 
Co. opened retail lumber business. 

OREGON. Portland—L. F. Lundberg has en- 
gaged in the cabinet manufacturing business at 
162 East Broadway. 

PENNSYLVANIA. Philadelphia—Century Manu- 
facturing Co., 447 North 6th Avenue, has begun 
manufacturing millwork and woodwork. 

Philadelphia—Krann Furniture Factory recently 
began manufacturing furniture; Thomas L. Mc- 
Grath, proprietor, 1401 North 6th St. 

TENNESSEE, Rogersville—Citizens Supply Cor- 
poration has opened retail lumber business; branch 
of Kingsport, Tenn. 

VIRGINIA. Cambria—Community Novelty Cor- 
poration has started manufacturing furniture. 

WASHINGTON. Cosmopolis—Grays Harbor For- 
est Products Co. organized. 

Seattle—Northway Lumber Co., 14330 Woodland 
Avenue, recently began; R. A. Tillotson, owner. 

CANADA. Ontario—Hemilton—Williams Erskine 
Lumber Co. opened local office; headquarters 
Memphis, Tenn, 


New Mills and Equipment 


ALABAMA. Goodwater—J. D. McCord Co. plans 
rebuilding recently burned planing mill, to have 
capacity of 50,000 feet, 

INDIANA. Aurora—The Martin Box Co. has let 
the contract for two-story factory building to cost 
about $30,000. 

NORTH CAROLINA. Mt. Gilead—The Scarboro- 
Safrit Lumber Co. will begin construction immedi- 
ately on a new plant at Beaufort, N. C. 

WASHINGTON. Sumner—The planing mill of 
the Pacific Lumber Agency, which was destroyed 
by fire Aug. 8, is to be rebuilt immediately. 











Casualties 


MASSACHUSETTS. Chelsea, Boston —Segal & 
Ostrovitz Co. (Inc.) suffered approximately $75,000 
fire loss. 

Gardner—Fred E. Perry woodturning factory on 
Mill Street had fire damage estimated at $25,000; 
$3,000 insurance. 

OKLAHOMA, Pine Valley—Pine Valley Lumber 
Co. plant burned, with loss of about $125,000. 

PENNSYLVANIA. Platea—J. W. Cook & Son 
lumber mill destroyed by fire; loss established at 
about $25,000; partially insured. 

Sunbury—D. R. Erdman suffered fire loss esti- 
mated at between $10,000 and $12,000. 


TENNESSEE. Johnson City—Tennessee Box Co. 
plant has been destroyed by* fire; reported will re- 
build at once; Pat Reilly is owner and manager. 

Memphis—Chickasaw Wood Products Co. suf- 
fered fire loss of undetermined amount, but loss 
is covered by insurance. Two dry kilns and 150,000 
oak staves were destroyed . 
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@S SOUTHERN PINE ASSOCIATION 


NEW ORLEANS 





New Bulletin 
Tells You ‘How 


to Get Longleaf 
and Know It’ 


The 1932 grading rules for 
Southern Yellow Pine provide 
separate and specific grades for 
Longleaf Structural Timbers, Joist 
and Plank; in Factory Flooring, 
Heavy Decking, and in Dimension 
sizes. 

A new S.P.A. bulletin tells you 
how to order "Longleaf — and 
how to check to make sure you get 
"Longleaf." 


SEND FOR COPY 


A copy is yours for the asking 
—no obligation, of course. 


J. J. Newman Lumber Co. 


Longleaf Yellow Pine 


Homochitto Lumber Co. 
Shortleaf Yellow Pine 
General Sales Office: 


BROOKHAVEN, MISS. 








SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws;_Cor 
Tables; Felling Trees; 
Growthof Trees; d 
Measure; Wages, 
Rent, Board, Interest, 
Stave and 
Bolts, etc. 


Standard Book throughout the United States 
and Canada 


SEM fon. ~©50 Cents 


S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 
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Klamath 


Ponderosa 











Quality Timber From 
Famous Klamath District 


Note the size of the logs shown above and you'll 
readily understand why we offer buyers such 
high quality, soft-textured lumber. We can guar- 
antee you a dependable source of supply for 
years to come and supply anything you need in 


SELECTS AND COMMON 
S4S OR ROUGH 
SHOP and BOX 


Get our quotations now. 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 

















SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 


Coast connections—any mixture of Fir, 


Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 














Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 









FAMOUS FEATHER RIVER 


SOFT PINE 


All Grades and Thickness— 
up to 16/4 


THICK UPPERS 
OUR SPECIALTY 
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Putting Men Back to Work 


McC Leary, WaAsH., Aug. 27.—The door fac- 
tory and plywood plant of the McCleary Tim- 
ber Co. resumed operations this week after 
a shutdown of several months. Both factories 
will be operated indefinitely, depending upon 
the volume of orders received. 





ABERDEEN, WASH., Aug. 27.—The Hulbert 
Lumber Co. mill, one of the largest on Grays 
Harbor, resumed operations this week after 
being idle for about a year. It will operate 
on one shift indefinitely. 





SHELTON, WASH., Aug. 27.—The Reed Mill 
Co. this week added a third shift of 65 men, 
this bringing the total number back at work 
to approximately 150. The crews are working 
in three seven-hour shifts daily at the com- 
pany’s hemlock lumber plant. The Reed cedar 
mill also is operating with a full crew. A 
crew of 50 men is now working at Simpson 
Logging Co., Camp No. 5, another Reed oper- 
ation. Another crew of 20 men is to be put 
to work there immediately to man the Camp 
Hill operation and half the crew at the com- 
pany’s Peninsula railway shop have been 
returned to work following a month’s layoff. 





OtympiaA, WasH., Aug. 27.—Approximately 
200 men will return to work at the Bordeaux 
plant of the Mumby Lumber & Shingle Co., on 
Sept. 6, according to Manager E. W. Fisher, 
who said about 125 men will be employed at 
the mill at Bordeaux, the remainder on the 
logging operations near by. At present the 
crews will work four eight-hour days a week, 





SoutH Benp, WasH., Aug. 27.—A crew of 
40 men is engaged in advancing the Deep 
River Logging Co.’s railroad grade three or 
four miles into 120,000,000 feet of timber ac- 
quired by the company from the Werley Estate. 
As soon as the logging road extension is com- 
pleted it is expected that logging operations 
will be resumed. 





PortLAND, Ore., Aug. 27.—With orders for 
260 cars of lumber already on the books for 


early delivery, the Weyerhaeuser sawmill at 
Klamath Falls will be kept busy for several 
months, according to a report received here 
today. It is also reported that the logging 
crew has been ordered to resume activities. 





KLAMATH Fatts, Ore., Aug. 27.—It is 
understood that the Shaw-Bertram Lumber 
Co. will resume operations at its large mill 
here shortly. The company is now operating 
a small mill at Perez, south of Malin. 





KaLaAMA, WasH., Aug. 27.—R. E. Markel 
has purchased the Joe Hill mill site here and 
will establish a mill with a maximum capacity 
of 50,000 feet of lumber daily. 





Maup, Oxta., Aug. 27.—C. C. Smith, of 
Tulsa, district manager and auditor of the 
Pickering Lumber Co., while visiting the Pick- 
ering yard here a few days ago said that busi- 
ness conditions are rapidly improving in this 
section. Mr. Smith audits the yards of the 
Pickering company in Oklahoma and a part 
of Texas. 





CLoguet, Minn., Aug. 30.—Excavation is 
about completed and the work of the erection 
of an addition to the Wood Products factory 
of. Berst-Foster-Dixfield Co. here is about to 
start. This addition will cost about $250,000. 





Durant, Miss., Aug. 30.—The Love Wagon 
Co., one of the oldest firms in this section of 
Mississippi, resumed operations this week after 
being shut down for two years. The increased 
use of horsedrawn vehicles is giving new im- 
petus to this industry. 





BIRMINGHAM, ALA., Aug. 30—J. Frank 
Watson, president of the Birmingham Sash & 
Door Co., reports many new contacts with 
manufacturers and jobbers as well as renewed 
activity among local customers. He says that 
they are having more inquiries for prices and 
estimates than at any time during the last three 
years. 


The Dealer's Big Opportunity 


In the opinion of F. L. Stone, vice president 
and general sales manager of the Universal 
Atlas Cement Co., retail lumber and building 
material dealers now face the biggest oppor- 
tunity they have had in years to increase their 
sales of building materials. He bases this 
thought on the fact that close to $2,000,000,000 
is now available for construction through the 
new Federal Emergency Relief and Construc- 
tion Act. To build the projects thus made pos- 
sible, millions of dollars’ worth of materials will 
be required, and to the dealer he says: “You 
have opportunity to get part of this business, in 
in addition to helping your city’s unemployed.” 
In a letter sent out to dealers generally, Mr. 
Stone suggests that, as soon as possible, they 
should contact public officials and civic organ- 
izations, as well as their Congressman, and 
show them the possibilities for local construc- 
tion and unemployment relief. He also suggests 
enlisting the interest of the local newspaper in 
creating public sentiment in favor of immediate 
participation in the construction and relief pro- 
gram. In order that the features of the Federal 
Emergency Relief and Construction Act that 
make immediately available for construction 
purposes $2,000,000,000 may easily be under- 
stood, a brief summary was prepared and sent 
to dealers by the Universal Atlas Cement Co., 
as follows: 

1. Amount Available. The Act provides 
for allotments for Federal public works and 
for loans to States, municipalities and other 
forms of local government, and to certain 
private corporations, a total of $2,122,000,000 





for construction and for relief and relief 
work. (This is in addition to the opportuni- 
ties in the home building field that will de- 
velop as a result of the new Federal Home 
Loan Bank law—an entirely separate law.) 


2 Method of Making Loans. Details on 
how the different types of loans are to be 
made and repaid are contained in the law. 
For the present, all applications for loans 
for relief, relief work and self-liquidating 
projects under this Act are to be made direct 
to the Reconstruction Finance Corporation 
(R F C), Washington, D. C. At this writing 
no special application forms are required. 
Applications may be made in letter form and, 
after being certified by the governor of the 
State, may be sent direct to Washington. 


3. Types of Construction. The kinds of 
construction and the amounts available for 
each under the law are as follows: 


I RELIEF OF DESTITUTION: $300,- 
000,000 to be loaned by the R F C for relief 
and relief work. (Much of this might well 
be invested in construction, which would 
provide employment rather than a dole 
for men out of work.) 


Il. SELF-LIQUIDATING PROJECTS (lo- 
cal): $1,500,000,000 to be loaned by the 
R FC for projects which are self-liquidat- 
ing (other than by taxation) including 
bridges, tunnels, docks, viaducts, water- 
works, canals and markets devoted to pub- 
lic use, housing for families of low income, 
and reconstruction of slum areas. 


III. PUBLIC WORKS (Federal): $120,- 


000,000 to be loaned to States through De- 
partment of Agriculture (Bureau of Pub- 
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lic Roads) for Federal-aid highways, plus 

$202,224,000 for Federal public works to 

be paid for by the Federal Government 

(not loaned by the R FC). Note—In com- 

munities where such projects are author- 

ized public demand will help to get this 
work started promptly. 

4, Speed Required. To secure the great- 
est benefit from this Act, local communities 
must exercise speed both in making loans 
and in getting construction started. This is 
because (1) the amount of money available 
is limited. Already many applications for 
loans have been made, and at the time the 
law was signed applications for about 340 
million dollars in loans had been filed. Com- 
munities therefore which file their applica- 
tions early are more likely to secure the 
funds needed; (2) the time during which 
loans can be made is limited; and (3) in 
order to obtain Federal loans, much of the 
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construction authorized by the new law must 
be completed within a comparatively short 
time. Specifically the Act provides that: 
I. Loans for relief and relief work must 
be made within two years from date of 
enactment of law. 


II. Loans for self-liquidating 
must be made before Jan. 23, 1934. 


Ill. Amounts available for Federal-aid 
highways can be used only on construction 
performed before July 1, 1933. 

Therefore to make more sure that they 
will benefit from the new law, communities 
should speedily select the local projects that 
are needed, and that qualify for loans under 
this Act; should lose no time in preparing 
applications for loans and getting them cer- 
tified by the governor, and then should mail 
them promptly to the Reconstruction Finance 
Corporation, Washington, D. C. 


projects 











A Plainly Told Story About Tractor 
Construction 


What is undoubtedly one of the most in- 
formative, and most beautiful, tractor cata- 
logs ever issued is now being sent out by 


the Caterpillar Tractor Co. 
by the large-scale illustrations that make 
every detail clear, and by the easily-read 
type used for the accompanying text. In this 
catalog the “Sixty-five” is presented under 
three main headings—track assembly, trans- 
mission and engine, and under each of these 
principal divisions there are subdivisions, 
headed in bold type, which make it handy 
to find the answer to any question in regard 
to the construction of this tractor. To in- 
sure easy availability of the information, 
there is also added an index. 

Special equipment is listed on pages 34 to 
39, with one page devoted to logging items, 
including the 6-bolt type of cruiser track; 


One is impressed 


16-inch, heat-treated cruiser type grouser 
track shoes; front bumper; radiator guard; 
front pull hook; crank case guard; spark 


arrester, and heavy duty track roller guards. 

Any lumberman interested in the construc- 
tion of tractors, so that he may judge of 
their durability and performance, should re- 
quest a copy of this booklet from the Cater- 
pillar Tractor Co., of Peoria, Ill. The com- 
pany will be glad to supplement the catalog 
information by data in regard to the appli- 
cation of Caterpillars to any special job, 
through its dealers, who are serving users in 
all parts of the country. 


Truck Regulation Possibilities 


An inquiry was addressed to the National 
Automobile Chamber of Commerce by the 
AMERICAN LUMBERMAN, in regard to that in- 
dustry’s attitude toward regulation of trucks, 
and R. S. Armstrong, of the legislative com- 
mittee, has prepared the following comment, 
which might be read with profit in connec- 
tion with the reports that appeared on pages 
46-47 of the issue of June 25: 

The manufacturers of buses and trucks for 
Some time have realized the seriousness of 
the legislative situation, and further the fact 
that the legislative situation is aggravated 
by the public sentiment against trucks and 
buses which, unfortunately, are considered 
by almost the entire public to be nuisances 
upon the highways, and a menace to the 
safety of others. 

Through the regulation of the business of 
operating buses, which are, in the main, op- 
erated by more substantial companies, this 
Public sentiment against buses has been 
somewhat relieved. On the other hand, since 
trucks are, in the main, operated by indi- 
vidual owners of one or two trucks, either 
for the private business of the owner and/or 
operator, or for a combination of the own- 
er’s business and some other contract or for- 
hire business, it is particularly difficult to 
reach these owners and operators to im- 








press upon them the importance of careful 
and courteous operation, and to acquaint 
them with the public sentiment. 


Truck Industry Would Limit Sizes 


In order to combat the feeling against the 
truck, the organized motor industry has for 
some time recommended strict limitation of 
the size and other physical characteristics 
of these vehicles, as well as speeds. 

At present, the industry is recommending 
that no truck exceed 96 inches in width, 12 
feet 6 inches in height, and 35 feet in length, 
and that no combination of such units ex- 
ceed 65 feet in length. Also it is recom- 
mended that the gross weight of these units 
be limited. The Bureau of Public Roads in 
Washington, after a series of studies of 
truck operation, recommends that trucks be 
limited to not less than 16,000 pounds gross 
weight on any one axle when equipped with 
high pressure pneumatic tires, and 18,000 
pounds when equipped with low pressure 
pneumatics. The reason for the minimum 
limitation is that most State highways have 
been constructed to carry at least these 
weights, and in many instances more, and 
tests of impact and wear and tear upon the 
highways have proved that a well con- 
structed highway, built according to mod- 
ern specifications and of sufficient strength 
to stand the action of the elements, will 
carry safely and without undue injury the 
above weights. 

In all of these recommendations it is un- 
derstood, of course, that there are specific 
instances where greater weights and greater 
sizes should be permitted, and it is recom- 
mended that in these instances permits 
should be issued by the enforcement authori- 
ties, for the operation of such over-size and 
over-weight as may be necessary to take 
care of the situation in question. 


Few Trucks Operate as Common Carriers 


Regulation of the business of operating 
trucks, however, presents a different situ- 
ation. Since some 83 to 85 percent of the 
trucks now in use are owned by individuals 
and are operated privately, and, of the re- 
maining 17 or 15 percent, something like 
11 percent are contract carriers operating 
only for the business of the contractor, leav- 
ing only a very small percentage remaining 
as common carriers, it is particularly diffi- 
cult to determine what kind of regulation 
for this trucking business can be obtained. 

Attempts by the various States to regu- 
late the business of truck operators has 
been more or less successful as to the purely 
common carrier, who in the main wants 
regulation of his business, believing that it 
will grant him a monopoly of that business 
in his State, dependent, of course, upon the 
extent to which the attempted regulation 
has gone. 

As to the contract carrier, there are many 
court decisions to the effect that you can 
not regulate a contract carrier the same as 
you can a common carrier, because, as soon 
as you do, you are making the contract car- 
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The Polleys 
Lumber Co. 


Manufacturers of : 
| Ponderosa 
Pine 


Dry Selects 


General Offices and Mills: 
Shipments via N. P. Missoula, Mont. 


ilwaukee Rys. 





















for HOUSE PLANS & 
MATERIAL LISTS 


HOW WILL IT LOOK? 
HOW MUCH WILL IT COST? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND $2. 50 


MILLWORK LIST . . 


We make, sell and rent models to your plans and 
specification. Write for special low prices. 


Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
& LISTING SERVICE 


233 Drumheller Bldg., Walla Walla, Wash. 



































Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER iiwir'cs. 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 


Als 











oma Soft Textured 
California Soft Pine 







CLEARS, SELECTS, FACTORY PLANK, 

BEVEL SIDING, COMMON ose 

BOX SHOOKS Wetee Mew 
Est. 1905 for Prices 





Building, 
Algoma Lumber Co., Los ens tue, | 
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STRAIGHT OR MIXED 
CAR SERVICE 


Order anything you need in: 


* ° 
ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
* + 





Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 


Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
» Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


‘Sullivan 


Lumber. 


PORTLAND, 
OREGON 








,ERVI > ss 


7 7 

DOUGLAS FIR, 
HEMLOCK, CEDAR, 
oe ae a 





EWPETTIBONE LUMBER Co. 


525. TERMIN 
L SALES BUILDING PORTLAND Ore. 














Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 








American Lumberman, 431 So. Dearborn St., Chicago 
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rier assume the personality of a common 
earrier, which can not legally be done. In 
this respect, and in these attempts to so 
regulate contract carriers, the attempts 
made by the States have been almost with- 
out exception signal failures, and the re- 
sult has been chaos and dissatisfaction on 
the part of everybody. 

It would seem, therefore, 
possible to extend regulation to the com- 
mon carrier, but that at the present time it 
is impossible to regulate the rest of the 
truckers to any great extent, other than 
through enforcement of police regulations 
and the restrictions of physical characteris- 
tics. 


States Would Oppose Federal Rule 


that it may be 


It has always been considered within the 
jurisdiction of each State to regulate its 
own traffic, and to regulate the business 
done within its boundaries, and any attempt 
on the part of the Federal Government to 
usurp these powers will doubtless be met 
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with vigorous opposition on the part of the 
States. From the standpoint of the truck 
again, Federal regulation is no simpler than 
is State regulation, for the very same rea. 
sons set forth above, except with respect to 
the interstate operator who can probably be 
regulated both as to his business and to the 
type of equipment he operates by the Fed. 


eral Government, provided this attempted 
regulation keeps within certain well de- 
fined bounds. 

ee 


THE PRINCIPAL causes of automobile accidents, 
as listed by the National Safety Council are: 
Speed (which it terms “a major cause but not 
the major cause’’) ; improper signalling for turn 
or stop; running out of line; leaving the curb, 
or turning, without proper precautions; sudden 
stopping; beating the light; grade crossings; 
the road hog; physical highway hazards; faulty 
mechanism; poor vision (usually caused by 
light glare or no lights); intoxication; and 
mental hazards, such as inattention and lack 
of alertness. 
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Hold International Timber Conferences 


Fifteen countries, under the auspices of the 
League of Nations, met at Geneva, Switzer- 
land, April 25-27, in continuation of a series 
of conferences which began in 1923 They 
stressed, of course, the international aspect of 
the timber problem. It was emphasized that 
with increase in world population, demand 
for timber has steadily grown during the 
last decade, and that the heavy decline in 
consumption since 1930 has been “mainly due 
to the economic depression.” It was gen- 
erally admitted that normal world consump- 
tion of timber still exceeds the possibilities 
of natural growth of the forests that are 
economically capable of exploitation, that 
one day there may be a world shortage, and 
that rational use is necessary to prevent too 
rapid reduction in forest resources, 


Review Unfavorable Market Factors 

It was noted, however, that when timber 
prices were on the upgrade, consumption 
was curtailed by substitution of other build- 
ing materials, reduction in size of houses 
and rooms, and use of metal for furniture. 
The effects of the economic depression were, 
in the case of the timber trade, accentuated 
by the reappearance of Russia in the mar- 
ket about 1927 World trade in lumber is 
now “utterly disorganized” and “prices are 
only half, or less than half, as high as they 
were three or four years ago; in many cases 
they are even below the cost of the trans- 


port, transportation and delivery of the un- 
stripped logs in the forest.” Increasingly 
severe obstacles have heen placed in the 


way of timber imports, and in order to sur- 
mount tariff barriers, exporting countries 
have reduced their prices still further, but 
there has been increasing unemployment in 
producing countries, accompanied by a fall 
in values of stumpage. 

Regulation Necessary for Improvement 

“The crisis could be overcome if the prin- 
ciples of a rational forest economy were 
universally adopted and the thoughtless ex- 
ploitation of timber capital brought to an 
end,” says the official report. The effects of 
the depression on the timber trade can be 
mitigated by temporarily locking up the tim- 
ber reserves but “a concerted restriction of 
fellings does not appear to be a practical 
proposition,” for “States possessing very 
large timber reserves refuse to take any 
action in this matter.” Some experts recom- 
mended that failing any effective means of 
curtailing production, regulation of exports 
might assist recovery of the world market, 
and others thought that a rationing of im- 
ports might stabilize prices and maintain 
the purchasing power of exporting countries. 


May Form International Office 


Immediate improvement in the status of 
the timber trade might be effected by adap- 
tation of the exports of all exporting coun- 
tries to the capacity of absorption of the 
importing countries, it was agreed by ex- 
perts of exporting countries. Northern Eu- 
ropean experts expressed the desire to open 
negotiations immediately to settle timber 





questions outstanding between them, and 
the Soviet representative favored conclusion 
of agreements with other exporting coun- 
tries. Central European countries consid- 
ered that an agreement between themselves 
would be advantageous, and that an agree- 
ment between northern States would be a 
good start. 


Propose Forms of Agreement 


At Vienna, on June 9, there was held a 
further conference on international timber 
trade, at which the United States was repre- 
sented, but abstained from presenting its 
views, because the problems discussed were 
regarded as European. There were no new 
viewpoints presented, nor any definite results 
accomplished, except the offering of proposed 
forms of agreement, by the Austrian delega- 
tion for the establishment of an international 
timber office, and by the Yugoslav delegation 
for reduction of lumber exports. These pro- 
posals are to be seriously studied by the 
governments represented at the conference, 
and there is to be an early attempt to recon- 
cile differences and put some kind of meas- 
ares into effect. In order that American 
lumber interests may be informed as to the 
type of thought that prevails among their 
European competitors in the export market, 
these proposals are given in full below: 


Summary 
Austrian 
of an 

The present agreement is concerned with 
the international trade in the following types 
of lumber: 


of an Outline Proposed by the 
Delegation for the Establishment 
International Lumber Organization 


CF 266-0366 KURO CKRD CD ORERROOEEOSON 
DP seed 6 kee eee wee Hwee besedawns 
SFL bo FHS OKREDEOCE D6 KR OHHH OO DEO KODS 
Article 2 
For the purpose of equalizing the demand 


and supply of lumber through the regulating 
of the international lumber trade, an inter- 
national lumber bureau will be established. 

For the regulating of the lumber trade, the 
following rules are to be observed: 

1) The fluctuating demand of the lumber 
importing countries will be determined for a 
definite period of time in each instance. This 
period will be determined from time to time 
by the committee mentioned below. 


2) The total demand reckoned in this man- 
ner will be distributed among the individual 
lumber exporting countries according to a 
definite key. 

3) The allotting of consignments is to take 
place under consideration of the direction 
which the exports of each individual country 
normally -take. 

4) As a basis for the distribution or allot- 
ment key provided for under paragraph 2, the 
average export figures for the years 1925 
to 1931 are to be used not only in reference 
to the total export quantities, but also in 
reference to the distributing and alloting of 
this quantity among the import countries. 

5) Within the bounds of the total export 
quantities allotted, an exchange of the quan- 
tities allotted in reference to the export di- 
rection can take place between two export 
countries. 

6) The countries participating in such an 
exchange will inform the International Lum- 
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ber Bureau mentioned below concerning their 
arrangement. 


Article 3 


The mechanism of the International Lum- 
ber Office consists of the following: 
a) The Plenary Conference. 
b) The Committee 
ce) The International Lumber Office. 
Article 4 
The International Lumber Office is to have 
Ma BOGR, Wh. xiicsvesawkeee 
Article 5 
The plenary 
gates of the 
contemporary agreement. 
The delegation of every 
vote in the conference. 
The plenary conference will be called from 
time to time upon the order of the Bureau 
through the decision of the committee, which 
also can be received in writing or upon the 


conference consists of dele- 
countries participating in the 
has 


country one 


request of a third of the countries which 
have signed the present agreement. 
The plenary conference will elect one of 


its members as chairman. 

The rules of order will be drawn up by the 
committee. 

The plenary conference advises and con- 
cludes concerning all matters which have any 
notable’ significance. It alone is in the 
position to make changes in the present 
agreement, 

The plenary conference concludes here- 
with the rules for the activity of the com- 
mittee and contributes general directions for 


the work of the Bureau, 
Article 6 
The committee will consist of the dele- 


gates of the countries 
present agreement. 


participating in the 


Every country will be represented by a 
delegate on the committee. 
The committee will meet from time to 


time upon the request of the bureau, or the 
request of a third of its members. It will 
convene, however, at least twice a year. 

The committee will determine its own rules 
for conducting its business. 

The committee will form subcommittees 
for the consideration of individual questions 
upon demand. 

The committee will undertake the advisory 
work and making of decisions concerning all 
matters which have to do with the interna- 
tional lumber trade, insofar as these do 
not fall within the competency of the plenary 
session. Furthermore, the establishing of 
rules for the work of the Bureau according 
to the directions of the plenary conference, 
as well as the preparation of the budget are 
work of the committee. 


Article 7 

The tasks of the Bureau are as follows: 

1) The carrying through of the resolutions 
of the plenary conference and the committee 
according to the directions provided for in 
Article 2 and other paragraphs by the 
plenary conference. 

2) The collecting and working out of all 
the statistical data pertaining to the inter- 
national lumber trade. 


3) The maintenance of permanent contact 
with the national trade organizations 
through the intervention of the delegates in 
the committee. 

4) The maintenance of permanent contact 
with the International Agricultural Institute 
in Rome. 


5) Furthermore the tasks of the Bureau 
are to be determined from time to time by 
the Plenary Conference or by the Committee. 


Article 8 


In order to guarantee the carrying through 
of the present protocol the nations committed 
to the agreement are unanimous over the 
point, in accordance with Article 2, that only 
the quantities determined upon should be 
exported from each of the several countries. 

To this purpose export permits must be 
used in trade subject to the regulations laid 
down in the agreement. Furthermore, the 
following measures will also be instituted: 

The High Contracting Powers will raise 
the appropriate means in order that a) the 
participating countries to the agreement can 
only send out those quantities thus allotted 
or permitted; thus only those shipments can 
be exported which are accompanied by ex- 
port permits; b) from the countries partici- 
pating in the agreement only those quantities 
and shipments can be exported according to 


the Article 2, Point 1, for which permits 
have been issued. 
The Bureau will furnish the national or- 


£anization of each export country the quan- 
tity of entry or export permits or coupons 
which have been allotted. 

In case of an exchange in accordance with 
Article 2, paragraph 5, the permits will be 
correctly made out or exchanged. 

Article 9 

The High Contracting Parties obligate 
themselves, each insofar as it is concerned, 
to make the necessary arrangements, espe- 
cially concerning the regulation of the lum- 
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ber traffic in order to guarantee the applica- 
tion of this agreement. 
Article 10 
After the coming into force of the agree- 
ment in keeping with Article 12, every coun- 
try can enter into the present agreement. 


Cevenant for the Reduction of Lumber 
Exports Proposed by the Yugoslav 
Delegation 


1) The High Contracting Parties to this 
Protocol declare herewith that the rehabili- 
tation of the lumber market must take place, 
to which purpose the lumber export of all 
countries participating in the protocol are 
to be adjusted to the absorption possibili- 
ties of the import markets. 

2) For the purpose of carrying through 
this process of adjustment, the export share 
of each individual country in the normal total 
export will be determined as follows: 


1/ North European export countries 


toi cecal afeeaing aN CGA ta Ata ala metric tons % 
2/ Central European export countries 

os epic areata es aint ie sae metric tons % 
3/ South German export countries 

Say sat diosa ts Sie ta ada metric tons % 
4/ Other export countries 

Celanese cavcoericecvensasen Se Dee 
3) For every delivery period which may 


last according to the market situation three 
months, six months or a year, the total lum- 
ber import demand is to be estimated by a 
co-operative action of the import countries 
at a conference and from this estimation, 
the production for export in percentage is to 
be determined for each country as compared 
with the normal total exports of all countries 
which signed this convention. This decision 
at the latest must be made 30 days before 
the beginning of the new delivery period and 
all countries must be notified. All of the 
High Contracting Powers will be obligated 
to reduce their lumber exports to the extent 
provided for at the Conference. 


4) This convention will take effect on 
sat ateaCabatati'ds eta and is a binding convention for 
all High Contracting Powers or their export 
organizations as long as it has not been 
terminated by any of the parties to the 
agreement and the period has passed which 
has been definitely set for the giving of 


notice. The giving of notice must take place 
a year before the contract ceases to be 
binding. In the case of the giving of notice 


of any country, the continuance of the agree- 
ment among the other countries is dependent 
upon a new resolution. 


5) The carrying through of this covenant 
will be placed in charge of an international 
lumber office the seat of which shall be in 
Vienna. 


A. This office will be in charge of a board 
of directors which will consist of two dele- 
gates and a substitute from every country. 

B. The functions of the office are as fol- 
lows: 

1) The calling in of the representatives of 
all countries: 

a) Annually, for the purpose of drawing 
up the yearly rerort. 

b) Any time when one of the producing 
countries or one of the importing countries 
requires it. 

c) From time to time to determine the 
percentage of production for export, in other 
words the volume of exports. 

2) The estimation of the market demand 
for future delivery periods. 

3) The sponsory of the determined price 
as the correct market price at any time. 


4) The control of the carrying out of the 
resolutions of the Bureau. 


5) The insuring of the adherence to the 
convention. 
The Bureau further has technical ques- 


tions to take care of which are of great 
importance for the lumber trade, for ex- 
ample: The determining on uniform prac- 
tices, international arbitration in case of a 
dispute, the promotion of lumber consump- 
tion, co-operation with the International 
Institute in Rome. 

Cc. Reports of the Bureau are to be drawn 
up according to the grouping of production 
countries determined upon. The secretary 
has the purpose of uniting the interests of 
all groups 

D. The means which are necessary for the 
maintenance of the organization will be con- 
tributed by the individual countries accord- 
ing to their share of exports. 

6) The drawing up of statutes and ad- 
ministrative rules of the International Lum- 
ber Bureau will be accomplished by the 
“Small Committee” on which there will be a 


delegate of each of the High Contracting 
Parties. The proposed draft is to be sub- 
SR WI hdc nba nd bee ed Ree Oe ee 


7) The differences of opinion which arise 
from this covenant will be submitted to an 
honorary court under the Chairmanship of 
the Comité économique of the League of 
Nations where this covenant itself will also 
be registered. Each of the High Contracting 
Parties will send a delegate to this Honorary 
Court. 
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Triply Certified 
DOUGLAS FIR 


Booth-Kelly Douglas Fir lumber 
bears the trade-mark and grade- 
mark of the West Coast Lumber- 
men's Association, the 'Tree-Mark"’ 
of the National Lumber Manufac- 
turers Association, and the mill num- 
ber ''20,"' identifying the product as 
that of the Booth-Kelly mills—a 
triple guarantee of quality. 


Order Booth-Kelly Triply Certified 
Douglas Fir finish, casing, base, 
mouldings, stepping, flooring, ceil- 
ing, drop siding, dimension in mixed 
cars. Long and large sized timbers 
a specialty. 

Let us quote on a trial mixed car. 


We are headquarters for Association Trade-Marked and 
Grade-Marked Douglas Fir Lumber. 


Boctliztell 
“LUMBER C 


° 





Two MILLS—SPRINGFIELD and WENDLING, ORE. 
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Norfolk, Va. 


North Carolina Pine.—There is a feeling 
of hopefulness in the lumber business. There 
is no chance of further lumber price reduc- 
tions, and many yards have begun to putina 
little more stock than usual. Wholesalers 
have begun to buy up popular items in larger 
quantities before these are all sold out. 
There has been a better demand during the 
last two weeks, and there has been an in- 
crease in prices of some items. Larger mills 
have some surplus, some have quite a large 
surplus, but most smaller mills are sold out 
on popular items. 


High Grades.—There has been some de- 
mand for 4/, 5/ and 6/4 edge B&better in 
mixed cars, but solid cars have not been 
desired. There has been a better demand 
for 4/4 and thicker B&better stock widths, 
rough and dressed, and also for 4/4 No. 1 
common stock widths. Prices are still very 
low. 


Box.—There have been more inquiries for 
good air dried 4/4 edge box, dressed and 
resawn, also for 4/4 log run poplar and tu- 
pelo gum, dressed and resawn. Only a very 
limited quantity of good air dried box lumber 
is available. Yards are using more dressed 
stock box, and there has been a better de- 
mand for dressed and resawn stock box, and 
prices on these items have advanced. There 
is not much demand for crating lumber. 


Shed Stock.—Inquiries for mixed cars of 
flooring, ceiling ete. have picked up. Prices 
seem to have stopped their downward slide. 
Kiln dried roofers are stronger, for air dried 
roofers advanced rapidly during the last ten 
days. Beginning Monday, Aug. 21, whole- 
sale buyers were placing orders for fifteen 
to forty cars of 6-, 8- and 10-inch roofers, 
6-inch being especially desired. The price 
then was $7.50 for 6-inch, and $8.50 for 8- 
and 10-inch. There soon developed a dis- 
tinct scarcity of 6-inch stock in the Carolinas 
and in Georgia. By about Aug. 26, roofer 
prices had gone to $8 for 6-inch. There is 
not much stock at mills, and production is 
at a low ebb. 


Jacksonville, Fla. 


Southern Pine—Industrial—Inquiries dur- 
ing the last ten days from northern rail- 
roads have been very active, and the south- 
ern carriers are also sending out lists with 
more regularity than for several months, In- 
dustrial business has undergone much im- 
provement, with inquiries more regular, and 
firm orders coming into this territory. Dur- 
ing the last ten days there have been two 
orders placed, for about one-half million feet 
each. 


Retail.——-Yard orders from the North and 
East have taken a turn for the better, 
with some business coming from the 
middle West, and small lots being bought by 
yards in this immediate territory. Dimension 
is in better demand. Shed stocks are also in 
fair demand, with movement of the high 
grade stocks improved. 


Pine Prices have not improved as fast as 
was expected, in view of the increase in in- 
quiries and orders, but a much firmer tone 
is in evidence. Special cutting, that is 
about in line with regular sizes and grades, 
has advanced $1@2. Wholesalers are also 
careful in closing business for special sizes 
and lengths, as the mills have a good amount 
of this stock booked, and are not at all eager 
to take on additional orders at the same 
prices. It is reported that one of the largest 
pine mills in Florida has withdrawn all quota- 
tions made last week, and advised its pros- 
pective customers that new prices will be 
quoted. Other large mills are taking on just 
enough business to keep running, and are 
careful about booking ahead. 


Cypress inquiries have been showing much 
improvement, and orders are also increasing. 
More inquiries are received for higher grades 
and for thick stocks, which have been very 
slow so far this year. The chief demand, 
however, continues to come from yards, for 
regular yard sizes and grades. The principal 
mills are holding strictly to published list 
prices. The smaller mills are showing signs 
of advancing prices somewhat, but no actual 
advances have been put in effect. 


Hardwoods demand has shown some im- 
provement. More business is coming from 
the exporters, and domestic business has 
gained a little. The mills are still running 





on curtailed programs. 
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Market News from Ameri 


Portland, Ore. 


West Coast Woods.—There has been very 
little change in the production of fir lumber 
in this district for the last two weeks. It is 
rumored that unless business improves, every 
sawmill in the district will shut down tight 
for the winter. Moreover, it is reported that 
stocks at the mills are very low and badly 
broken. The amount of sawlogs in the Co- 
lumbia River district is smaller than it was 
a month ago, with only one or two camps 
in operation. Possibly two more camps will 
get into action by Sept. 1, but, whatever steps 
may be taken, the supply of logs in sight is 
lower than ordinarily for this time of year. 


Western Pines.—Reports from the pine dis- 
tricts this week were to the effect that orders 
had shown an increase of 7 percent over the 
preceding week. 


Los Angeles, Calif. 


Cargo Movement to southern California is 
running on a low average, according to 
weekly figures on shipments arriving at the 
local harbor, and a number of vessels are 
laid up. Surplus stocks are also hovering 
around the minimum figure, or less than 
3,500,000 board feet. Statistically, this is a 
healthier condition than has existed for a 
long time, because stocks are greatly dimin- 
ished, and there is no flooding of the market 
beyond current demand. There has been a 
slight strengthening of prices in a few lines. 
Excess items here are listed as 2x4-inch 
common, worked; 2x4-inch No. 2, worked; 
2x8-inch common, rough; 2x10-inch common, 
rough, and fir lath. These are fewer than 
have been previously reported. 


Building Permit valuations for the first 
three weeks of August are away below par. 
However, a considerable proportion is for 
small homes and frame construction. Due to 
the lower prices of building materials, valu- 
ations do not tell the whole story. 


Spokane, Wash. 


Inland Empire Pines.—There has been 
practically no change in the general situ- 
ation with respect either to production or 
orders in the last two weeks. There con- 
tinues to be, however, an increasingly opti- 
mistic sentiment among lumbermen. There 
has actually been a 20 percent advance in 
the per square price of shingles. Some re- 
tail lumbermen are going so far as to advise 
their customers to buy now for their needs, 
before the advance which they expect in 
certain grades, 


Baltimore, Md. 


Exports.—Baltimore exporters report a 
rather better inquiry from the United King- 
dom, with the demand a little more active. 
Uncertainty as to what the import duty will 
be, and decline in the pound sterling, tend 
to cause a measure of hesitancy. 


Southern Pine.—Carolina shortleaf and 
Georgia longleaf mills are revising their 
prices upward. Inquiries are coming out 
with much greater frequency, mostly for 
future shipment, with buyers seeking to place 
orders on the old basis of values. The mills, 
however, refuse to book such business. So 
far an advance of about $1 is noted, but 
not in this distributive market. Receipts 
here have been held back, and the situation 
on the whole is stronger. 


Cypress.—High-grade Gulf stocks main- 
tain a measure of firmness, as mills refuse 
to dispose of them at the concessions sought 
by buyers. The general run of lumber, how- 
ever, is exposed to the competition of other 
woods. The local yards are buying in small 
quantities only. 


Hardwoods.—Though buying continues on 
a very small scale, the requirements of con- 
suming establishments have shown some in- 
crease and curtailment in production has 
exerted a good effect. Inquiries are decid- 
edly more numerous, and stocks are moving 








on a scale that indicates a more active in- 
terest. The belief that prices may be ex- 


pected to advance appears to be gaining. 


ground. Signs of more life have also ap- 
peared in the foreign trade, the United King- 
dom market being best. 


Douglas Fir.—Calls for lumber are still on 
a very limited scale. The quotations have 
continued low, largely because to advance 
them would have tended to benefit competi- 
tive stocks. 


Louisville, Ky. 


Hardwood deliveries in August will figure 
20 to 25 percent better than July, and in some 
cases even better. It is reported that more 
of the inquiries today develop business. It 
is felt that, with things improving, there will 
be less and less distress lumber on the mar- 
kets, because the banks will feel more 
lenient. Producers feel that stock is too 
valuable to sacrifice it at minimum quota- 
tions, and production remains light. The 
automotive industry is buying very little, and 
body plants are generally running light. 
Radio trade has improved a trifle. Flooring 
and interior trim remain quiet. Veneers and 
plywoods are not selling in volume. Some 
walnut has sold, chiefly Nos. 1 and 2 com- 
mon, and scattered mixed cars of FAS and 
select, but very little of the top grades. 
Dimension walnut has sold somewhat better. 
Gum sales have been chiefly of common 
grades of sap, such as Nos. 1 and 2, mostly 
in inch, with a little plain red, and some 
2-inch quartered sap as well as inch. Poplar 
has been draggy, but some common and com- 
mon A have been reported in sales. Some 
mixed FAS plain red oak, in inch to 2-inch, 
has been moved to planers. Walnut inch 
stock is priced at around $110 for FAS; $85 to 
$90 for select; $60 for No. 1; and $30@32 for 
No. 2. Northern poplar is priced at $75 for 
FAS; $55 for select; $28@30 for common; 
2-A, around $22; and 2-B, around $18. Red 
oak FAS is $62; common, $35. White oak 
FAS is $80; common, $40; quartered white 
oak FAS, $100; common, $52@55. 


Softwoods.—The pine market has been 
showing improvement, with quotations up 
around 50 cents to $1 on most items. Nota 
great deal of buying has been reported in this 
vicinity, but a few solid and mixed cars have 
been moving. 


Memphis, Tenn. 


Southern Hardwoods.—There is a definite 
upward trend in the market, with sales 
slightly increased, and inquiries heavier than 
for many months. In many instances, manu- 
facturers have recalled lists and are advanc- 
ing prices. Many firms have advanced prac- 
tically all items by $1@2, with heavier ad- 
vances on scarcer items. The better demand 
comes from both domestic and foreign con- 
sumers. This is the first time, for many 
months, that real optimism has prevailed 
among manufacturers of hardwoods, and it 
is thought that with commodity price ad- 
vances, and a better demand for general mer- 
chandise, the hardwood business is sure to 
feel the effects of larger spending. 


Domestic.—The upturn in sales to manu- 
facturers of furniture, who have been in the 
market for the last two weeks, is decided. 
They are buying sap gum in fairly good 
volume. There is a possibility of scarcity 
of some gum items, with stiff advances in 
prices. The flooring manufacturers are com- 
ing into the market for oak, and west of 
the Mississippi there are no large stocks of 
flooring oak, so prices are advancing. Auto- 
mobile manufacturers are making inquiries, 
and are placing some business. The retail 
dealers are in the market for some items, as 
there is a better demand from rural sections. 
There is a good demand throughout the South 
for farm storage buildings, with the advance 
in the grain and cotton markets. There is 
a somewhat better demand from manufac- 
turers of boxes and crates for low grades, 
and also from manufacturers of sash, doors 
and interior trim. Prie@es are not yet satis- 
factory. 
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Foreign.—There has been a nice increase 
in export sales for the last half of August, 
with many overseas buyers wanting to place 
orders for shipment throughout the year, 
Hardwood manufacturers, however, are not 
taking any future business, and are selling 
for immediate shipment only. Prices for ex- 
port are strengthening daily., 





Stocks and Production.—There are ample 
mill stocks to take care of present demand, 
but it is questionable just how long they will 
last with anything like a good call for hard- 
woods. Production remains low, and there is 
little reason to believe that manufacturers 
will start operations until it is ascertained 
just how long the better demand will con- 
tinue, and whether prices will advance. No 
operators are planning on resumption of 
operations until mill stocks become depleted. 


Macon, Ga. 


Georgia Roofer manufacturers are feeling 
more enceuraged. Roofer trade has im- 
proved, though volume of business is still 
light. Railroads say that movement of pine 
lumber is larger than it was a few months 
ago. Manufacturers report that there has 
been no strengthening in prices. There has 
been no effort to increase production. Many 
mills are still closed down. 


Longleaf Pine manufacturers had more 
business in August than in any other month 
of this year. .Wholesalers believe there will 
be a further improvement in September. 
Prices are as they have been, but the mar- 
ket tone is stronger. Railroads are still 
sending in some orders. 


Hardwoods.—August turned out to be the 
best month of the year. Some of the new 


business was placed as the market began to 
take on strength, for consumers’ stocks are 
depleted. Furniture firms are placing orders 
now for fall deliveries, and it is considered 
likely that these orders will be considerably 
increased within thirty days. Oak for floor- 
ing appears to lead the demand. There has 
been a noticeable pick-up in demand for 
gums. 
Some mills that have been closed down a 
long while have reopened, and others are 
getting ready to start. 


Cincinnati, Ohio 


Already the effect of the announcement 
that a Federal Home Loan bank will be 
located in Cincinnati has been felt, and 
wholesalers of lumber said their volume of 
inquiry was the largest in recent months 
and of very general scope. Orders for car- 
lots of oak, chestnut, gum and poplar are 
being placed, and retailers are beginning to 
do forward buying while prices are at rock 
bottom. Wood consumers also are examining 
their stock piles to see what items are low. 
September should see a fairly brisk revival 
of business. Dealers say that prices are 
bound to respond. 


Hardwoods.—More inquiry for poplar and 
oak in carlot quantities is being received 
this week than in recent months. It comes 
from many sources and from all directions. 
Prices continue irregular, with some mills 
asking advances of $1@2 on items which 
they claim are short, or where stocks are 
badly broken; others are still cutting prices 
on surplus items. Dealers say, however, that 
the price cutters are getting fewer and 
fewer, as business conditions improve. Fur- 
niture factories are coming back into the 


Production has been increased a little.° 





Groups of European countries confer 
on limitation of lumber exports and in- 
ternational lumber statistical organiza- 
tion.—See story page 56. 

Imperial Economic Conference pre- 
pares to give preferential treatment to 
products of British countries—See story 
page 24. 

British Columbia mills export about 
fifty percent more than Washington- 
Oregon plants—their volume taking first 
place for the first time on record.—See 
table page 48. 


Retailers protest price advances, but 
they are placing orders at the higher fig- 
ures.—New York City. 


Big lots of yard lumber are being in- 
quired for and bought by Atlantic coast 
distributers.—Boston, Mass. 


Some wholesalers report better sales 
volume in August than for months.— 
Buffalo, N. Y. 


New proposals are made for reduction 
of railroad rates from Pacifie Northwest 
to Central West territory.—See story page 
45. 


Intercoastal Conference rate is set at 
$10 for October, but lower rates are 
available. Seattle, Wash., and New York 
City. 

Southern California reports fewer sur- 
plus items than for months, and receipts 
no more than offset current demand.— 


Los Angeles, Calif. 


Puget Sound fir log stocks have been 
greatly reduced, and cedar logs are 
scarcer.—Seattle, Wash. 


Idaho pine is moving in big volume 





Outstanding Developments in Lumber Markets 


through Puget Sound ports and Canal 
to Atlantic coast.—Seattle, Wash. 


Broken mill stocks of southern pine 
prevent representatives from quoting on 
many inquiries.—St. Louis, Mo. 


Country yards are leading buyers in 
lower middle West.—Kansas City, Mo. 


Georgia longleaf producers report Au- 
gust volume the best so far this year.— 
Macon, Ga. 


Buyers of southern pine are willing to 
take straight cars, and some have bought 
a number.—Shreveport, La. 


Wholesalers are placing large orders 
for Carolina pine and roofers, expecting 
a price advance.—Norfolk, Va. 


Many hardwood manufacturers have 
recalled recent price lists in order to 
make advances, sometimes stiff ones on 
scarce items.—Memphis, Tenn. 


Hardwood inquiry is largér, and some 
mills are asking advances on scarce 
items.—Cincinnati, Ohio. 


Distress offerings of hardwoods are 
being reduced or withdrawn because of 
easing of bank credits.—Louisville, Ky. 

Enlarged demand for _ hardwoods 
caused price advance and re-opening of 
some plants.—Macon, Ga. 


Consuming plants are inquiring more 
actively for hardwoods.—Baltimore, Md. 


Foreign buyers seek to place forward 
orders for hardwoods as mill quotations 
stiffen, but find sellers reluctant—Mem- 
phis, Tenn. 


Exporters find improvement in demand 
from United Kingdom.—Baltimore, Md. 








59 


market for limited quantities of oak, gum 
and poplar, mostly in 4/4. The auto trade 
is quiet. Export business is dull. 








Southern Pine.—Variance of: price views 
between the mills and wholesalers on com- 
mon grades is a disturbing factor. The mills 
claim scarcity of many items of sheathing 
and framing lumber, and are advancing prices 
anywhere from 50 cents to $2 all along the 
line. Wholesalers are holding off or taking 
only hand-to-mouth lots. Line yards and re- 
tailers are filling in stocks, so that lumber 
is moving in. small lets despite unwilling- 
ness of dealers to pay advanced prices. Where 
wholesalers can make an immediate turn- 
over without risk to themselves, they are 
taking on stocks. Planing mills are also 
becoming more active buyers as a number 
of jobs are being figured. on. 


Cypress continues quiet, with prices still 
at rock bottom or nearly there. A few small 
lots of factory lumber and lowers are mov- 
ing, mostly to the country or small-town 
trade. Some repair work is being done 
which calls for sills, siding and finish. .Some 
interior trim is moving also. Tank stock 
is being bought for repairing also. 


Buffalo, N. Y. 


Wholesalers are beginning to report a bet- 
ter lumber trade, and a stronger market in 
various woods. August business, with some 
of the dealers at least, will be better than 
that for several preceding months, and there 
is much encouragement in the outlook for 
September. Southern pine roofers and other 
items are higher than for some time. 


Hardwoods.—The hardwood trade shows 
some improvement, and is more satisfactory 
than for some weeks. Not only are inquiries 
better and sales in a little larger volume, 
but prices are reported to be getting more 
stabilized. Indications point to a still larger 
amount of business in the coming month, 


Western Pines.—Trade in the western pines 
is on a more satisfactory basis than for some 
weeks. Buyers are inclinel to add to their 
stocks in the expectation that prices will go 
higher in sympathy with those in other 
woods. No changes in the California pines 
or Idaho pine have lately been announced, 
but prices remain firm. 


Northern Pine.—Buying in this wood has 
not started up actively yet,-but the outlook 
is a little improved. Dealers expect an in- 
creased demand for pattern lumber soon, as 
industrial activity is showing some gains. 


Shingles.—A scarcity has developed in shin- 
gles, and many more could be sold if the 
wholesalers were able to obtain delivery. 
Mills boosted shingle prices about 20 cents 
during the last week, and they report that 
they are faced with a big shortage of logs, 
which makes it impossible to fill shingle 
orders promptly. The shingle demand has 
been unexpectedly good of late, and it will 
be some weeks, it is said, before buyers are 
able to get their wants filled. 


St. Louis, Mo. 


Southern Pine representatives report that 
sales are very much improved, and that they 
are now havifig difficulties, because of broken 
stocks, in quoting on mixed-car inquiries. 
Dealers are confining their purchases to 
items of which they are short, and are not 
inclined to buy anything else, even on espe- 
cially low quotations. Dealers in the metro- 
politan area state that business is in better 
volume, but is confined largely to repairs 
and remodelling. Industrial buying is still 
light, but there is some improvement ob- 
served in railroad purchases. No. 2 boards 
and shiplap are stronger at $16 as a mini- 
mum for small-mill work, and $17.50@18 for 
large-mill stock, with specified loadings at 
$18.50@19. No. 1 dimension, 2x4-inch, 10- 
to 20-foot, is $17@17.50 for small-mill stock; 
$20@21 for large-mill stock, with specified 
loadings $1 additional; 8-, 9- and 10-foot are 
stronger, with minimum quotation now $15. 
B&better flat grain fleoring is considerably 
stronger, with small-mill stock at $22.50 and 
large-mill stock, $23@24.50; straight cars, 
10-foot at $20; 12-foot, $20.50@21.50; 16-foot 
and longer, $25.50. B&better ceiling, %x4- 
inch, is $20.50; 11/16-inch, $23.50; %-inch 
standard partition, $25. B&better car siding, 
1x4-inch, 9-foot, is $24.50@25; 10-foot, $23.50. 
No. 1 common car lining, 1x6-inch, 16-foot, 


(Continued on Page 68) 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 








ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


-: =. Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 


F S11 Locust St. 220 So. State St. 537 Mer. Exch. Bidg, 
St. Leais, Me. Chicago, Ill. San Francisco, 


















Baughman’s Buyer 
and Seller 


Awell known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 p , 5x7 inches, red water- 

arn de lesther, +. "1 = seal grain, $5.96; 

ue morocco r, edges, $6.00; brown imita- 

tion leather, $3.00. t edition, 34x6 inches, 
with cut-in indexes. 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blae Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
Chicago, Ill. 


431 So. Dearborn St., 














Clint Lighter, of Moneta, -Iowa, has been 
appointed manager of the Botsford Lumber Co., 
in Bode, Iowa. 


John L. Alcock, of John L. Alcock & Co., 
hardwood importers and exporters, Baltimore, 
Md., is spending a brief vacation at Ocean City. 


Don Lawrence, assistant manager of the 
Weyerhaeuser Sales Co., of Spokane, Wash., 
has just returned from a brief business trip. 


J. S. Williford, of the Bellgrade Lumber Co., 
Memphis, Tenn., has been spending a good deal 
of time recently among friends in the trade at 
London, Liverpool and Glasgow. 


Douglas Hever, export sales manager of the 
Gayoso Lumber Co., Memphis, Tenn., has just 
returned from a visit to all the principal British 
and Continental lumber markets. 


R. G. Swartz, Chicago representative of the 
Oregon Lumber Co., Baker, Ore., is making 
a sales trip to St. Louis, Mo., and Springfield, 
Ill., to visit company representatives. 


The Ryland & Brooks Lumber Company, 
wholesaler of Southern pine and hardwoods, has 
moved to commodious new offices on the first 
floor of the National Marine Bank Building at 
Gay and Water streets, Baltimore, Md. 


Joe Graham, president Graham Lumber Co., 
St. Louis, Mo., is visiting Mt. Ida, Ark., with 
his brother, Lee Graham. Mr. Graham said 
that his company buys about 75 percent of its 
pine lumber from Montgomery County mills, 
because their product is high grade. 


For the first time in four years, L. P. Dubose, 
of Dubose Lumber Co., a wholesale hardwood 
concern of Pine Bluff, Ark., visited in New 
Orleans last week. Formerly a resident of that 
city, Mr. Dubose has many friends in the trade 
in New Orleans. He also is well known among 
the lumber fraternity in Chicago and other im- 
portant lumber distributing centers. 


J. M. Aberly, secretary Pine Lumber Co., of 
Newbern, N. C., paid a visit to Baltimore, Md., 
on Aug. 23 while en route to Philadelphia and 
New York on a business trip. He noted some 
gain in activity, with the quotations at mills up 
about $1. Mr. Aberly intended to stop at Al- 
lentown, Pa., and take home his wife, who has 
been visiting there. 


C. L. Foretich, sales manager, Bradley Lum- 
ber Co., of Arkansas, spent several days in 
Chicago recently, conferring with his sales rep- 
resentatives and calling on the trade. From 
here Mr. Foretich went to Indianapolis and 
expected to visit Cincinnati, Washington, Bal- 
timore, New York and probably points in New 
England before returning to his headquarters 
at Warren. 


William P. Miller, of the Yeager Lumber 
Co., Buffalo, N. Y., is spending a vacation at 
Carrying Place, Ont. Elmer J. Sturm, of the 
same company, has returned from a vacation 
at Cranberry Lake, N. Y. Harry L. Vetter, 
of the National Lumber Co., Buffalo, has re- 
turned from a few days at Bobcaygeon, Ont. 
Eugene W. Carson, of the E. W. Carson Lum- 
ber Co., Buffalo, is back from a month in 
California and attendance at the Olympic 
games. 


A change in the name of one of the important 
Chicago lumber concerns, which occurred sev- 
eral weeks ago but which has not previously 
been noted in the AMERICAN LUMBERMAN, is 
from Irving Park Lumber & Supply Co. to 
Paul T. Diener Lumber Co. This was a change 
in name only, none being made in the personnel 
or the corporation. The Paul T. Diener Lum- 
ber Co. is located at 4540 Belmont Avenue, the 
official personnel being as follows: President, 
Paul T. Diener; vice president, William F. 


Diener ; secretary, L. M. Diener, and treasurer, 
Edwin W. Diener. 


G. S. Colburn, assistant secretary of the 
Lutcher & Moore Lumber Co., Orange, Tex., 
and D. A. Pruter, secretary to W. H. Stark, 
head of the company, were in Albuquerque, 
N. M., last week en route for a vacation trip 
to Rand, in northern Colorado. Mr. Colburn 
said the company plans to construct a complete 
manufacturing plant at Gallup or Albuquerque 
as soon as economic conditions warrant, to de- 
velop the large tract of ponderosa pine at 
Fort Defiance, Ariz., northwest of Gallup, the 
contract for which it purchased two years 
ago from the late A. B. McGaffey. 


At a conference of operating officials of the 
Kirby Lumber Co., held at Jasper, Tex., W. N. 
Sangster, of Houston, general manager, ex- 
pressed optimism as to the future of the coun- 
try. He believes the outlook encouraging, al- 
though as yet there are few signs of improve- 
ment in the lumber industry. He does not 
plan to put into early operation any other mills 
of the company than those now running. 
Among other officials attending the conference 
were F. E. Tuxworth, of Silsbee; J. M. Prit- 
chard, of Call; J. B. Hodges, of Jasper, and 
E. F. Horan, of Houston, hardwood sales 
manager. 


W. R. McMillan, manager of Hammond 
Lumber Co. (Inc.), 601 West 138th Street, 
Chicago, is again at his desk after spending sev- 
eral weeks on the West Coast, conferring with 
other officials of the company and inspecting 
stocks at some of its mills. Mr. McMillan 
reports a decidedly better feeling generally and 
believes that the lumber industry soon will 
begin to feel the rejuvenating effects of the 
general business revival. This company is a 
large producer of redwood, Douglas fir and 
other West Coast woods. As an evidence of 
the more hopeful feeling in the lumber in- 
dustry, Mr. McMillan reports recent advances 
of 50 cents on the commons and $1 on the 
upper grades of fir, and an advance of $1 on 


redwood siding. 





Revival to Start in Chicago 


Business leaders are in agreement that a gen- 
eral business and trade revival will have its 
origin in Chicago. An enthusiastic “Let’s Go 
Chicago” spirit is sweeping the country, and 
the sensational Modern Age Exhibition, sched- 
uled to take place in the Century of Progress 
Travel & Transport Building from October 1 
to 16, through an arrangement between the 
World’s Fair and the National Association of 
Radio, Refrigeration and Electrical Distributors 
(Inc.), is in keeping with it. 

The Travel & Transport Building, most 
unique and most talked-of structure on the 
World’s Fair Grounds, has been selected as the 
show site. Plans are already drawn up to 
transform the 73,000 square feet of exhibit 
space into a modern fairyland of fascinating dis- 
plays. According to Exhibition Director Robert 
Himmel, because of the suspension dome on 
the building there will be no obstructing posts 
to block the view, and all exhibits will form 
one complete unit. 

The Modern Age Exhibition will supplant in- 
dividual shows which have been held for the last 
few years, and many of which are going to be 
discontinued this year. Reaction of the Chicago 
press and business leaders has spurred the com- 
mittee on. The newspapers have indicated their 
willingness to lend support to the venture, and 
assist in publicizing the affair. Negotiations are 
being made to bring the most famous acts from 
the stage and radio to the gigantic crystal studio 
stage being created in the center of the mod- 
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The show committee 


ernistic amphitheatre. 
hopes to be able to attract three quarters of a 
million people to the Modern Age Exhibition 
before it is concluded. 


Choose Local Firm to Sell Oak 
Flooring 


D. S. Watrous, sales manager of Perfection 
Oak Flooring Co., (Inc.), Shreveport, La., on 
a recent visit to Chicago, made exclusive ar- 
rangements with Fraser-DeSale Lumber Co., 
11 So. La Salle St., Chicago, to handle the 
sale of “FROSTBRAND” oak flooring in 
Chicago, Milwaukee, and surrounding subur- 
ban territory. 

The Perfection Oak Flooring Co., (Inc.), 
has attained a high reputation for the quality 
of its products, especially because of the great 
care used in manufacture and its method of 
shipping stock so that it will reach destination 
in first class condition. 

It is in position to render excellent service in 
the way of shipment, as a well balanced stock 
is carried in all sizes and grades of flooring, 
and oak and gum trim and mouldings, South- 
ern hardwoods, cedar closet lining etc., also 
can be included. 

In selecting a representative in this terri- 
tory, Mr. Watrous was especially desirous of 
securing the service of a firm that obtains its 
business by personal solicitation. 

Both Bill Fraser and Fred DeSale are well 
and favorably known to the lumber buyers in 
this territory, for they are a pair of hustlers 
who believe in personal contact with their 
customers and have been calling on the retail 
trade here for the last twenty years, demon- 
strating throughout this period their well 
known slogan—“Dependable Personal Service 
—for the Manufacturer—to the Dealer.” 





Profits or Headaches in 1933? 


Harold Knapp, general sales manager of the 
Celotex Co., is again at his desk in the Palm- 
olive Building after a two weeks’ vacation, 
during which he rested and recuperated at one 
of the lakes in northern Wisconsin. While 
taking this vacation in order to get away from 
business problems for a short time, Mr. Knapp 
couldn’t help thinking about some of the things 
that are happening in the lumber and building 
material field, and in conversation with a rep- 
resentative of the AMERICAN LUMBERMAN he 
expressed the opinion that, for some lumber 
merchants, the next two years will be heart 
breaking and there will be many sighs, groans 
and headaches. He said: “These will happen 
not because times will be worse, but because 
they will be better. The sighs, groans and 
headaches will be the result of ample business 
—for the other fellow. These other fellows 
are the lumber merchants that have tried at 
least to swim against the current. They haven't 
been content to float with the tide to pick up 
business within their reach, but they have 
fought to create every scrap of business pos- 
sible with every merchandising weapon avail- 
able.” As an example of how the foundation 
has been laid by some dealers for future divi- 
dends, he recounted this incident: 

A progressive lumber merchant in the mid- 
dle West has fought for every scrap of repair 
and remodeling business in his territory for 


the last two years. His men have made 
hundreds of contacts with home owners. 
With a truck, carrying ready-built small 


farm buildings and a supply of paint, he has 
also gone after the farm market. He has 
talked with every farmer in the territory. 
From these two efforts, this lumber merchant 
has not become rich. Home owners and 
farmers, both, have been cautious in their 
purchases, waiting for the light of better 
times to appear on the horizon. When this 
light does appear, they are going to do real 
buying, not from the dealer sitting on his 
haunches waiting for business, but from the 
lumber merchant whose men have called on 
them repeatedly. Their business will go to 
the swimmer, not the floater. And what a 
headache the latter is going to have, how 
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he is going to groan when he sees the steady 
flow of business to the “other fellow”! 

Mr. Knapp believes it is not too late for 
floaters of the last two years to swing into 
line, and says: “By hard, skillful and diligent 
work between now and next spring, the floater 
can become a sturdy swimmer and be ready to 
extract the maximum profit from good times.” 

Mr. Knapp has been impressed with the evi- 
dences on every hand that better times are in 
sight, as indicated in the numerous reports of 
increased business in many lines, advances in 
commodity prices, and particularly the easing 
of credit for home building. With all these 
things pointing to better general business con- 
ditions, he said: 

It seems to me that wise lumber merchants 
should be preparing for the most intensive 
selling drives of their careers. The best way 
to do this is to start active selling now, par- 
ticularly in the home repair and farm mar- 
kets. There is likely to be a lot of delayed 

















This view shows carpenters aloft joining the 
wooden supports for the roof of the Agricul 
tural Building of Chicago’s 1933 World’s Fair 
—A Century of Progress Exposition. It is bolted 
steel frame construction with a concrete first 
floor, and exterior walls of a specially treated 
gypsum board. The photograph shows that a 
large amount of wood framing and trusses is 
used. The Agricultural Building is 628 feet 
long by 108 feet wide. It is located on Northerly 
Island and has three wings extending toward 
Lake Michigan. Construction is being speeded 
and it is expected that it will be completed this 
fall. During the Exposition next year it will 
house exhibits depicting the progress of agri 
culture in the last hundred years 





buying in these two fields during the coming 
autumn and winter. And the fellows that 
get these sales will surely make money.” 

He was quite positive that “the fellow that 
doesn’t do these things will be among the 
headache boys next year.” 


—— 


Will Erect Special Building 


Announcement has been made that the Johns- 
Manville Corporation will erect a special build- 
ing at the Century of Progress Exposition— 
Chicago’s 1933 World’s Fair. This building 
will be constructed, as far as possible, of ma- 
terials produced by the Johns-Manville Corpo- 
ration. It will be designed by Ely Jacques 
Kahn, New York architect, and will reflect, 
both in the structure and the exhibits, the dec- 
orative and economic trends in modern archi- 
tecture. Among other features, the control of 
sound and progress made in acoustical cor- 
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rection and sound control, through the develop- 
ment of building materials, will be illustrated 
by dramatic exhibits. Modern methods of con- 
trol of heat and cold, in industrial and com- 
mercial buildings and in homes, will similarly 
be portrayed. A third section will be devoted 
to modern building materials developed by the 
Johns-Manville Corporation, particularly those 
featuring fire and water resistance, and other 
phases of the company’s service will be shown 
by exhibits. 
—s— 


Planning the "Sunlight House" 


W. F. Shaw, trade extension manager Na- 
tional Lumber Manufacturers’ Association, was 
in Chicago last week consulting with Leo 
Kraemer, manager of the Chicago Lumber In- 
stitute, Ernest A. Grunfeld, jr., architect, and 
others in reference to final plans for the erec- 
tion of the “Sunlight House” which is to be 
lumber’s exhibit at the Century of Progress 
Exposition, Chicago World’s Fair, in 1933. In 
order to assure the building of this house, sub- 
scriptions from the industry totalling $6,000 
must be in the hands of the National Lumber 
Manufacturers’ Association by Sept. 15. Mr. 
Shaw reports that there has already been grati- 
fying response to the suggestion that this house 
be built by popular subscription and that many 
subscriptions have already been received in 
amounts of $1 and upward. However, the time 
is very short and every member of the indus- 
try at all interested is urged to send his sub- 
scription promptly. W. M. Ritter is treasurer 
of the fund and checks should be made out to 
him. By agreement among the various ele- 
ments of the industry supporting the project, 
checks and cash subscriptions must be returned 
to donors if the $6,000 funds are not in hand by 
September 15. Commenting on the proposed 
building, Mr. Shaw said: 


“Sunlight House” will be located on a 
choice site on Leif Ericson Drive, just south 
of Fort Dearborn and should attract 10,000 
visitors daily for 150 days. Areas are to be 
increased 15 per cent in size te permit ready 
handling of crowds. These visitors, inci- 
dentally, will receive a neat booklet descrip- 
tive of the house, giving details regarding 
the cost, the plan and the furnishing and 
equipment throughout. The lumber industry 
may well be proud of its “Sunlight House” 
and of the imposing array of industrial co- 
operators whose efforts will add so much to 
the beauty and utility of the home. 

Visitors to the exposition will readily con- 
cede that in “Sunlight House” the lumber 
industry has demonstrated that nothing in the 
demands of the most exacting types of mod- 
ern, small house architecture is beyond the 
possibilities of lumber and wood products. 
Such a demonstration before the vast crowds 
expected will permanently establish the pres- 
tige of wood and result in promotion of wood 
products to an extent that will reflect benefits 
to every person engaged in the wood in- 
dustries. 


Practically all of the lumber associations, 
national, State and regional, are joining the 
drive for funds for this building and are urg- 
ing their members to send in their contribu- 
tions promptly. 

— 


Club Hears Japanese Statesman 


Tacoma, WasuH., Aug. 27.—Scouting the 
possibility of war between Russia and Japan, 
Kyugoro Obata, of Tokio, secretary Japanese 
American Relations committee, addressing the 
Tacoma Lumbermen’s Club on Aug. 19, said 
that Japan’s relations with Russia are peace- 
able and are likely to remain so. He denied 
that Japan has imperialistic ambitions in China, 
but predicted a large migration of Japanese to 
Manchuria. 

Mr. Obata was introduced by Maj. Everett 
G. Griggs, president St. Paul & Tacoma Lum- 
ber Co., as one of the right hand men of Vis- 
count Shibusawa, noted Japanese statesman. 
Mr. Obata was accompanied to Tacoma by Y. 
Gya, secretary to the Japanese consul at Seat- 
tle, and ty C. S. Miyazaki, secretary of the 
Taccema Japanese Association. 






















Increase in Inquiries and 
Orders Is Cheering Sign 


Boston, Mass., Aug. 30.— The reversal of 
general business sentiment from a condition of 
gloom and doubt te a feeling akin to confidence, 
hope and courage, which has now been in evi- 
dence throughout New England for several 
weeks is today even more pronounced as the 
steady gains in commodity. prices persist, and 
reports continue to filter in of the reopening of 
idle plants. One cent per quart in the price 
paid to the dairy farmers for their milk adds 
about $750,000 a month to their income, and 
such items multiply. The banking and indus- 
trial committee working through the Federal 
Reserve Bank in providing needed credit to the 
industries is working at top speed, and a drive 
is on to secure the location at Boston of a Fed- 
eral Home Loan Bank. 


Retailers’ Orders Show Confidence 


There has lately appeared a tendency on the 
part of the retail lumber dealers to inquire for 
and actually place orders for round-lot 
schedules of the regular yard sizes in anti- 
cipation of future business. One such sched- 
ule was for 1,400,000 feet, and ran largely 
to timbers; the order has been placed. An- 
other calis for 800,000 feet and includes about 
600,000 feet of rough yard sizes and 200,000 
feet of dressed stock of the upper grades. 
Another large yard calls for 80,000 feet of 
yard dimension. The list of such orders 
could be extended, and they evidence a grow- 
ing conviction that a hand-to-mouth buying 
policy may now be safely abandoned, be- 
cause many lumber items are passing from 
the bargain counter. It would be difficult 
to find a yard with a well rounded stock, or 
a full assortment of grades and sizes. 


West Coast Receipts Are Low 


On the other hand there is well under five 
million feet of the West Coast woods held 
in storage here by the wholesale distribu- 
tors, who are bringing in few if any unsold 
lots. When all returns are in later in the 
week covering deliveries at all Boston piers 
in August, the total will scarcely reach three 
million feet, and this compares with 14,618,- 
206 feet in August last year, and 11,203,282 
feet in August, 1930. Viewed from another 
angle, average receipts per month at Boston 
in 1930 were 10,905,270 feet; in 1931, 13,266,- 
611 feet, while for the first eight months 
of 1932 the monthly average has been about 
7,506,598 feet. Both producers and distribu- 
tors of coarse construction lumber are in a 
fine strategic position for entering a period 
of trade expansion, with no excess of hold- 
ings either at the mills or on the distributing 
yards. 

Construction plans filed in the 39 cities 
and 16 largest towns in Massachusetts dur- 
ing July (not including Government build- 
ings, road or engineering contracts) show an 
estimated value of $3,880,843, a gain of 25.5 
percent over June. The total is somewhat 
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less than for the corresponding month one 
year ago. While new residential permits to- 
taled but 17.7 percent of the whole, and non- 
residential accounted for 58.4 percent, the 
total for repairs and remodeling was 23.9 
percent. Of the permits for 139 dwellings, 
132 were of the one-family type. This shows 
that the home builder is more than ever 
convinced that the ownership of a home is 
“America’s Premier Investment.” 


West Coast Fir and Hemlock.—The market 
is in better balance than for many months, 
showing many fewer items on the special 
bargain list, with a sort of “take it or leave 
it” attitude on the part of the seller after 
naming his price. Mill prices on the West 
Coast are very firm, and are clearly a dollar 
higher than they were two weeks ago. The 
Coast base today would bring the Boston 
base, f. o. b. cars or trucks at the terminals, 
to $17.50 off page 11% of the West Coast 
price manual, and some local offices are 
holding to that level, though there are oc- 
ecasional offerings at $18 off, for smaller 
dimension yard sizes of fir, with a hemlock 
differential of 50 cents. Uncertainty as to 
the freight cost is an unsettling factor, for 
while the Conference rate still holds at $10, 
it is felt that many of the larger parcels are 
being moved at as low as $8.50. Mill ship- 
ment orders for boards, fir and/or hemlock, 
f. o. b. dock at Boston, are firmly held at: 
No. 1, $16.50@17; No. 2, $15@16; No. 3, $14, 
with some offerings from storage as low as 
$12.50@13. 


Eastern Spruce.—There has been some im- 
provement in the call for spruce dimension, 
but the price situation among the Canadian 
mills is so unsettled that there is very little 
forward buying, most sales being made to 
cover orders already booked by the yards. 
The new tariff charge of $4 on all Canadian 
lumber forms an effective barrier. Shippers 
continue to quote $25@26 for the smaller 
scantling sizes, with the larger sizes up to 
12-inch going as high as $35@36. There are 
offerings of Maine and Provincial random 
spruce as low as $20@21 for the smaller 
yard sizes, with the 8-inch quite firm at 
$23@25; 10-inch, $31, and 12-inch, $32. There 
is a moderate call for spruce covering 
boards, 5-inches and up DIS at $23@24, with 
the dressed and matched boards at $25@26. 


Hemlock.—Clipped hemlock boards from 
Maine, in the 14- and 16-foot lengths, are 
available at a range of $21@23, but are slow 
sellers, as the shorter Vermont boards and 
the longer West Coast boards are offered 
freely at a substantially lower level. 


Lath and Shingles.—The call for lath is 
limited, and offerings are liberal as there is 
no tariff charge, and the mills are making 
a special drive to unload accumulations now 
at Provincial mill yards. The quotation con- 
tinues at $3.50@3.75 for the 1%-inch and 
$4.25 for the wider size usually called for 
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at interior points. For better grade of east- 
ern white cedar shingles there is a free call, 
with extras quoted at $3.85@4; clears at 
$3.25, and 2nd clears at $2.50. The rail move- 
ment of West Coast red cedars is unim- 
portant. Carload price for British Columbia 
brands ranges from $3.04 per square for the 
16-inch, to $3.44 for the 18-inch Perfections, 
The Red Cedar Shingle Bureau of Seattle is 
conducting an intensive educational cam- 
paign in the East to encourage reroofing 
with the wooden shingle. 


Maple Heel Stock.—There is less buying, 
and sharply reduced offerings in the 2- to 
4-foot lengths. Increased activity at the 
shoe plants has called for increase in the out- 
put of heels, and a heavy strain on available 
supplies of suitable maple. All hardwood sec- 
tions have been drawn upon heavily, until 
today there is a real scarcity of desirable 
stock, and the price trend is upward. One 
eastern shipper has moved the price up from 
$70 to $75, and, as the active season has yet 
several months to run, it is felt that all 
quotations will move further upward. 


Boxboards.—There has been a quickening 
in demand for native pine box lumber, and 
several mills have cleared their yards of 
accumulations, particularly of round edge. 
Many industrial plants that had been idle 
have started up. There are few if any offer- 
ings of this class of stock at under $16, and 
$18 appears to be top. It is believed that 
stocks in pile at mills will be shown by the 
next quarterly report to the New Hampshire 





Association to have undergone a_= sharp 
shrinkage. Offerings of square edge are 
moderate, and should be priced at $23@25 


delivered at Boston points. 
Old Concern Is Reorganized 


A complete reorganization of the old and 
highly esteemed wholesale house of Daven- 
port-Peters Co. is just announced from the 
offices of the company in the Atlantic Bank 
Building, Boston. George H. Davenport, 
president, associated with it for 65 years, 
retires, as does William Bacon, treasurer, 
at the end of 52 years service. The latter 
will relinquish the burden of management 
details, but will continue as a_ director, 
Louis M. Pratt, with the company 43 years, 
becomes president. His son, L. Mortimer 
Pratt, jr., will serve as vice president; 
John Hoar, as treasurer, and W. B. Bacon, 
son of William Bacon, as secretary. These 
officials, with William Bacon, will constitute 
the board. This is probably the oldest whole- 
sale lumber firm in the Boston district, dat- 
ing back about 125 years. It was founded 
by the late Edward D. Peters. The firm title 
changed in 1876 to George H. Peters & Co.; 
in 1882 to Davenport, Peters & Co., and in 
1906 to Davenport, Peters Co. 

Watch Out for This Man 


A young man, tall and rosy-cheeked, who 
for several years had been identified with a 
lumber manufacturing concern in the Adiron- 





WHOLESALE LUMBER 


Established 1889 


Springfield 3-5184 


PLtywoop WALLBOARD 
Non-Shrinking—Non-Splitting 
100% USABLE 
The All Wood Wallboard (Douglas Fir) 


Available in mixed or straight cars or from 
storage at Lynn, Mass., and Springfield, Mass. 


Dust-Proof, Bundled — Regular Wallboard Sizes 


Carlos Ruggles Lumber Co. 


SPRINGFIELD, MASS. 


Telephone your orders and inquiries at our expense 
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CHAPIN’S LUMBER RECKONER 







The tables reduce to board measure all 
fractional sizes of lumber, advancing by 

quarter-inches from 1x1 to 15x15 inches square 

and 20 feet long, also scantlings and square timbers, 
advancing by inches from 2x2 to 30x30 inches square 

and 50 feet long. Saw logs are reduced to board measure. 
The book contains 171 pages of strong white paper, is 4x7 inches 

and is bound in cloth. 
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By N. CHAPIN 
Postpaid 


$ 4.00 


Saves Time 
and Labor— 
Prevents Errors 


431 South Dearborn Street 
CHICAGO, ILL. 
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dack region as a salesman but who at pres- 
ent is unattached—commercially—has _re- 
cently developed a weakness for visiting old 
friends in the trade and securing cash in ex- 
change for his checks, which have been uni- 
formly returned marked “no funds.” As re- 
cently as Aug. 9 one such check was cashed 
by a Boston lumber office where the young 


man was well known and later a much 
larger check was cashed by a New Hamp- 
shire lumberman., In the first case the 
check was drawn upon a Pennsylvania bank 
and in the latter case upon a bank in his 
home town in Up-State New York. Both 


came back marked “no funds.” The offender 
was recently married and in an impressively 
classy motor car the couple are apparently 
touring from city to city where he is well 
known and in one case was dined and feted 
at the golf club, based upon his former 
reputable connection, while another party 
in the same city promptly cashed a sizable 
check only to discover that he had been 
duped. He is the son of a former active 
lumberman of high repute. He is an eastern 
man and lumbermen are warned to be on the 
lookout for him. 


Orders Are Being Placed at 
Stiffening Prices 


New York, Aug. 30.—There is no doubt 
that lumber prices, sales volume and inquiry 
have increased here in every line, but the re- 
tailers, in many cases, refuse to believe that 
this is anything but a flurry, and are com- 
plaining bitterly about increased prices. How- 
ever, this flurry—if it a flurry—and not the 
beginning of the long pull upward—differs 
from all previous ones in the last two years in 
that, although the yards are complaining, and 
are threatening to refuse to buy at anything but 
July’s low prices, actually they are placing 
orders, and paying. Another difference in this 
little rise is the fact that, with the exception 


of one or two fir wholesalers, the sellers are 
holding firm. 





Railroad Demand.—The Pennsylvania Rail- 
road is asking for bids on a big requisition, 
but, upon examination, it can be seen that 


this inquiry is merely the accumulation of 
local requisitions from every part of the 
road. Three and four sticks of an item 


abound in the list, and it looks as if the road 


would buy this one order, and then retire 
from the market till after the first of the 
year. Other roads are not even buying their 


month to month necessities. 


Industrial Buying is 
but is not keeping up with yard orders. 
Western pines, eastern spruce, and hard- 
woods are getting more industrial attention 
than most of the other species. 


picking up a little, 


Mortgage Money offerings may be one of 
the causes for increased yard demand, al- 
though it is fairly obvious that the retailers 
are buying simply because they have no lum- 
ber, and feel that prices have hit bottom. 
More money is available for home building, 
and the first mortgage rate on finished homes 
is heading down a little. It is possible for 
aman to get a small first mortgage on his 
home now for 5 percent; a month or so ago, 
6 percent home money prevailed, and that 
was not freely offered. 

The first allotment of the money made 
available for refinancing mortgages of small 
home owners under the plan announced by 
the Young Committee in the end of May has 
been received here by the Savings & Loan 
Bank of the State of New York, which is the 
central bank for 166 savings and loan insti- 
tutions in the State. The money, about a 
million and a half dollars, was immediately 
forwarded to nineteen of the member associa- 
tions, where it should refinance the mort- 
Sages on about 560 homes, according to the 
bank. Another million and a half will be 
received in September, through the under- 
Writing by a syndicate of New York banks 
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of bonds of the Savings & Loan Bank, and 
this will immediately be distributed. 


Intercoastal Shipping conditions are rapidly 
coming to a head. The so called $10 rate 
has broken, according to some authorities, 
below the $6 that was available two weeks 
ago; and although western water-borne lum- 
ber is said to be increasing in price, this 
can not be determined without knowing how 
much of the c. i. f. price is going for trans- 
portation. It is rumored that, unless the 
intercoastal ship operators form a tight con- 
ference this week, the Government will take 
strong action; but no meeting is scheduled 
till after Labor Day. Breaks in the ship 
rate are generally laid at the door of the 
proprietary lines, one of which, when prices 
started going up, offered to sell lumber at 
less than the previous list. 

Douglas Fir seems to 
$1.50 more than it did last month, f. a. s., 
but c. i. f. prices are the same, or lower for 
stock from small mills. There is a differen- 
tial of $1 to $5 between stock from non- 
association mills and lumber from the very 
large ones. Yard buying of fir has been 
brisk, and very well distributed among the 
various items. 


be bringing about 


Southern Pine has enjoyed a price of rise 
of $1@2, and a decided increase in yard 
bookings. Decreased railroad buying has 
hindered any general recovery, and has prob- 
ably.acted as a brake on sharp price rises. 
Activity is almost entirely in longleaf, west- 
ern competition keeping shortleaf out of the 
market here. The ratio between water- 
borne and railborne shipments remains un- 
changed in the face of increased volume. 

Western Pines are selling in a little better 
volume, but are unable to stick to a firm 
price basis despite scarcity in many items. 
D selects and No. 1 common are missing 
from the lists of many mill representatives, 
and Ponderosa pine specialists are mystified 
at their inability to get a decent price for 
these items. Idaho pine and California sugar 
pine have not had as much of an increase 
in volume, proportionately, as Ponderosa, 
probably because they did not suffer the 
same decrease in volume in the early summer. 

Hardwood sales volume has 
about 300 percent over last 
and some white oak are being bought by 
industrial users, but otherwise business is 
all with the yards. 


Model School Building Uses 
Much Wood 


BrooKLINE, Mass., Aug. 30.—Maple floors 
and oak doors and finish are among the impor- 
tant iumber items specified for the $500,000 
William H. Lincoln public grade school, now 
approaching completion in Brookline, and in- 
tended by the architect and town officials to be 
a model for the world from aspects of safety, 
utility, beauty, comfort and convenience. Brook- 
line, the largest community in the country in 
population retaining its original town govern- 
ment, and the richest in per capita assessed 
wealth, is able financially to give its people the 
best, and to provide its children with the latest 
and finest that science and technical skill can 
devise in the way of school buildings and equip- 
ment. It is, therefore, of great interest to the 
lumber industry that, without any sales effort 
whatever on its part, and despite intensive sales 
work by the manufacturers and vendors of 
various alternate materials, wood is being used 
to such a large extent, solely on its own merits, 
in this construction of a model school building. 
Among the local firms in Boston territory sup- 
plying various lumber items for the contractors 
are the Dudley Wood Works Co., Jamaica 
Plain; Tim-Manson-Huckins Co., East Boston; 
New England Sash & Door Co., Watertown; 
J. G. Wilson Corporation, Boston, and Eagle 
Cornice & Skylight Works, Cambridge. 


increased by 
month. Poplar 
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Intercoastal Shipping Con- 
ditions Approach Crisis 


DRY FIR ° 
OR HEMLOCK 
DIMENSION FOR 


BACK-HAUL 
TERRITORY 


Distributing Yards at 
Philadelphia & Port Newark 


carry complete stock of yard and 
shed items, including Fir Uppers 
and Dimension, White Pine, Red 
Cedar Siding, Natural and Stained 
Shingles, Garage Doors, Wall 
Boards. 


BLANCHARD 
LUMBER CO. 


Main Office: 126 State Street 
BOSTON, MASS. 


New York Office: 450 Seventh Ave. 
Philadelphia Office: Fid.-Phil. Trust Bldg. 
Seattle Office: White Building 
Newark Office: Newark Seaboard Term. 





SPECIALISTS 
IN TROPICAL HARDWOODS 





Genuine Mahogany—Spanish Ceder 
Teak — Philippine Indoako Wood 


INDIANA QUARTERED OAK COMPANY 
47 12th St., Long Island City, N. Y. 














CORTLAND 7-5530 


J. HERBERT BATE CO.,Inc. 
WHOLESALE 
LUMBER 


50 Church St., New York, N. Y. 





CARTER LUMBER CO. 


Manufacturer's and Wholesaler’s 
HARDWOOD LUMBER 
WHITE BIRCH SQUARES A SPECIALTY 
WOOD TURNINGS OF EVERY 
DESCRIPTION 


Bangor, Maine 





RICE & LOCKWOOD 
LUMBER COMPANY 


YELLOW PINE, WHITE PINE, 
FIR, SPRUCE, CEDAR, SHINGLES, 
OAK FLOORING. 


SPRINGFIELD, MASS. 




















AMERICAN 


West Coast Mills Report Large Gain in Rail Orders; 
Files of Unfilled Are Increasing 


Bookings of identical West Coast mills in the two weeks 
ended Aug. 27 gained 11 percent, following a gain of the 
same percentage in the preceding two weeks. Total orders 
exceeded output by 30% percent, compared with an excess 
of 23 percent the preceding two weeks. For eight weeks, 
the mills have been building up order files, unshipped foot- 
ages in the rail, domestic cargo and export divisions of the 
market running at about the same level. 

The principal gain in bookings was in those for rail ship- 
ment. Rail volume is at the same levels as in the second 
quarter of the year, and, with inquiry good, it is expected to 
be at least sustained during the fall. Rail prices, however, 
as reported for the period ended Aug. 29, have failed to 
show any gain, and there is talk of a shutdown should they 
fail to advance. Benefiting by strength in competitive 
woods, some mills have marked up lists. 

Domestic cargo business is held back by uncertainty as 
to the intercoastal rate, tentatively set at $10 for October, 
but known to be under-cut. Atlantic coast distributors are 
cautious about adding to stocks, and mills are shipping 
carefully on firm orders only, but demand on retail yards is 
increasing sufficiently to force some buying, even at slight 
advances, to keep stocks sorted up. The southern Califor- 
nia market is in good shape, with unsold stocks very low 
and prices of some items strengthening. 

In July, British Columbia shipped about 50 percent more 
to export markets than did Washington and Oregon com- 
bined, but its shipments to domestic United States markets 
were very light. Open markets, like China and Japan, are 
taking little, and British Columbia benefits by preferences 
in the United Kingdom and Australia. 


Western Pine Bookings Increase to 10 Percent Above 
Output But Most Items Are Still Soft 


Western pine bookings in the two weeks ended Aug. 27 
gained to 10 percent above output, compared with 8 percent 
below the previous period. And the inquiry for these 
woods is lively, with some large blocks being bought, and 
prospects good for the placement of others. It is noted that 
there is an increasing footage of Inland Empire products 
going to the Atlantic coast by water. In the period ended 
Aug. 31, Ponderosa selects and shop were stronger, and 
commons weaker, Idaho pine items were a bit softer, and 
the sugar pine items showing most strength were in No. 2 
shop. Present prices are unattractive to mills, and the cut 
was a fraction off from the level of the previous period. 
They are reluctant to take on large orders at these figures, 
though their stocks are fairly full, for they believe there is 
every prospect of some advances. 


Movement of Northern Pine and Hemlock Rather Slow 


Report on northern pine for the week ended Aug. 20 
shows bookings 43 percent in excess of the cut. The book- 
ings, however, were only 37 percent of last year’s, and the 
cut was 36 percent of last year’s. The mills have been a 
little disappointed with volume of demand so far, but take 
into consideration that there was a good deal of stocking 
up before imposition of the tariff on Canadian imports. In 
both the Lake States and the Niagara region, building de- 
mand is hesitant, though retailers are showing slightly 
more interest. It is believed that, with gains in industrial 
activity, demand for pattern lumber should be good. 

Northern hemlock trade is draggy, though bookings in 
the week ended Aug. 20 made 63 percent of those for the 
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corresponding week last year, with output only 11 percent 
of last year’s, so that there was a further considerable re- 
duction in mill stocks. 


Southern Pine Bookings Exceed Cut by 83 Percent and 
Quotations Are Advancing 


Southern pine bookings in the two weeks ended Aug. 27 
were nearly double output—83 percent above, and far ahead 
of shipments. Prices have necessarily shown the effect of 
this large increase in business, and most mills have marked 
up lists $1 to $3, the larger amount applying mostly on 
lowers, which were exceptionally depressed. There has 
been some difficulty encountered in giving prompt ship- 
ment, for mill stocks are both low and broken, and to sup- 
ply items needed to fill actual orders, some plants have 
increased production a little, to 48 percent of 3-year aver- 
age, compared with 45 percent. There is no disposition, 
however, to cut for stock, but only for orders on the books, 


Hardwood Mills Mark Up Their Prices as Bookings 
Increase to About Three Times Output 


Both domestic and foreign buyers are showing much 
more interest in hardwoods, southern bookings approach- 
ing three times production the week ended Aug. 27. With 
the improvement in demand, many mills are withdrawing 
price lists and asking advances, being in position to demand 
these because of extremely low stocks at producing points. 


Domestic furniture, automobile and flooring factories arej 


all buying more, while there has been a pick-up in retail 
yard and millwork business. Foreign buyers are seeking 
to place forward business at present prices, but the mills 
are asking more. Mills are disinclined to increase output, 
southern being only 13 percent capacity. 


Cypress and Redwood Inquiry Reported Improved 


Reports from California redwood distributors in the 
middle West are somewhat more cheerful. Orders have 
gained, and there is a tendency to advance prices on scarce 
items, there having been a mark-up on some kinds of sid- 
ing. Shortages are understandable, in view of the fact 
that, in the first seven months of the year, bookings 
amounted to 94,585,000 feet, against a production of only 
71,968,000 feet. 


Tidewater red cypress mills have noted an improvement 


in the inquiry. The larger plants are standing very firm 


on prices, and smaller plants have probably been doing a 


larger proportionate volume. Yard business so far has not 
been as good as industrial, though it is picking up. 
large railroad schedules are about to be placed. 


Carolina Pine and Roofers Moving a Little Better 


North Carolina pine producers are a great deal encourf 
Yard stocks, es 
Wholesalers ard 


aged about developments in the market. 
pecially roofers, have been in larger call. 
so confident in regard to the sales outlook that they have 


bought some large blocks of stocks, and the mills are bey 


coming more reluctant to sell ahead. The stocks of large 
mills are low, and those of smaller mills practically ex 
hausted, so that scarcer sizes now in demand are stiffen 
ing in price. 
definite advance, but it is believed all tendency to weak 


ness has disappeared and early mark-ups may be expected 


The latest reports received from Georgia roofer produc 


ing territory indicate some gain in the movement, but tha 


it has not been accompanied by any such advance in pric 
as would encourage an expansion in production, most mill 
operating on very short schedules. 
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Except on roofers, there has been no ver) 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


cent East and west side mills have reported the following average f. 0. b. 


N Orl I mill sales prices on southern pine to the Southern Pine Lumber Ex- 
change, New Orleans, La., 


for sales made in the period Aug. 15-20, but, where prices for this period were not available, prices for the month 



































e re- to date have been inserted and distinguished by asterisk: 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
and Flooring, Standard Partition, Standard Rough Finish, 10-20’ No. 2 Shiplap and No. 1 Shortleaf No. 1 Longleaf 
Lengths Lengths B&better— Boards, Std. Lgth. Dimension Dimension 
1x3” rift— % x4”— Inch thick— Shortleaf— 2x4”— 2.44” 
B&better B&better.. 19.24 *20.36] 4” ...... tS es |. aera 10.62 9.80)12 & 14’.. 12.32 11.16)12 & 14’.. 12.21 12.44 
g, 27 Shortleaf. . 33.48 35.75|Drep Siding, Standard| °” ------ 17.03 ....{|1x10" .... 10.43 10.17|16’ .....-- 12.87 13.96]16’ ....... 13.11 13.75 
} Longleaf.. 36.25 41.25 Lengths, 1x6” 8" eee ee 22.57. |Longleaf— 2x6” 2x6” 
head i Sem No. 117— , tee 24.50 1x8” 12.04 12.59|12, & 14’.. 10.42 11.42/12 & 14’.. 10.65 11.00 
ct of Shortleaf.. 27.75 $38.75 B&better.. 16.90 18.00|\-..,.°¢¢° ; cove uae **** 1259 12:74 16 weveeee 10.93 11.15 gree 11.46 11.60 
Cem@I@GS.. sce 34.75 No. 1 .... 15.86 16.45 5&6/4 thick— 2x8 2x8 
irked No. 3 .... +--+ *18.96 |p ceecs messes | er8” «> go gg 374? | No: 3 Boards, 1x12" |12 & 14’.. 11.12 12.00/12, & 14’.. 11.54 11.71 
y on 1x3” flat B&better.. 17.62 18.28|'2 °****- *52.63 .| Standard Length |i6’ ......: 11.64 11.91|16’ ....... 12:94 12.73 
y — |No. 1 .... 16.66 17.00] Casing & Base 10-20’ Shortleaf.. 12.52 11.11 |2x10” 2x10” 
- has B&better.. 18.07 19.68 Plaster Lath —iiiateen Longleaf.. 16.04 19.81/12 ....... 14.64 14.10/12" ....... 15.81 14.86 
ship- No.2 1111 12°72 11540 |%*1%". _|ixd & 6”. 28.41 *24.00| Car Siding, Lining [ig 1111111 13559 i622|16 110011! 1734 1418 
sup- Ix4” rift— - : ee 2-33 : 4 Casing, Base & Jamb ané Reefing 2x12” 2x12” 
have B&better curt ; 10-20’ B&better 12 & 14’.. 18.12 18.33]12 & 14’.. 18.56 18.87 
‘ Shortleaf.. 33.26 34.26 wetness Dem, = wadetter. ay le Ey ed le 18.08 19.00/16’ ....... 26.15 21.00 
AV be 7 rles 27 OF ” ° 5.00 
aver Longleaf.. .... 37.25 )Benetter 1x8” ..... 29.96 *27.00l1x6" 87... 13.75 No. 2 Shortleaf No. 2 Longleaf 
ition, No. 1— arn Inch thick— 1x5&10" . 31.25... |1x6" 12814" 18.58 Dimension Dimension 
ooks — O. SP Lead oe 9.34 20.66] No.1 Fencing and |1x6” 18’... 30.80 1... /2x4" 2x4” 
KS, 0. 2 cae aaa. ae . 1.25 22.78 Boards, 10-20’ i. to. 18, & 14’.. 10.18 10.74]12 & 14’. 17% 11.70 
txt” flat 10” cf 2 gH 1x4” Briterr 14.60 15.86 ixé” 1... 15.00 bees At ecccee 10.85 Li.87 alt eovcece 11.39 12.75 
a ; die 0.08 «V0.0 re i x » P . seer 
js B&better.. 17.12 16.11 sed thik 0.58 S6.58lecs °**** i273 1786 decieeia ai 12, & 14’.. 8.98 9.73/12, & 14".. 9.43 10.81 
q " aT 0.64 .< -_- ” 9F4i  -‘SsmbpeCre, BO Ge éiéij$#[1D .ccccce Bosh AGYUQOLL9D wceccce e ° 
Me. 2 :... 1038 12.6814, 6& ©... S000 ....lanie> °'°° acae as Under, No. 1 ” ” 
5&10" 29.90 98.97|1X12” «--- 26.84 32.31 - ° 2x8 2x8 
much Celling, Standard — 35.52 +4 f . , ngleaf— 12 & 1¢@.. 1647 9.45}12 & 14’ 10.07 10.88 
7 4 .— Lengths iia — om . weg ge * 8x8” & und. 14.18 12.76|16’ ....... 10.37 8.63)]16’ ....... 11.96 11.68 
oach- %x4"— ; Inch thick— ome OT dada 16.00... |3X10-10x10" 16.61 18.92 |2x10” 2x10” 
With ere. ole a3 "es * * gilbapesnates 19.31 = - . phe , Pada 3x12-12x12” 27.44 28.25112 & 14’ 11.37 10.75112 & 14’.. 14.05 11.43 
: eee ) 6.5%  _— eins 19.67 17.50 o. encing, and- | Shortleaf— Reina aatate ° SUP TED 6420020 14.18 16.00 
wing 5% x4” — Oe cauietie 19.25 *19.75 ard Lengths 8x8” & und. 13.65 13.39 | 2x12” 2x12” 
mand anger. 14.95 15.28 10" patina 20.53 *24.88 1x4” reese 9.06 8.93 |} 3x10-10x10”" 16.19 14.75]12 & 14’ 11.13 °11.29]12 & 14’ 13.30 18.00 
‘st me SE cose ERs BESS havens 33.00 *37.88/1x6” & C.M. 9.50 9.66 |8x12-12x12” 19.01 *16.31 ne ae 13.75 11.03 animale 16.38 20.00 
oints. 
‘S areg 
retail ,,RED CEDAR SHINGLES DOUGLAS FIR WESTERN PINES 
: eattle, ash., ug. are . i 
eking prices firect to the trade | on fon tr or oont [Special Telegram to AMERICAN LUMBERMAN] oe — to ee" h scanty ‘. 
“11. carloa ots = mill, all prices being re. > — i ‘ Portland, Ore., Aug. 31.—Following f. o. b. 
mills based on four bundles to the square, and - ae ae ~ 5 ye se bar hy tay mill prices on actual sales were reported to 
tm shingles mixed with fir lumber being 10 cents “s the Western Pine Association by members 
utpu ‘ h direct only, straight and mixed cars, reported P : - . 
igher than these prices: by West Coast mills to the Davis Statistical | @Uring the period Aug. 23-29, inclusive. Aver- 
‘New Grades, Per Square Bureau, were as follows: . F ages include both direct and wholesale sales, 
Washington- British P and are based on specified items only. Quo- 
d Royals, 24”— Oregon Columbia Vertical Grain Flooring tations follow: 
C SS re $1.90@2.25  $2.22@2.99 B&B&btr C D Ponderosa Pine 
| OF ein mi wacarna 1.70 ge er re $21.50 $16.25 soa 5/4x8” 6/4x8” 
n the perfections, 18”, 5/2%"— Bé&btr c D SeLect, S2 or 4S— 1x8” &wdr.  &wadr. 
have ss. 1.90@2.10 OT ss cinats tinh detente 22.50 sees soul C Select RL...... $30.70 $38.76 $32.42 
scarce Ne eee 1.30 PGE” st uweeetconenwa 26.00 whee iaieds s D Select RL...... 24.53 30.08 26.36 
scared ge Fiat Grain Flooring jen uel Bee 
oT Sid- ee 1.65@1.85 1.65 SOE cn cnenceveveseces 13.50 10.50 | ROAR Rpm egemem ben epaie St: 23.82 17.97 
e fact No. 2 (12” clear).. 1.25@1.40 1.25@1.35 | 1X6" ....---seeeeeeeee 15.50 = 13.00 Commons, S2 or 4S— No. 2 No. 8 
inal Ce as enteseaans 1.00@1.25 1.00@1.25 Mixed Grain Flooring 1x8” RL... cee eee eres eeees $15.94 10.25 
oe 1x4” 10.50 ale ARR alee 21.56 10.97 
f only NORTH C ey BECP AER EH SEIT ees ' = , ee: 4 2 Sire $6.73 
’ Cetling Idaho White Pine 5&6 /4x8” 
' AROLINA PINE gl SR ty er 12.50 10.50 — SELEcT, S2 or 4S— 1x8” & wdr. 
ement® P Following are typical average f. o. b. Nor- SO 86042040 Raa eae 15.25 13.50 wens 4 pee ae SNE es erer eee yt bane 
; te) prices received during the period Aug. ” W1OCE FELs. oc ccccccccccccs ; ee 
y firm 15 to 27, inclusive, as reported by the North 106 Seep nag om 12.75 10.00 Commons, 82 or 4S— No.1 No. 2 No. 3 
oing am Carolina Pine Association: | Bropbleitceritds ion 7 7. ‘ —- Sager $27.95 $23.87 $13.77 
; SEF invacraiannuaeaben 17.00 16.50 sie 1x12” RE 54°92 33:99 18:69 
s notl, Rough: x12” RL......... 64.92 x: 68 
“C j Edge 4/4— Finish, Kiln Dried and Surfaced = eS. Ue eer ees $9.32 
Some B&b OS eee 2 1x6” ixe* 0s «- 45:19” Sugar Pine 
. or ltbdbdngeibdaphereniehi-pemtaaace wee ee | BAbetter ............ $29.75 $29.75 $33.75 1x8” = 5 /4x8" 6 /4x8" 
TTT Te TCE Te TTT TTT Ee 18.00 
‘ = ee ""bipetoceindiae. 13.10 SeLecT, S2 or 4S— &wdr. & war. & war. 
he iepterahbatetteedapaets stb SIE 10.80 Common Boards and Shiplap B&better RL...... $74.20 $69.81 $72.00 
ter Mm PUR NO. Gecccecesveccvesccceces No. a No 9 1x6” 1x8” 1x10” 1x12” C Select RL...... 66.50 56.84 52.50 
: B&better No.1 box box | No.1 -------. $10.25 $10.00 $13.75 $13.00 D Select RL...... 45.00 41.00 ‘ees 
ncouril 1x 4” ........ $22.20 — 7 er ft Deepen 7.00 7.75 7.50 7.75 | SHop, S28S— No. 1 No. 2 No. 3 
| ot Sedete 23°70 = Nis ASee TT URW eccakons 5.75 5.00 5.00 Bes eee $34.32 $25.23 eh 
ks, esi 1x 67 etn 24.35 $20.00 $14.50 $11.60 Dimension SE teehee ret! oes 
ers arta 1x Dccueeens 35.30 20.60 15.40 12.05 mio , , ’ , ae Larch—Douglas Fir 
vy haveme 1x10” Saag 24.50 16.00 12.55 4” 9183 0 $1050 $11.50 $125 0 a No. 1 Dimension, 2x4”, 16’............6. $10.25 
: i "ee 38.80 31.75 19.05 13.00 ~ aera 4 ( 4 9 No. 1 Di 2x6&8", 16’.......... 9.80 
bel : 31.7 9.05 3. es cus 10.00 10.00 10.75 11.50 11.25 $12.75 o. imension, 2x » 16) eee 9. 
ire Dey ee B&better— 7 dpa 10.25 10.25 10.50 11.50 11.25 13.50 No. 3 Common, $2 or 4S, 1x8” ca on ee 
large’ Bev Oe $27.80 | 10” |... 11.25 10.75 11.75 12.25 11.75 13.00 Vert. gr. flooring, C&better, 4” RL...... 24.75 
tly oa ’ 4 ane Sane e A ema mee alae Bate ye eae PA 11.00 ste 13.76 11,26 ae 
Ae . 2x4”, 8’ 10.50: 10’ .25: 2x6” , : 
2 _ BPE aetetnusepnbapengccs a ee ee ina, 
stiffen: Bark Strips— : Random— 2x4” 2x6” 2x8” 2x10" 2x12” WEST COAST LOGS 
oO veri NOE CFO vieiicasuncwerdsaestenbans $18.35 “SS aa $7. 00 $7.25 - 50 $7. 25 ™ 00 [Special telegram to AMERICAN LuMBERMAN] 
eakil DE. WaRhc essen tenedeenteewvasdienedeeee 9.25 | No. 3..... 2.50 3.50 Pertiand, Ore., Aug. 81.—Log market quo- 
Weak Dressed: 214” 3” & No. 1 Common Rough &/or ‘Surfaced Timbers tations: 
pected 4 aeerine- i Wide Wider | 3x3 to 4x12” to 20’..........cseeceeess $10.7 Fir, yellow: Ungraded, $10@12 
better 8" «2. eee eeeeees $23.15 $22.15 | 5x5 to 12x12” to 40’... ... cece cece eee ee 10.78 Fir, red: Ungraded, se@e Fe: small, $6.50. 
produc No. 1 common }}”.........- 20.00 20.25 Hemlock. Ungraded, $5.50@6. 
hat 0, 2 COMMON. FE * & x:s.v oeee0- 14.80 14.95 Fir Lath Red Cedar: Me id on gratity, $8@10. 
ut tha Bé&better back a? pactition Peta 19.45 an: B Ree eae ve as Ctoawesaws $2.50 Spruce: No. 1, $17; No. 2, $12; ; oe 
* af a WOE CUTINS GrOGNOG ..cckresevceres 11.25 SOE rae’ 
: ae is give. 2 Seattle, am, Set prions of logs: . 
st mills ers: ressed Fir: No. 1, $14@16; No. 2, @12; No. 3, 
| DE ss tic kbnndeaae ebanedcenemaennena $15.20 $7@8. 
=z. Ee Ra pene ey ye 15.55 You Can Sell IT or Buy IT Cedar: Shingle logs, $10@11; lumber logs, 
SPR POET eT Ce CO eT eer rr 5.6 ; @ 
__ aieeaerera giberyimcteeeen bart 19:90 Thru a Classified Ad. * tomi 





Hemlock: No. 2, $8; No. 3, $7.50. 









































66 
WESTERN RED CEDAR 


Seattle, Wash., Aug. 29.—Prices for red 
cedar siding in mixed cars, new bundling, 8 


to 18 foot, f. o. b. mill, are: 
Beveled Siding, %2-inch 
Clear o4e om 
ee RCC e rr $20.00 $16.00 $15.00 
Bonne scoscececvcee Bee 18.00 15.00 
Se -sackere renee 22.00 19.00 15.00 
Clear Bungalow Siding 
% inch % inch 
DO.  ctcetnbueteneee ene ame $34.00 $25.00 
DE c6sseveserteorkeeevens 43.00 36.00 
SEE, wsereeetoevinsvennnes 55.00 ines 
Finish, B&better S$2S or S48 
or Rough 
DO” 26 cenbae cad eewnseeaedeeeeen sees $45.00 
DE” cickerceeeeeseeenessneederenates 55.00 
Ss DED senctvoveteeaeneeeeeeere sed 70.00 
DE ccseeenerbe tebwkeeakeabaeneneaee 100.00 
PE ceccdcedseberndesacceraneeeres 105.00 
Ceiling or Flooring 
SES ct kbs 6 0c eeedenesnsessenenee es $ 30.00 
Discount on Moldings 
Made from 1x4” and under.........eee0- 64% 
Made from other SiZe€S.......--cesesccves 54% 
Additional discount for 10,000 feet or 
Se OP GOR ck cccccsassaneebeansesddads 5% 
Clear Lattice 5/16” 4 to 16’ 
100 Ne * 
DUN. sitet ededoesdessebiesseecenneesaees 
DER 60606000 6860s. 650 CSR ESCTECESOROE OCS -33 
BAR” c60S660b 66 0S4OePERCKETEREHOROTESEHS .36 





WEST COAST SPRUCE 


[Special telegram to American LumBenMany 


Portland, Ore., Aug. 31.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 
SS ON $39.00 4/4 vseeeenes $15.00 
10" eee 18.00 
ixt—10 - $3.00 | Geran. 20.00 
Bevel siding— Bre seveceves 22.00 
BUD: icc uvakwne 27.00 
NS aces $16.00 SO: saauiaden 29.00 
%x6”, Flatgr. 17.00 Lath .......... 3.00 


%x6”,Vert.gr. 22.00 Green box.9.50@11.50 





AMERICAN LUMBERMAN 


OAK FLOORING 


Following are carlot quotations, Memphis 
basis, on oak flooring: 


1$x2%” 38x14” %x2” %x1h%” 

Clr. qtd. wht....$72.00 $60.00 $55.00 $42.00 
Clr. qtd. red.... 60.0 50.00 47.00 42.00 
Sel. qtd. wht.... 42.00 40.00 35.00 30.00 
Sel. qtd. red.. 40.00 35.00 35.00 32.00 
Clr. pln. wht 41.00 40.00 38.00 32.00 
Clr. pln. red. 39.00 40.00 35.00 32.00 
Sel. pln. wht 35.00 28.00 33.00 24.00 
Sel. pln. red.... 35.00 30.00 32.00 26.00 
No. 1 com. wht. 28.00 22.00 18.00 18.00 
No. 1 com. red.. 28.00 22.00 16.00 18.00 
No. 2 com...... 12.00 10.00 10.00 10.00 
x2” %x1%” fex2” 

Ce ee, WE, a cae teces $60.00 $60.00 $75.00 
Co, Gs Bess ccceesewe 55.00 55.00 65.00 
7 ey eee 45.00 45.00 50.00 
ee, Gs. SOc cccwseseses 45.00 45.00 50.00 
oo Se eee 42.00 42.00 48.00 
oo ee ee 40.00 40.00 45.00 
Pe, Se SBkéeceewewns 37.00 35.00 39.00 
ee ee 35.00 35.00 36.00 
Ses. 2 Gees, Wacessases 23.00 20.00 20.00 
a 2 Oe. Pave vemawan 23.00 20.00 20.00 
ek ee 6 65 8 noes couse 12.00 12.00 10.00 


New York delivered prices may be obtained 
by adding to the above: For }#-inch stock, 
$9; for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above; For }-inch stock, 
$6; for %-inch, $3; for %-inch $3.50. 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 








FAS No. 1 & sel. 

DT. steed cecedtadh eae ane $100.00 $ 70.00 
BN 6 cits sista eae bio aaea 105.00 75.00 
rer rs 105.00 75.00 
Se uscesddaevenssesevaend 105.00 75.00 
Se sdehenaasanccbersaane 130.00 100.00 
De: séneiesteesewinwenses 140.00 110.00 
Michigan and Wisconsin flooring mills 


quote as follows on northern hard maple 

flooring, f. o. b. cars Cadillac, Mich., basis: 
First Second Third 

Dk”. ¢redavanameaen $45.00 $32.00 $21.00 























Jacksonville, Fla., Aug. 29.—Following 


Grades : 
SN, gc gc cuees eb eeenereveteresessebes ae 
Dt wsnrdéseketaseee Fess Cekenenboewaes 68.25 
RRO Ter TUT Cee ee 54.50 
PS BGM. ce ceteecceaserseeessesenes 36.50 
i gee SOOKERERED MOT S+ORSO REECE 26.25 
PP o<cnhGrcreweksesanneeneaewed 28.25 
Ce TEGGSS co ccvecoertcvecesersaeseves 79.50 
er a oad ee a ee aie idk ee aC ae iret aed 69.50 
Gabetier dn aii hn oe ee ie has 58.50 

ee SE tk 6senkeveonedaeees 49.50 
oe hE ee eee 39.25 
a ee 53.50 


TIDEWATER RED CYPRESS 


is a list of new wholesale prices on tidewater 
red cypress, random widths and lengths revised as of July 19, f. 0. b. Chicago: 





14%” 1%” 9° 2%” 3° 4” 

- eee $109.75 $118.25 $142.25 $142.25 $149.25 
73.25 83.50 93.50 123.50 123.50 128.50 
59.50 62.50 69.50 91.50 91.50 99.50 
49.50 58.50 61.50 80.25 80.25 88.25 
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CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
C. West, statistician, of the Board of 
Trade, for the four weeks Aug. 1 to 27, in. 
clusive, and for the year to date, Jan. ‘1 to 
Aug. 27, 1932, with comparative Saures for 
the corresponding periods of 1931 














Receipts 

Ship- Above 
Lumber— Receipts ments Shipments 
Aug. 1 to } 1932 44,222 17,225 26,997 
Aug. 27 1931 100,324 37,326 62,998 
Inc. or dec.... -——56,102 -—20,101 §—36,001 
Jan. 1 to) 1932 475,506 186,526 288,980 
Aug. 27 Jj 1931 909,424 377,589 531,835 
Inc. or dec.... —433,918 —191,063 §—242,855 
Shipments 

Ship- Above 

Shingles— Receipts ments Receipts 
Aug. 1 to) 1932 9,328 13,122 3,794 
Aug. 27 § 1931 13,077 16,964 3,887 
Ine. or dec.. —3,749 —3,842 § +93 
Jan. 1 to i 1932 64,624 85,768 21,144 
Aug. 27 1931 128,269 147,086 18,817 
Ine. or dec... —63,645 —61,318 §—2,327 


§Last figure in each group gives difference 
between 1932 and 1931 net receipts. 





Hymeneal 


RUSSELL-TIEDEBOHL. On Saturday, Aug. 
20, occurred the wedding of Chester A. Rus- 
sell, jr., professor in the University of New 
Mexico, and Miss Theodora Tiedebohl, only 
daughter of Mr. and Mrs. T. C. Tiedebohl, at 
the Tiedebohl country home, Rhobodoe Farms, 
near Coloma, Mich., Rev. W. E. Goeltz, pas- 
tor of the Congregational church, officiating. 
Mr. Tiedebohl, the bride’s father, is president 
- the Michigan Shore Lumber Co., of South 

aven. 





Install New Veneer Dryer 


McComs, Miss., Aug. 30.—T. W. Rhymes, 
president of McComb Box Co., reports the in- 
stallation, at his modern plant in Fernwood, 
Miss., of a new Moore veneer dryer. The 
McComb company manufactures rotary-cut gum 
veneer. This new dryer, Mr. Rhymes says, is 
of a higher powered type than is usually built, 
in that two large suction fans are used instead 
of the customary one, and, in the return tun- 
nel, two re-circulating fans are also used. It 
is claimed that this additional equipment pro- 
duces a much faster and more uniform air 
circulation. The heating system also is spe- 
cially designed for this particular installation, 
and is said to be more efficient than the ordi- 
nary kind. The new dryer, which handles 
the entire output of the plant, was designed 


by engineers of the Jacksonville (Fla.) plant 


of the Moore Dry Kiln Co 





















































SALES PRICES OF SOUTHERN HARDWOODS 


Following were average sales prices received for southern hardwoods during the week ended Aug. 23, Chicago basis: 
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GEORGE W. ALLPORT, 649 West 67th 
Street Terrace, Kansas City, Mo., died at Re- 
search Hospital at 1:25 m. on Aug. 22. 
Death was due to cerebral hemorrhage. He 
had suffered from headaches for a number 
of weeks, and he and Mrs. Allport were to 
have left for a trip to the Ozarks on Satur- 
day. That morning he became seriously ill, 
and was taken to the hospital. 

Mr. Allport was born in Oswego County, 
New York, Oct. 16, 1876. He married Mabel 
Parmelee, Dec. 25, 1899. 

He is survived by his widow and two 
daughters, Virginia Burton and Fern Louise, 


all of the home; two sisters, Mrs. R. a 
Avent, Los Angeles, Calif., and Mrs. C. E. 
Everingham, Toledo, Ohio, and a brother, 


E. E. Allport, Oswego, N. Y. 

Mr. Allport had spent more than twenty- 
five years in the hardwood lumber business. 
He was employed by the Ozark Cooperage & 
Lumber Co., of St. Louis, for a number of 
years. In 1909 he went to Arkansas and en- 
gaged in the hardwood lumber manufactur- 
ing business. In 1919 the Jefferson Hardwood 
Lumber Co., of Pine Bluff, Ark., was organ- 
ized, and Mr. Allport was one of the owners. 
When it had cut out its timber, Mr. Allport 
went with the Long-Bell Lumber Co., April 1, 
1922, as hardwood supervisor, stationed at 
Pine Bluff, Ark. In August, 1926, he was 
transferred to the main office in Kansas City 
as manager of the hardwood department, his 
duties being divided between giving atten- 
tion to the hardwocd manufacturing features 


of the Long-Bell hardwood mills, together 
with hardwood flooring factories, and the 
sale of hardwoods and hardwood flooring. 


Mr. Allport was very active in the hardwood 
lumber and flooring industry, and was an 
acknowledged leader in that field. 

In 1926 he was elected president of the Oak 
Flooring Manufacturers’ Association of the 
United States. A short time previous to that 
he was chosen a director of the Hardwood 
Manufacturers’ Institute and since had served 
continuously on that board. He had served 
as a director of the National Hardwood Lum- 
ber Association. 

He was active in church work, being a 
deacon and chairman of finance of the 
Calvary Baptist Church, of Kansas City. 

Funeral was on Aug. 24 from the Stine and 
McClure Chapel, Kansas City. 


HENRY STEPHENS III, prominent in the 
lumber and banking business of Detroit, 
Mich., died Saturday, Aug. 20, at his mother’s 
summer residence in Prides Crossing, on the 
north shore, near Boston, Mass. He was 48 
years of age, and made his home at Grosse 
Point Farms, near Detroit. Born in Detroit, 
he was graduated from Harvard College with 
the Class of 1905. He studied at the Univer- 
Sity of Heidelberg and later entered the 
Stephens Lumber Co., one of the large white 
Pine lumber concerns of the West, founded 
by his father. He spent much time in travel- 
ing in South America and Mexico, and had 
written several books on his travels through 
the Andes mountains and on the Paraguay 
River in South America. He is survived by 
his widow, three sons—Henry, John and 
Eugene, and one daughter, Jaqueline. Fu- 
neral services and interment were in Detroit. 


JOHN W. OLMSTEAD, known to his inti- 
mates as “Jack” Olmstead, and for many 
years, prior to his retirement five years ago, 
a popular lumber salesman in the New Eng- 
land field, died in August in his 62nd year. 
He was born and had always made his home 
in the Dorchester district of Boston, Mass. 
He was fond of outdoor sports and, as a mem- 
ber of the Boston Yacht Club, had sailed 
many races and also won honors in many 
ice skating events in New England and 
Canada. His wife died in 1927. 


E. W. GODWIN, president of E. W. Godwin 
& Sons, of Wilmington, who had 
been in declining health for a period of three 
years and several weeks ago had suffered a 
Severe heart attack while vacationing in 
Maine, died of cerebral hemorrhage on Aug. 
21, at an age of 58. He was a native of 
Georgetown, Del., and entered the lumber 
business twenty-five years ago at Point Cas- 
well, N. C., nine years later moved to Lane’s 
Ferry to establish a lumber business there, 
remaining three years. He then came to 
Wilmington to start the Corbett Package 
actory, but five years later sold out and 
established the present business. He was 
Widely known for his straightforward busi- 
ness dealings, was well informed and gave 
freely of his time to home builders, and was 
One of the principal factors in building up 
the settlement of Smith Creek. In recent 
years, his three sons have been closely associ- 
ated with him in the business, E. M. serying 





as vice president, W. C. as manager, and E, 
P. as secretary-treasurer, and they will con- 
tinue the business. His widow, Mary Emma 
Messick Godwin, two brothers and six grand- 
s0ns also survive him. Funeral services and 
interment will be at Georgetown, Del. 


W. H. VOSBURG, veteran retailer of Gil- 
man, Iowa, died Aug. 18 at the Deaconess 
Hospital in Marshalltown from an attack of 
appendicitis. He has operated a retail yard 
for thirty-seven years in Gilman; and dur- 
ing the later years his son, Glen, has been 
associated with him and will continue the 
business. During the ’80s Mr. Vosburg oper- 
ated a yard in Grand Forks, N. D. He became 
a member of the Northwestern Lumbermen’s 
Association in 1896 and attended all but 
two of the annual conventions held by that 
organization. He was likewise a member of 
the State association, and was serving his 
third term as president of his regional group. 
He was a high Mason; belonging to Com- 
mandery, Consistory and Shrine. He was also 
a member of the Elk Lodge, and has long 
been active in his various Lodge connections. 
Mr. Vosburg was born at Great Barrington, 
Mass., Sept. 30, 1855. His wife and a son 
and daughter survive him. The funeral was 
held from the home on Aug. 20. Hundreds 
of people attended, not only from Gilman but 
also from neighboring cities and towns; at- 
testing Mr. Vosburg’s prominence in business 
and in fraternal circles. 





WILLIAM H. MIDDENDORF, aged 80 years, 
native and lifelong resident of Quincy, IIL., 
died Aug. 20 in St. Mary’s Hospital. Two 
years ago he underwent an operation for 
appendicitis and recently a second operation 
Was necessary. Mr. Middendorf was born 
Sept. 20, 1851, and in 1884, in partnership 
with his brother, the late Theodore Midden- 
dorf, bought a lumber yard at Tenth street 
and Broadway, Quincy, whey they were lo- 
cated a quarter of a century before remov- 
ing to the present location, Seventeenth and 
Spring streets. A year ago, because of his 
failing health, he retired. In 1910 he was 
a member of a syndicate which established 
the Broadway Bank, of which he was first 
president. He served two terms as alderman, 
had been park commissioner and leader in 
other civic enterprises. Four years ago Mr. 
and Mrs. Middendorf celebrated their golden 
wedding anniversary. His widow; two daugh- 
ters—Mrs. Herman Rakers and Mrs. Joe 
Kuhlman—a_ son, William, and fourteen 
grandchildren survive. 


ALWYN MELVIN CULP, of W. S. & A. M. 
Culp, of Chestertown, Md., died at his home 
there after a protracted illness on Aug. 19. 
He was 62 years old and had figured promi- 
nently in the trade, having been a former 
president of the Tri-State Lumbermen’s As- 
sociation, which includes Delaware, the East- 
ern Shore of Maryland and several counties 
in Virginia. The firm is one of the most 
important in the business of the peninsula, 
with a high rating. The deceased is survived 
by his wife, a sister and a brother, the latter, 
William S. Culp, being engaged with him in 
business. 


DAVID O. SMITH died at Albion, Mich., 
recently at an age of 80. He was born in 
Memphis, Mich., was educated there and in 
Chicago, and ordained to the Congregational 
ministry, serving several years in Kansas and 
Nebraska. In 1899 he went to Bay City, Mich., 
and entered the employ of Smalley & Wood- 
worth, a concern which later became the 
Kneeland-Bigelow Co. He retired in 1922. 
His wife, Lilly Hart Smith, had died in 1910, 
and his only son, Clarence J., in 1926. Two 
daughters, Mrs. Sidney Crocker, Detroit, and 
Mrs. Clara Fall, Albion, survive. 





JOHN WILLIAM HENRY, a retired lumber- 
men, of Crawfordsville, Ind., died Aug. 24 at 
an age of 86. He was born near Parkersburg, 
and while a youth enlisted in the Union 
Army, serving seven months. After the War, 
he made his home in Jamestown, but went 
to Crawfordsville in 1886, and established a 
lumber yard and sawmill, which he operated 
for thirty-five years. He is survived by his 
widow, two children by his first marriage 
and two by his second, four grandchildren 
and two great-grandchildren. 


CHARLES O. WURZBERGER, founder of 
Cc. O. Wurzberger & Sons, millwork manu- 
facturers, Baltimore, died on Aug. 20 at his 
home, 1721 Wilmington Avenue, that city. 
The deceased, who was 71 years old, had 
lived in retirement of late. In addition to 
his activities as a millwork producer, he had 
long been known as a producer of gun stocks, 
He is survived by his widow, two sons and 
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three daughters. The sons, William and 
Oscar E. Wurzberger, were associated with 
him in business. 


WILL H. WILSON, of Ft. Worth, Tex., head 
of W. S. Wilson & Co., retailers, died Aug. 25 
of heart failure, at an age of 58. He had 
been engaged in the retail lumber business in 
Ft. Worth for twenty-five years. He was 
much interested in civic work, and had done 
a great deal for the Boy Scout organization. 
Surviving him are his widow; two daughters, 
Mary and Anita; two sons, Edward and Will, 
and a sister, all of Ft. Worth. The inter- 
ment was under Masonic auspices, 


WILLIAM SMITH, aged 55, who with his 
brother Robert operated the Smith Bros. re- 
tail lumber business at Gleason, Wis., 
dropped dead early Aug. 6 at Bayfield, Wis., 
while en route to Ontanogan, Mich., with his 
son Edward, on a camping and outing trip. 
Death was thought due to heart trouble, 
while Mr. Smith was in the act of starting 
a campfire. He is survived by his widow, 
two sons, Edward and Peter, and a recently 
adopted son, David, also his mother, Mrs. 
Peter Smith. 


M. T. DYKE, aged 74, one of the founders 
of the Dyke Bros. Lumber Co., Fort Smith, 
Ark., and active in the city’s business life for 
more than fifty years, died at his home here. 
He was born in 1859 at Aurora, Ind. His 
widow, Myrtle McCulla Parke Dyke, survives 
him. He is also survived by three sons, 
Nathaniel Jr., Frank W. and Martin T., a 
daughter, Miss Myrtle Parke Dyke, and a 
brother, Nathaniel Dyke, sr. 


WOODFORD B. FOWLKES, 62 years of 
age, president of the Fowlkes Tie Co., Louis- 
ville, Ky., large handlers of railroad ties, 
was killed near Detroit, Mich., Aug. 26, when 
a fast train on the Pere Marquette railroad 
struck his automobile at a grade crossing. 
Mr. Fowlkes is survived by his widow, a 
sister, Miss Mary L. Fowlkes, and a brother, 
Leddy Fowlkes, both of Owensboro. 


EDWARD H. BARKHORN, treasurer of the 
William H. Barkhorn Co., which conducts a 
millwork establishment at Newark, N. J., 
died Aug. 14 in the Presbyterian Hospital at 
Newark. He was forty-four years old and 
lived with his brother and sister-in-law, Mr. 
and Mrs. Leon J. Barkhorn, at 325 Turrell 
Avenue, South Orange, N. J. 


MICHAEL CONNEIGHTON, SR., a retired 
contractor of St. Bernard, a Cincinnati 
(Ohio) suburb, died recently at an age of 72. 
He was the father of E. T. Conneighton, vice 
president, and P. H. Conneighton, treasurer, 
of the Emerald Lumber Co. He had four 
other sons and a married daughter, all of 
St. Bernard. 


H. F. FAULL, age 48, western sales mana- 
ger and a director of the Hammond Lumber 
Co., San Francisco, died suddenly on Friday, 
Aug. 26. Mr. Faull had been on a camping 
expedition in the Yosemite and it is pre- 
sumed that the heart failure which caused 
his death was induced by the high altitude. 
His death occurred near Merced. Mr. Faull 
was well Known and liked throughout the 
western lumber trade, having been con- 
nected with the Hammond Lumber Co. for 
25 years. He is survived by his wife and a 
married daughter, the latter making her 
home in Yonkers, N. Y. 


LOUIS WERNER, aged 86, a pioneer lum- 
berman of St. Louis, Mo., died Aug. 19 at his 
home in that city. He had played a leading 
part in the southern pine industry in its early 
days, and was prominent in associational 
efforts. He was born in Budapest, Hungary, 
and came to the United States shortly after 
the Civil War. In 1897 he founded the Louis 
Werner Sawmill Co., in St. Louis. He retired 
from active business about ten years ago, 
but at the time of his decease was head of 
the Louis Werner Stave Co., of Shreveport, 
La. He was a director of the Mississippi 
Valley Trust Co. and of the Boatmen’s Na- 
tional Bank. He is survived by a son, Joseph 
L., of St. Louis. Following funeral services 
at St. Louis Cathedral, interment was at 
Cavalry Cemetery. 


MRS. L. M. BARGER, aged 86, mother of 
P. M. Barger, of the P. M. Barger Lumber Co., 
wholesale dealer in southern pine, at Moores- 
ville, N. C., passed away Aug, 28, and funeral 
services were on the following Monday. 


CLYDE C. BRONSON, one of the organizers 
of the West Coast Lumbermen’s Association, 
which he served as treasurer and chairman 
of the grading committee, died at his Seattle 
home Aug. 25. He headed the C. C. Bronson 
Lumber Co., a wholesale firm, founded in 


1922. He was born in Big Rapids, Mich., 64 
years ago. As a young man he went to 
Rhinelander, Wis., where, with a partner, 


J. C. Wixon, he operated a planing mill. 
About thirty years ago, having accumulated 
a modest fortune, he went West and bought 
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into the Day Lumber Co., at Big Lake, Wash. 
After the death of Mr. Day, he came to 
Seattle to found a company under his own 
name. He is survived by his widow, Kate, 
two daughters, and three sons. 





JAMES TEMPLETON ROBINSON, of Seat- 
tle, Wash., prominent in Pacific Northwest 
lumber activities, passed away at an age of 
76, on Aug. 27. He was president and gen- 
eral manager of the H. L. Bennett Box Fac- 


tory, and formerly was president of the 
Yakutat & Southern Railway in Alaska. 
Born in Connecticut, Mr. Robinson made 


Seattle his home for forty-four years. He is 
survived by three daughters. 





News Letters 


(Continued from Page 59) 

is $20.50@21; 18-foot, $24@25 for air dried 
stock; kiln dried stock, $2 additional. Drop 
siding, 1x6-inch, B&better, 10- to 20-foot, 
standard patterns, is $23@24. B&better 
finish, S4S, 1x4-inch, is $27; 6- and 8-inch, 
$28; 10-inch, $36; 12-inch, $47. All above 
prices are f. o. b. St. Louis. 

West Coast representatives state that sales 
have increased considerably, and that in- 
quiries are more plentiful than during any 
time this year. Prices, however, remain un- 
changed. 

Hardwood representatives report that sales 
are still very light, but that inquiries are 
more encouraging, and are largely confined 
to mixed cars for fill-in purposes. Oak floor- 
ing is now reported to be selling in better 











volume, and there is some tendency to 
strengthen prices on items where demand 
is running ahead of output, due to low 


schedules of operations. 


Shreveport, La. 


Southern Pine.—The market is on a 
slightly firmer basis than for months. In- 
ability to secure prompt shipment of mixed- 
car orders has caused buyers to place occa- 





sional orders for straight cars of common 
items. One concern reported that a yard 
buyer had placed orders for six straight 
cars, the first order of that sort the mill 


has seen for months. The mills are making 
no attempt to revise prices upward. Buyers 
are willing to take what the mills have on 
hand in shipping condition, instead of at- 
tempting to include items not in stock, which 
would have to be manufactured. The rise 
in the price of cotton and grain has greatly 
increased the buying power of the South. 


Kansas City, Mo. 


Lumber trade in the Southwest showed a 
considerably better sentiment within the last 
week. Optimism was reflected in all lines, 
and lumber demand and prices firmed up. 
Continued price advances in other lines were 
largely given credit for the upswing. The 
industry enjoyed perhaps the vest week in 
the last year. All sales managers reported 


more inquiries and more orders than for 
some time, and several reported slight re- 
visions upward in their price lists. All 


lumber was on a firm basis, and little price- 
cutting was in evidence. Production was in- 
creased slightly in some lines, but only in 
those in which orders were showing a sharply 
higher ratio, most companies apparently 
being determined to keep output down to the 
point at which a firm basis for prices would 
be provided. 

Retail—City yards were in the market as 
bare bins were filled, but rural yards con- 
tinued the best market, since the rise in 
farm commodity prices appeared in some sec- 
tions to have provided the farmer with more 
ready cash than his city cousin can raise. 
Repair work and modest building operations, 
largely residential, furnished the greater 
part of this demand. Line-yard companies 
participated in the market to a considerable 
extent, but it was said that no large-scale 
buying, such as that done by the Sutherland 
Lumber Co, recently, was being done. 

Industrial Demand did not improve so 
rapidly as might have been hoped, but it was 
reported these buyers are again in the mar- 
ket to some extent, and are making pur- 
chases largely in rather small lots. Railroad 
buying held at a slow pace, but some authori- 
ties said they expected to see a change even 
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here, as credit becomes easier and the roads 
prepare to make their fall repairs. 


Southern Pine moved well at steady prices, 
and orders were amply in excess of both 
production and shipments. 


Western Pine appeared to be emerging 
from the lethargy that has held it and an 
excess of orders over production was re- 
ported, a relationship unusual in summer 
months, 


Hardwood was not in demand, but remained 
at steady prices. 


Shingles, red cedar, moved in fair volume 
at the price advance posted about two weeks 
ago. Orders were not large, but buying 
yas a little better. Lath were steady, and 
demand was said to be a shade improved. 


Douglas Fir orders were in excess of pro- 
duction and a firm price basis appeared to 
have been provided. 


Cypress—Upper grades were not in demand, 
but lower grades moved in fair volume. 


Seattle, Wash. 


Rail.—One informant said: “Orders are 
few, so efforts to stiffen prices are not suc- 
cessful. Volume is unchanged since July 1.” 
Another commented: “Trade has not im- 
proved to any great extent. Prospects in 
the Dakotas, Nebraska and Ohio are excep- 
tional.”” Wholesalers report considerable in- 
quiry, but few orders. 


Intercoastal—Fir—On Sept. 1, small ad- 
vances in the prices for lumber shipped in- 
tercoastal will become effective here. A more 
healthy, but not much larger, demand has 
developed. Customers call for quick ship- 
ment. One large firm reported being sold out 
for September. The orders reveal that stocks 
in the East are low. Orders are firm, there 


being no transit business. The Conference 
is likely to set $10 as the rate again for 
October. No one here is sure of the rate. 


A Ford ship is declared to have been filled 
at $8. Boat space is plentiful. Lumber buy- 
ing is too heavy in 2-inch, 2 by 3-inch and 
short lumber, leaving mills with unbalanced 
stocks. There is little special cutting in the 
market, though prospects are improving. 


Southern California.—The representative of 
a Los Angeles firm said there is practically 
no demand. The rate continues to stick at 
$4, but many coastwise ships are tied up. 
Buying is reduced to stock items and no 
immediate improvement is foreseen. 


Intercoastal—Pine.—There is a_ heavier 
than usual movement of Idaho white pine, 
cut in western Washington, to the east coast. 
Two shippers here report placing orders for 
this wood recently. Edward S. Beal, sales 
manager Klement & Kennedy Mill, at Fort- 
son, said: “I estimate between 2,000,000 and 
5,000,000 feet has moved the last two months. 
The grades do not run heavy to D select 





and better, but very little No. 4 common 
grade is found. The lumber runs heavy to 
Nos. 1, 2 and 3 common. Idaho white pine 


can be purchased cheaper here, because the 
all-rail rate from Idaho to east coast, or rail 
from Idaho plus water shipment here, is more 
than the cost from Puget Sound ports, plus 
the short haul from the forests of western 


Washington. Our mill has shipped about 
1,000,000 feet of Idaho white pine the last 


few months.” 
Export.—Continued decline of the Japanese 


yen has affected purchases from Japan. For- 
merly the Japanese bought merchantable, 
but now inquire for lower grades. The 


Chinese have ample stocks, and are finding 
it difficult to finance reconstruction. Clear 
lumber is moving to the United Kingdom and 
Continent, but demand has eased off. Volume 
moving to Australia is larger, but British 
Columbia is getting all the orders. Political 
conditions in South America make a bad 
market for lumber. Rates to the Continent 
are held at $10 by the Conference lines, while 
non-Conference operators are accepting $9. 
Conference lines to United Kingdom hold at 
55 shillings, with non-Conference at 47% 
shillings. The Japanese rate has weakened. 
Lines that were holding at $3.50, now accept 
$3.25, with baby squares going at $3 instead 
of $3.25. 

Box Shook.—Export trade is very slow. 
Volume of shook moving is below normal. 
Price levels are considerably reduced below 
those of a year ago. Mills are running at 
slow bell. 
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Shingles.—This commodity is firming up, 
Mills on both sides of the line are oversold, 
and a scarcity of cedar logs on the American 
side is reported. A stock report of 93 per. 
cent of the industry, as represented in the 
Red Cedar Shingle Bureau, shows that stocks 
of shingles were reduced sixty cars in July, 


when normally there is an increase. Oj 
Aug. 15 the reduction amounted to 168% 
cars, leaving total stocks of 278 cars, the 


lowest figures recorded in the ten to fifteen 
years over which records have been kept, 
Last year at this time stocks totaled 659 
cars, and, in 1930, a year of small stocks, the 
total was 1,102 cars, 








Logs.—During July there was a decrease of 
16,515,000 feet in stocks of logs in Puget 
Sound, an inventory dated Aug. 1 reveals, 
The principal decrease was in fir. 

Prices are stronger, especially on cedar. 
Fir is being held at $8, $12 and $16 by large 
operators, but most sales are made at $7, $10 
and $14. Small logs sell from $7.50 to $13, 
Hemlock brings $7.50 to $8, with little or no 
distinction made between Nos. 2 and 3. One 
buyer stated cedar log stocks were all gone, 
and that British Columbia logs are coming 
in. Shingle cedar brings $10 and $11, with 
lumber cedar ranging from $16 to $20. 


Birmingham, Ala. 


Southern Pine.—Production has increased 
since Aug. 15, for a number of mills started 
up full time, while some others added to 
their schedules. The additional production 
has been absorbed, and mill stocks further 
reduced. Shed stock has been the leader in 
sales, for most yards increased their stocks 
of small-mill dimension while prices were 
lower. Mills have very low stocks of dressed 
lumber. Demand has been largely for siding 
and flooring, moldings casing and _ trim. 
Planing mills have been increasing their 
working time. 

Prices advanced all along the line, except 
on B&better flooring, flat and rift. Accumula- 
tion of these items has been heavy, and sales 
slow. No. 3 common swung upward as much 
as $1, and $6 for 1x6-inch S2S&CM proved 
too low. While a few mills continue to 
quote $4.50@5 on 1x3- and 1x4-inch No. 3 
flooring, the average is $1 better, with $9 
for 1x3-inch and $10 for 1x4-inch No. 2 flat 
grain flooring, and $15@17 for rift. No. 3 
drop siding remained about $5.50, mill, and 
$10 for No. 2, with $15@18 for No. 1, while 
B&better is $17@20. Both 1x3- and 1x4-inch 
No. 1 flooring, flat grain, is $15@20, and rift 
$28@35. No. 1 and C finish is a bit sluggish, 
with 1x5-and 1x8-inch selling best. Dimen- 
sion ranges from $7.50@10 for No. 2 common 
and better, and $12@15 for No. 1, with $2@5 
more for No. 1 longleaf. No. 2 shortleaf 
and longleaf are about the same. Demand 
for small timbers shows a steady increase, 
and prices are stronger, $14 for 6x8-inch and 
under being about market. Car decking is 
up $1, and asking price for framing is 
around $2 above July. 


Oak Flooring prices remain at about July 
15 level, for demand is poor. 


_—_—_———— 


Trouble and Litigation 


BUFFALO, N. Y., Aug. 30.—A judgment 
was recorded recently against the Frank T. 
Sullivan Lumber Co. for $36,330.68 in favor of 
the Marine Trust Co. Records also show a 
deed of the Frank T. Sullivan Lumber Co. 
et al by referee, of various properties valued 
at $25,000, to the Marine Trust Co. The 
lumber company was formerly engaged in 
the wholesale trade at 2626 Delaware Avenue. 


Track Scale Weights Required 


New Or-eans, La., Aug. 30.—Effective Sep- 
tember 1, all shipments of hardwood lumber 
destined for Pacific Coast points via the Inter- 
coastal Lines must be accompanied by track 
scale weights, lacking which weighing will be 
effected on the wharf, according to notice to the 
trade. The present practice of accepting “esti- 
mated” weights will be discontinued. The 
weighing rule already applies to other ports. 
While official comment is withheld, it is under- 
stood in trade circles that gum estimated at 
three pounds and oak at four pounds served as 
factors in the promulgation of the new rule. 
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| How to Figure Costs for Advertising 
In Classified Department 
Bine BED ciccccces Pe ll 
Two consecutive issues..........55 cents a line 
....75 cents a line 








Three consecutive issues...... 





Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 

Seven words of ordinary length make 
one line. 


Count in the signature. Heading 
counts as two lines. 


No display except the heading is 


permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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Employment 





BAND AND CIRCULAR FILER 


25 years’ experience, strictly sober, go anywhere. 
Address ‘‘N. 77,” care American Lumberman. 


SUPERINTENDENT WANTS POSITION 


Experienced from boiler room to office in novelties 
and furniture, chairs, case, billiard tables, refrig- 
erators, ete. Very active producer. 

A. F. OTTO, 2366 N. 9th St., Milwaukee, Wis 








EXPERIENCED LUMBERMAN 


45 years old; 30 years’ experience; sawmill, whole- 
sale, retail. 20 years operating own wholesale and 
retail yard business middle west. Can handle any 
job sawmill to retailer. Go anywhere; wide ac- 
quaintance retailers and consumers middle west. 
Salesman, sales manager or retail yard manager, 
preferred. 
Address “‘N. 78,"" care American Lumberman. 


EXCEPTIONAL RETAIL YARD MAN 
15 years’ experience in Retail Yard duties, capable 
yard, office and salesman. Can handle all yard 
details. Age 33. Willing to start any capacity to 
prove worth. 
Address “N. 83, care American Lumberman. 


STICKER-MAN—MOLDING MACHINE FOREMAN 
grind, set-up, A to Z. 
Address “N. 82,’’ care American Lumberman. 


ACCOUNTANT—FIRST CLASS 
12 yrs. experience in Mfg. Who. and Retail Lum- 
ber; conversant with all phases work—Sales, 
Credits, Collections, Estimates, Costs, etc. A-1 ref- 
erences; make bond. At present employed; open 
for immediate employment. 
Address “‘N. 65,"’ care American Lumberman. 














Salesmen 


COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops,—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED ears. 
Address “E 77,” 





eare American Lumberman. 





WANTED SALESMAN 


By Chicago wholesale sash and door house for 
southern Michigan territory. Give references, age 
and experience. 

Address “N. 74,"" care American Lumberman. 





EASTERN PENNSYLVANIA SALESMAN 


With established trade with retail yards in this 
section by wholesale lumber company. 
Address “N. 84"’, care American Lumberman. 





Employees 


WANTED—EXPERIENCED RETAIL YARD MAN 


To take part interest in established Lumber and 
Building Material Yard in one yard town, located 
in Central Southern Michigan. Some one experi- 
enced in selling and estimating jobs, both material 
and labor. 

Address ‘“‘N. 68,’" care American Lumberman. 








Employment 


FACTORY SUPERINTENDENT AVAILABLE 
Man who has been for past 16 years in charge of 
large factory doing extensive country and city busi- 
ness in stock and special millwork; is competent 
estimator and detailer. A-1 ref. as to character 
and ability. 

Address “‘N. 75,” 








care American Lumberman. 








MILLWORK ESTIMATOR—COST BOOK “A” 
15 years’ large buildings and fine 
homes Go any place. ESTI- 
MATOR, Road, Detroit, Mich. 


experience on 
Detroit reference. 
14220 Abington 








A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 








WANTED POSITION 


Hardwood inspector or yard foreman. Married, 
age 30. References. 
Address “N 66" care American Lumberman. 





BOOKKEEPER AND ASST. MANAGER 


Age 24. Born and raised in lumber industry. Last 
six years at wholesale and retail yard Fair knowl- 


edge of contracting, drafting and _ estimating. 
Also, thoroughly familiar with hardwoods, Go 
anywhere. Speak Norwegian. 


Address “N. 59,’’ care American Lumberman. 


WANTED MANAGEMENT OF A YARD 


Have been successful as to sales, credits and 
profits. Can furnish you with unquestionable 
references. 

Address “L. 79,” care American Lumberman. 








EXPERIENCED SALESMAN—YARD MANAGER 


12 years’ selling Building Materials to retail trade; 
managed branch yard. Open for position as sales- 
man or yard manager. 34 years, furnish Al ref. 
will prove worth. 

Address “M, 74,” care American Lumberman. 


WANTED BY EXPERIENCED MILL MANAGER 


Or superintendent a job either pine or hardwood. 
Address P. O. Box No. 48, Quentin, Miss. 








Lumber and Dimension 


WANTED—SHIPPING LUMBER 


“Here is your opportunity to secure new an Edger, 
Mill, Trimmer, Nigger, Steam Feed, etc. and pay 
for it with lumber. We manufacture everything 
for turning standing timber into money. 
HAMMOND MACHINERY BUILDERS 


(Formerly Hill-Curtis Co.) 
Kalamazoo, Mich. 








WANTED 


10/4 No. 2&Btr. Hard Maple 

5gx1%4 Basswood Lath 

1x3% to 5% No. 2 Com. Basswood 

4/4 No. 2&Btr. Maple Tie Sides 

4/4 No. 2&Btr Birch Tie Sides 

4/4 No, 2&Btr. Oak Tie Sides 

%x1%4 4’ Elm Lath 

1 car 4x4 8” or 9” Clear Maple 

Quote prices f. o. b. mill, also delivered Chicago. 
Address “‘N. 70,’’ care American Lumberman. 





Business Opportunities 


LUMBERMAN WISHES TO EXCHANGE 


Valuable hotel property in Washington with good 
prospects for interest in saw mill business on 
Pacific Coast. Pine preferred. 

P. O. Box 368 Centralia, Wash. 


Steel Rails 


WANTED-—S MILES RAILS 16-LB. TO 30-LB. 


With fish bars, spikes and switches. Advise con- 
dition and best price. 
Address “N 67,’ care American Lumberman. 


WANTED—STEEL RAILS 
1800 tons good steel rails either 25-lb. or 39-lb. 


for relaying. 
MIDWEST STEEL CORP., 
Box 1816 Charleston, W. Va. 


Second Hand Machinery 


WANTED—1 USED OR REBUILT VENEER 


Taping Machine, 1 used or rebuilt Veneer Jointer, 1 
used or rebuilt Power Screw Press size 5x10 pre- 
ferred, 1 used or rebuilt 20 spindle Dove Tailer, 1 
Jig Saw. State time in use, true condition and sub- 
mit detailed information with relation to each ma- 
chine. State how quickly available, quoting price 
delivered, Charleston, West Virginia. Submit cuts 
if available. Address MORGAN LUMBER & MFG 
CO., Box 424, Charleston, West Virginia. 























WANTED—USED STRIPPER CEMENT 


Block Machine. 
PLATNER LUMBER CO., Omaha, 


WANTED—YATES OR WOODS FAST FEED 


Round head planer and matcher with profile and 
six-inch band resaw cheap for cash, no junk wanted. 
Address BOX 651, Lynchburg, Va. 


FOR SALE | 
Retail Lumber Yards 


YARD ON MISSISSIPPI GULF COAST 


Located in small town, serves large territory. Up- 

to-date yard—siding and six room dwelling. Will 

sell for cash or suitable terms, $20,000 will handle. 
Address “M 83,’’ care American Lumberman., 


ONE OF THE BEST RETAIL LUMBER YARD 


Projects in central West Virginia. Has gone 
through the depression in good shape and now 
clear of debt. Business now commencing to pick 
up. Established trade in city of five thousand 
inhabitants and large territory to draw from. Only 
yard within six miles. Small investment required 
but must be cash. Might take other small busi- 
ness in exchange for part. 
Address ‘“‘M. 79,” care American Lumberman. 


Nebr. 























Lumber and Dimension 





FOR SALE—ONE SMALL CAR i1xl—54 & 60” 


Clear hard maple squares priced to move. Also 

equipped to ,,turn”’ above stock at actual cost. Can 

also furnish AD of KD dimension cut to order. 
Address ‘“‘N. 80,"" care American Lumberman. 


FOR SALE—KD HARD MAPLE HEEL STOCK 


Cut from 10/4” hard maple flitches to size—no 
planer. bg 
Address “‘N. 81," care American Lumberman. 


FOR SALE—CIRCASSIAN WALNUT LOGS 


JOHN L. ALCOCK & Co., 
Munsey Building, 
Baltimore, Md. 











FUEL WOOD WANTED 
Hardwood, carloads 1”x1”, 1”x2”, 1”x3”, 
Chicago Wood Products, Inc., 2525 W. 
Chicago, Ill, 


2’ bundled. 
22nd St., 








300 M FT. WHITE PINE 
126 M ft. Yellow Birch. 
265 M ft. Hemlock; 23 M ft. Norway Pine. 
ROBERT HUNTER, Newberry, Michigan. 
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FOR SALE 








FOR SALE 








FOR SALE 





Business Opportunities 





WANTED GOOD EXPERIENCED RETAIL 


Lumberman to take interest in good established 
lumber yard. 


Address “‘N. 76," care American Lumberman. 





WANTED—YOUNG MAN WELL EXPERIENCED 


In retail lumber office, must be able to invest 

$2,060.00 and furnish A-1 reference. A real propo- 

sition for the right man. Location, Florida 
Address “‘N. 79,"" care American Lumberman. 





Timber and Timber Lands 


FOR SALE BY OWNER: 15,000 ACRES 


Will cut about thirty million feet long leaf timber 
and around forty crops turpentine located South 
Alabama SOUTH ALABAMA LAND COMPANY, 
Mobile, Alabama, 








HIGH GRADE HARDWOOD TIMBER FOR SALE 


At a bargain. Located in Northern Michigan; 
convenient to railroad; good logging conditions. 
Tract contains 4,000,000 feet very high grade 
timber. Can be purchased now at a very low 
figure. Address DRAWER, 817 Houghton, Mich. 





WANTS SUPPLIED 


Large number of wants supplied each 
week through the classified section. 
We do it for others, why not for you? 
AMERICAN LUMBERMAN, 431 5S. 
Dearborn St., Chicago. 





1% MILLION FEET TIMBER 


Located on U. S. Highway and B. & O. R. R. in 
So. Indiana. 900M oak, balance other native woods. 
Estate desires to sell timber only. 

Address “‘N. 69,"" care American Lumberman. 


Second Hand Machinery 


FOR SALE COMPLETE SAW MILL 


Heavy Duty Allis Chalmers 6’ Band Mill complete 
with four block carriage steam nigger turner, etc. 
Live Rolls, Gang Edger, Slab Resaw, Filing Ma- 
chinery, etc. Can be taken down and shipped any- 
where. Has cut only few million feet. Good as 
new. For further particulars address W. W. Reil- 
ley and A. J. Elias, Receivers, Buffalo, N. Y. 











CONVERT WASTE LUMBER INTO PROFIT 


Build hog and brooder houses, trap nests, dry 
mash hoppers, etc., out of waste lumber on Ever- 
Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48-page booklet “You Can Make It For 
Profit.” Send 10c for your copy today—over 100 
plans of wooden articles. Porter-Cable-Hutchinson 
Corp., 1600 N. Salina St., Syracuse, N. 





WILL TRADE FOR LUMBER OR CASH 


Priced for quick sale—Smith Meyers & Schnier 8’ 
Band mill, left hand, full equipment, six good 
saws. One electric operated derrick, 6 guy wires, 
50 H. P. 70’ mast 60’ boom. Stencilling machine, 
1” letters. Address PERRINE-ARMSTRONG CO., 
Fort Wayne, Indiana. 





COMPLETE FILER & STOWELL SAWMILL 


Including Corliss and Twin Engines, Water tube 
boilers, Planing mill machinery, Logging and Elec- 
trical Equipment. All installed new in 1920, Priced 
for immediate sale complete or separate units. 

Address HILLYER EDWARDS FULLER, INC., 
Glenmora, Louisiana, 





FOR SALE 


Greenwald Engine 


H. P. . 
SAUNDERS, 28 So. 18th St., Phila., Pa, 


150 ° 
HARRY T. 





FOR SALE 
1—20x236 Right Hand Corliss Engine. 
1—22x30 Houston, Stanwood & Gamble Engine 
3 Left Hand Wickes Gang Saw. 
I1—No. 65 Covel Gang Saw Grinder. 
1—42 Ton Shay Locomotive. 
2—70 Ton Shay Locomotives, 
800 Ton good 60-lb. relaying rails with angle bars. 
FORT SMITH LUMBER CO., Plainview, Arkansas 





HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 








Locomotives and Cars 


BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience: is worth your attention. 
ZELNICKER, INC., St. Louis. 








Logging Ry. Equipment 





FOR SALE LOGGING RY. EQUIPMENT 


1—Six ton Vulcan Gas Loco, 36” gage. 

11—Log Cars. 

40—Tons 25 lb. rails with plates and spikes. 
Address “N. 52,” care American Lumberman, 





Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 

at attractive prices. Large stock of New and Re- 

built motors on hand at all times. Write for 

Stock List and Prices. Expert Repair Service. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 








Miscellaneous 





STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 


30 days, 
J. H. MINER, Meridian, Miss. 





FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 

STANDARD FENCE CO., Lufkin, Texas. 





YOUR HOUSE PLAN PROBLEMS SOLVED 


Individual Plan Service at Stock Plan prices. Full 
plans, details, specifications and material list. 
Write Ira S. Finley, 290 Garden Road, Columbus, 
Ohio. 


Miscellaneous 





LETTER FROM AN OLD FRIEND 


March 2nd, 1932. 

I went over to see my old friend “the 
fixer.”” He has had a good many years of 
going out and fixing up the misunderstand- 
ings of a large concern—and as a result of 
his many years’ experience and observation 
he has the happy faculty of making a keen 
analysis of various situations and arriving 
at sensible conclusions. 

Today I found him just as he had re- 
turned from one of these trips as an am- 


bassador, and I said to him, “Pete, my 
friend, what is going to become of this 
world?” 

“Well,” he said, “that is easy enough if 


you stop to think about it. 
United States is a great 
Uncle Sam is our father. He is now calling 
his children together and saying to them, 
‘My children you have been having a great 
and glorious time, but you have been spend- 
ing too much money. I allowed you to draw 
on our bank account and you have over- 
drawn it. You have been spending too much 
money for things that you didn’t need—too 
many frills and furbelows—and now you 
must cut down on your spending. You folks 
who have been working up in the offices and 
making believe that you had a big job, we 
are going to take your job away from you. 
You can’t have a nice automobile with a 
coat of arms on it and ride around and pre- 
tend to do a lot of work. My other chil- 
dren don't like it and they are fussing about 
it. And so you have got to go back into 
the fields and we will find a team and a 
plow for some of the older boys, and the 
younger boys can take a hoe—and you girls 
will have to go back to keeping house and 
taking care of the garden. You say there 
isn’t enough work to keep you all busy? 
Well, maybe we will only work five days a 
week and then we will all go fishing or have 
some picnics on the other days—but anyway 
you have got to quit spending this money— 
we must save something. I want you to 
save enough to pay back what you have 
taken out of the bank account. I am not 
going to forgive you for that—you must pay 
it back. If you don’t you won't be able to 
train the children that are coming along 
in George Washington's country.’ ”’ 

He talked along this line for quite a little 
while, and it seemed to me there was good 
sense to it. 

What do you think about it? 

Yours truly, 


You know the 
big family and 











HAVE YOU SOMETHING TO SELL. 


Advertise in the Wanted and For Sale de- 
partment when you wart to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Ill. 





SAWS less than z PRICE 


On Trial, must satisfy or to be returned. Up 
to 68” in cutoff, up to 66” inserted. Let us 


change your saws to SIMONDS inserted. 
Hold their teeth better, cut more lumber. 


J. H. MINER SAW MFG. CO., MERIDIAN, MISS. 








TAYLOR, 














The Knives and Cutters made by this company are the result 
of an experience spanning more than 60 years. 
{ High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 


STILES & COMPANY, :: RIEGELSVILLE, N. J. 
WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 
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Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
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BRUSHES—Paint, Varnish 
Wooster Brush Co. 
BUILDING PAPER 
Sisalkraft Co., The 

CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. C. 
FENCE AND FENCE POSTS 
American Steel & Wire Co. 
Continental Steel Corporation 
Pittsburgh Steel Co. 
FINISHED FLOORING 
Moratz, Paul O. 
GATES—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


GLASS 

Libby-Owens-Ford Glass Co. 
HARDWARE—Builders’ 
Frantz Mfg. Co. 
INSULATING BOARD 
Certain-teed Products Corp. 


General Insulating & 
Manufacturing Co. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 
Goodyear Tire & Rubber Co., 
The 


BELT LACINGS 
Flexible Steel Lacing Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Sewall, James W. 

Spain & Co., H. M. 


ASSOCIATIONS 

Arkansas Soft Pine Bureau 

Douglas Fir Plywood Mfrs. 

Oak Flooring Manufacturers’ 
Association of the U. 8. 


CREOSOTE O18, 
CREOSOTING, WOOD 
PRESERVATIVES, 
LUMBER PRESERVATIVES 


Ayer & Lord Tie Co. 
Curtin-Howe Corporation 
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BUILDERS’ SPECIALTIES, ETC. 


Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Company 


INSULATION LATH 


Certain-teed Products Corp. 
Stewart Inso Board Corp. 


LADDERS 
Babcock Co., W. W. 


LOG CABIN SIDING 
Hammond Lumber Co., Inc. 


METAL CORNERS 
Micklin Mfg. Co. 


METAL LATH 


Continental Steel Corporation 
Pittsburgh Steel Co. 


NAILS 


American Steel & Wire Co. 
Continental Steel Corporation 
Pittsburgh Steel Co. 


OVERHEAD GARAGE 
DOORS 


Frantz Mfg. Co. 
Majestic Company, The 


PAINT—Aluminum 


Aluminum Company of 
America 


PAINTS—ENAMELS 
VARNISHES 


Certain-teed Products Corp. 


PAINT AND VARNISH 
BRUSHES 
Wooster Brush Co, 


PLASTER BOARD 
Certain-teed Products Corp. 


PLYWOOD AND VENEERS 

American Plywood Corp. 

Collins Lbr. Co., John D. 

Douglas Fir Plywood Mfrs. 

Indiana Quartered Oak Co. 

Northwestern Cooperage & 
Lbr. Co., The 

Pacific Mutual Door Co. 

Red River Lbr. “o 

Sullivan Lumber Co. 


PORTABLE 
GRAIN BINS 


Illinois Wire & Manufactur- 


ing Co. 
Mattson Wire & Mfg. Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 
Pittsburgh Steel Co. 


REINFORCING RODS 
Pittsburgh Steel Co. 


ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 


Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


SNOW FENCE 
Illinois Wire & Manufactur- 


ing Co. 
Mattson Wire & Mfg. Co. 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE AND 
CABLE 


American Steel & Wire Co. 


ENGINES 


Allis-Chalmers Mfg. Co, 
Electric Wheel Co. 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, CARS, 
RAILS, ETO, 


Baldwin Locomotive Wks. 
Lima Loco. Works, Inc. 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 


GASOLINE, GREASES, 
LUBRICATING OILS 


Sinclair Refining Company 


FINANCIAL 

American Credit Indemnity 
Co, of New York 

Builders Commercial Agency 


Lumbermen’s Credit Associa- 
tion 


Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 


Benson 

Davenport Hotel Co. 
Fort Shelby 
Plankinton 

Sherman 


Caterpillar Tractor Co. 
Electric Wheel Co. 
Lindsey Wagon Co. 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 
Willamette-Ersted Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co, 


LUMBER TRUCKS 
Electric Wheel Co. 


LUBRICATING OILS, 
GREASES AND 
GASOLINE 


Sinclair Refining Company 


MECHANICAL RUBBER 
GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
he 


HOUSE PLAN SERVICE 
Drafting and Estimating 


Lumberman’s Drafting & 
Listing Service 


INSURANCE 


Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty Co. 


Rankin-Benedict Underwrit- 
ing Co. 


LICENSE TO BUILD 
LAKE COTTAGES, HOMES, 
SERVICE STATIONS, ETC. 


Bellefontaine Lumber Co., 
The 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 

Ford Motor Co. 

General Motors Truck Co, 

Goodyear Tire & Rubber Co., 
The 


SAWMILL MACHINERY 


Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 
Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES. TOOLS 


Miner Saw Mfg. Co., J. H. 
Taylor, Stiles & Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 
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SOUND-DEADENING 

MATERIAL 

General Insulating & 
Manufacturing Co. 

Insulte Co., The 

Stewart Inso Board Corp. 

Wood Conversion Company 


STAINED SHINGLES 
Blanchard Lumber Co. 
Starks Stained Shingle Co. 


STEEL SASH, 
COAL CHUTES 
Majestic Company, The 


WALL BOARD 

Blanchard Lumber Co. 
Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co. 


WINDOW SCREENS & 
DOOR METAL CORNERS 
Micklin Mfg. Co. 


WOOD FILLER 
Parker & Sons Co., Ira 


TRACTORS 
Caterpillar Tractor Co. 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co, 


WAGONS—Lamber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Ce. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 


AND SERVICES 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, 8. B. 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., Inc., 


CREOSOTED PRODUCTS— 
Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 


Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp. 

McCormick Lumber Co., C. B. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Produets, Lamber, 
Fence Posts 


Ayer & Lord Tie Co. 

Curtin-Howe Corporation 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company j 


WOOD PRESERVATIVES 
Curtin-Howe Corporation. 
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SPEE-D-TWIN 
as i i STEAM FEED 


Costs little more than belt or 
Before You Buy Any Locomotive— friction type feeds, but it makes 


a tremendous difference in the 


INVESTIGATE THESE SHAY ADVANTAGES | cut of the mill. 


It's worth investigating. 





1 A POWERFUL THREE CYLINDER 
ENGINE which starts heavy loads and hauls Write for catalog A. 
them wherever rails are laid. 


, 
2 A FLEXIBLE DRIVING SHAFT and the SOULE 
fact that trucks are compensated for track 
inequalities assures dependable, free-from-de- STEAM FEED WORKS 
railment operation on uneven track. MERIDIAN 
MISSISSIPPI 











3 A SIMPLICITY OF CONSTRUCTION, 
with all operating mechanism out in the open, 
where it is readily accessible for lubrication, 
adjustment and repairs when needed. 








Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 


Prospective locomotive purchasers should be thor- 
oughly familiar with these Shay advantages. Write 
us for further details. 


< SHAY GEARED > LIMA LOCOMOTIVE WORKS 
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Prepare to Resume Logging Operations= 
REPAIR YOUR LOCOMOTIVES NOW 


Dealers stocks must soon be replenished if they 
expect to render prompt service to their customers. 
A general movement in this direction will mean good 
business for the lumber manufacturer. 


























Now is the time to recondition your logging loco- 
motives and be ready to send them into the woods. 


Any duplicate parts you may need to make repairs 
can be promptly furnished. Let us know your re- 
quirements now. 


The BALDWIN anneiiee => Sa Philadelphia 
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